











-AWARTIME SERVICE 


FOR YOUR 
CUS TOMERS and help win the war 


To Conserve Carbon Paper 






1. Don't throw away carbon sheets until they are 
thoroughly worn our, 







2. Wherever Possible, use a heavy Weight carbon 
Paper. It will Jase longer, 








3. Handle your carbon Paper Carefully. Always 


lay the Sheets evenly upon €ach other, face 
down. 
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ice in keeping 
service in 






5S. Always insert the carbon and COPY papers in 
the typewriter Evenly to avoid wrinkling or 
freeing of the carbon Papers, 











1. Turn the ribbon after a week's usage. It will 
Wear evenly and Jast longer. 







2. Use the heaviest degree of inking Consistent 
with legible iMpressions. 







3. Be sure the tibbon feed Mechanism js jp 
Proper adjustment. This insures €ven distriby. 
on of wear. 








4. Keep your Machine in 800d repair and Clean 
the erasure dust daily, 


Ask for Webster Products ay YOur statione, today 


Y 
F.S. WEBSTER COMPAN 


Mass. 
13 Amherst Street, Cambridge, 
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{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the complete range of 
commercial stationery. Its 
comprehensive news reports 
of the industry and its valu- 
able special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 


Office Appliances 


(To the World's Principal Market Places) 


Founded by George H. Patterson and Developed Through Thirty-Four Years 
by Evan Johnson. 








Published on the first of every month by The Office Appliance 
Co., 600 West Jackson Boulevard, Chicago, Illinois. Cable 
address: Applico, Chicago. Telephone: Canal 3454. 


ESTABLISHED 1904: Succeeding and embodying American 

Stationer, New York, established 1873; Typewriter Trade 

Journal & Office Systems, New York, 1904; The Office, Frank- 

linville, N. Y., 1904; The Office Appliance Journal, Chicago, 

1905; Business Equipment Journal, Chicago, 1908; Office Out- 

fitter, Chicago, 1908; the original National Stationer, New 
York, 1909. 


John A. Gilbert, President; Charles H. Everly, Vice-President, C. F. Malatesta, 
Secretary and Treasurer. 

Evan Johnson, Contributing Editor; John A. Gilbert, Business Manager; 
Walter S. Lennartson, Editor; Herbert L. Sime, Western Advertising Depart- 
ment; Benjamin a ‘Wallsten, Copy Department Manager. 

EW YORK OFFICE: 
G. C. Wheeler, Eastern PE in ti 418 Pershing * <a Bidg., 100 E. 42nd St. 
Phone Ashland 4-8319 
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Serving Our Neighbors to the South 12 
Eighteenth Annual Office Specialties Section ee 
Observations e 25 
Britain’s Stationers ‘Plan Ahead. 25 
Analysis of Revenue Act of 1942 Reveals Tax wits lites 
Opportunities 26 
“Send Your Typewriters | to War!” 28 
A Stationer’s View of 1943............ 29 


Little Biographies of O. A. Men Who Went to Law.. 29 
Terminal Facilities for Office Records and Documents.. 30 


Business Builders ea naa ao 
O. A. Information Service Under the Emergency ae 
YG, the Fis 
Globe-Wernicke and “Troopships of the Skies’’...... 36 
Hatton Leather Company Takes Over Eagle-Ottawa 46 
Garvin Again Heads Advisory Committee . 46 
Canadian News Notes ............ ret 
Feature Office Wares at Seattle Show ad 63 
Seven Royal Men Complete 25 Years of Service 67 
H. A. Way Reaches Quarter Century Mark 77 

Lee S. Libby, New Graham & Company President, 
Started as Office Boy us 78 
Seen and Heard in Southern California ae 
Pacific Northwest News Notes..... 91 
Great Lakes Travelers Notes 96 
War Booms Demand for Globes and Maps 103 
All Underwood Salesmen in Federal Repurchase Plan... 104 
Honolulu Firm’s Motto Is “Carry On” .. 107 
Rand Hobby Aids Boston Fire Victims sie 
Gunderson Plans Office Machine Specialties Firm. Bey pS 
Monroe Employees Complete Quarter Century of 
Service % : ~ ae 
Codo Takes Larger Chicago Quarters 136 
Postwar Purchases of Office ne Will Be ona 
Different Basis c 140 
habe and Classifi ed Now 
Editorial . 32 News and Miscellany 46 
For Our Country 72 Office Furniture, Wood and Steel 30 
Guest Book ae Other Lands, In . 44 
Here and There 32 Passed Away 115 
Meetings, Dinners, Conventions.... 48 Ol’ Doc Stork 96 


New Equipment, Devices and Patents weverneee 
Supplies .......... 36 O. A. Information Service 34 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00;two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50; 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office of Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 
{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 
{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment 
or directly related products 
eligible. 

Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIL, 
under Act of March 3, 1879. 
{Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 
{COPYRIGHT. Contents 
covered by Copyright, 1943, 
by the Office Appliance 
Company. 








These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 
They do, however, offer their services in resolving any disagreements which result from relations established 
through the journal. 


customers. 
A 
Acco Products, Inc. 124 
Ace Fastener Corp. 121 
Acme Safe Co. 155 
Acme Staple Co. 156 
Acme Visible Records, Inc. 47 
Aigner, G. J., Co. 111 
Allen & Co. 132 
American Hair & Felt Co. 63 
American Passbook Co. 155 
American Photo Laboratories....154 
Amer. Writing Mach.Stores Div... 55 
Ames Supply Co. 71 
Anderson-Hickey Co., Inc. 96 
Art Metal Construction Co. 69 
Art Steel Sales Corp. 80, 81 
B 
Bankers Box Co. 65 
Barkley, C. L., & Co. 78 
Bates Mfg. Co., The 8yY 
Bentson Mfg. Co. 152 
Bethel Mfg. Co. 139 
Bolens Products Co. 60 
Bright Chair Co. 131 
British Staty. Exporter 157 
Browne-Morse Co. 118 
Buckeye Ribbon & Carbon Co...136 
Business Efficiency Aids 156 
c 
Clarotype Co., The 157 
Codo Mfg. Corp. 87 
Columbia Rib. & Car. Mfg. Co. 51 
Continental Ink Co. 155 
Cook, The H. C., Co. 153 
Corona Typewriter 37 
Corry-Jamestown Mfg. Corp. 91 
Cotterman, I. D. 155 
Cramer Posture Chair Co. 155 
Cushman & Denison Mfg. Co... 88 
D 
Daco Card & Index Co. 156 
Darnell Corp., Ltd. 127 
Dawn Mfg, Corp., The 155 
Dayton Stencil Works 156 
Dick, A. B., Co. 35 
Dictaphone Corp. 133 
Domore Chair Co., Inc. 110 
Downey, C. L., Co. 154 
E 
Eaton Paper Corp. 135 
Ehrlich Upholstery Works 144 
Ellingsworth Mfg. Co. 120 
Esterbrook Pen Co., The 106 
F 
Fair Furniture Co. 105 
Farber, Louis H. 56 
Fulton Specialty Co 153 
G 
General Fireproofing Co., The 





Globe-Wernicke Co., The..41, 113 
Graff, Geo. B., Co. 135 
Grand Rapids L. L. Binder 
Co. 132 
Graphic Duplicator Co. 150 
Guide System & Supply Co. 94 
Gunlocke, The W. H., Chair 
Co. 98, 99 
H 
Hall-Welter Co. 155 
Harding, Milo, Co. 152 
Harter Corporation, The 90 
Heyer Corporation, The 159 
Higgins Ink Co., Ine. 147 
I 
Imperial Desk Co. 72 
Imperial Mfg. Co. 138 
Imperial Methods Co. 61 
Indiana Desk Co. 149 
Ink Specialties Co., Inc. S4 


Inter-State Ribbon & Carbon 
Co. 156 
J 
Jasper Chair Co. 126 
Jasper Desk Co., The 116 
Jasper Office Furniture Co. 134 
Jasper Seating Co. 68 
Johnson, Evan, Co., Div. 132 
L 
Leopold Co. 145 
Little, A. P., Ine. 131 
Lyon Metal Products, Inc. 137 
M 
Manifold Supplies Co. 39 
Markilo Co. 154 
Markwell Manufacturing Co....148 
Meilicke Systems, Inc. 156 
Melind, Louis, Co. 19 


Metal Specialties Mfg. Co. 104 
Metalstand Co. 149 
Meyer & Wenthe, Inc. 153 
Michigan Desk Co. 62 
Miller-Bryant-Pierce Co. 114 
Mimeograph, The 35 
Mishek Supply Co. 154 
Mittag & Volger, Inc. 145 
Moore Push Pin Co. 157 
Mutschler Bros. Co 153 
N 
National Blank Book Co. 157 
Nat'l Brief Case Mfg. Co. 148 
National Desk Co., Inc. 156 
National Engraving Co. 157 
Nat’! Ronzite Industries 143 
Neva-Clog Products, Inc. 97 
New Indiana Chair Co. 117 
Nucraft Furniture Products....140 
8) 
Old Town Ribbon & Carbon 
Co. 57 
Oxford Filing Supply Co. 15 
P 


Pacific Cb. & Ribbon Mfg. Co...123 


Peerless Key-Imperial Mfg. Co.138 


Peerless Steel Equip. Co. 146 
Perfect Rubber Seat Cushion 
Co. 151 
Phillips Process Co., Inc. 140 
Photo Materials Co. 144 
Photo Reproducing Equipment 
Co. 108 
Polar Mfg. Company 64 
Postindex Visible Files 69 
Precise Developments Co. 154 
Pronto File Corp. 130 





THE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution 
of its various commissions 
practically every member of the staff. It answers by 
personal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, pre- 
pares advertising copy, furnishes list of desirable 
agents and dealers in nearly every country, aids for- 
eign dealers in securing U. S. A. lines, and in many 
other ways performs useful service, all without charge. 
Subscribers in every land have made, and are making, 
good use of this bureau; manufacturers in every sec- 
tion of the field have evidence of its proved value. 
Subscribers’ requests for catalogues to bring their files 
up to date, or to replace the file in case of fire or 
other form of destruction, are broadcasted in a bulle- 
tin which is mailed frequently to leading manufac- 

turers. 























this bureau calls upon 





Q 
Quality Park Envelope Co. 70 
Quigley Furniture Co. 136 
R 
Red Feather Products, Ltd. 147 
Remington Rand Inc. 125 
Rite-Rite Mfg. Co. 154 
Rivet-O Mfg. Co. 156 
Roberts Numbering Mach. Co...150 


Roberts, Weldon, Rubber Co.....155 

Rockwell-Barnes Co. 67 

Royal Typewriter Co. 43 
Ss 

St. Johns Table Co. 143 


Sengbusch Self-Cl. Inkst’d Co...103 
Shaw-Walker Co. 102 
Sheaffer, W. A., 


Shepherd, N. T., Chair Co. 119 


Pen Co. 109 
Sheppard, C. E., Co. 128 
Sikes Co., The 


Smith, L. C., & Corona Type- 


writer, ine. 37 
Speed Key Mfg. Co. 86 
Speed-O-Print Corp. 141, 142 
Speed Products Co. 129 
Staedtler, J. S., Ine. 77 


Standard Duplicating Mach. Co.101 


Stationers Loose Leaf Co. 66 

Stein Bros. Mfg. Co. 122 

Storms, H. M., Co. 146 

Sturgis Posture Chair Co. 83 
= 

Taylor Chair Co., The 54 

Technygraph Co., The 139 

Toledo Metal Furniture Co. 112 
U 

Underwood Elliott Fisher Co. 
Back Cover 
U. S. Typewriter Ribbon Mfg. 

Co 151 

U. S. War Bonds—Stamps 158 
V 

Vail Mfg. Co. 95 

Van Dyke Industries 150 

Victor Safe & Equip. Co...100, 107 

Vogel-Peterson Co. 152 
Ww 

Wabash Cabinet Co., The 82 

Wagemaker Co. 150 

Warshaw Mfg. Co. 154 


Webster, F. S., Co. 
Weis Mfg. Co. 


73, 74, 75, 76 


Wells Office Furniture Co....92, 93 

Wilson Jones Co. 85 

Wood Office Furn. Institute 79 
Y 

Yawman and Erbe Mfz. Co 53 








For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 





obligation. 
— eomiee Parts ; Card index Boxes and Trays Covers, Loose Leaf Duplicating Machines, Used 
mer os fach. Stores Div ° Art Metal Construction Co 69 Ellingsworth Mfg. Co 120 Graphic Duplicator Co. 150 
Ames Supply Co ; Art Steel Sales Corp 80, 81 
Adding Machine Rolls & Paper Bentson Mfg. Co 152 Cushions and Pads, Chair Envelope Sealers 
Miller-Bryant-Pierce Co 114 Corry-Jamestown Mfg. Corp 91 Fair Furniture Co 105 Standard Duplicating Machine Co._.101 
Rockwell-Barnes Co. 67 Farber, Louis H 56 Perfect Rubber Seat Cushion Co 151 
Adding Machines General Fireproofing Co The 58 39 Polar Mfg. Co 64 Envelopes 
Amer. Writing Mach. Stores Di Globe-Wernicke Co., The al, 218 Globe-Wernicke Co,, The 41, 113 
Remtneten” and Boi 12 Guide System and Supply Co o4 Cuspidor Mats Quality Park Envelope Co. 70 
Smith i & Corona Type Imperial Methods Co. 61 Polar Mfg. Co 64 Wileen Jones Ce _. 85 
weviters » Peerless Steel Equip. Co. 146 
Pronto File Corp 130 Dating Stamps Envelopes, Celluloid 
Adding Typovriters : Shaw-Walker Co 102 Bates Mfg. Co., The 8Y Markilo Co 154 - 
Underwood Elliott Fisher... Back Cover Wagemaker Co 150 Fulton Specialty Co 153 
Adhesives Warshaw Mfg. Co 154 Melind, Louis, Co 49 Eradiecators, Ink 
(See Inks. Adhesives, etc Weis Mfg. Co 73, 74, 75,. %6 Meyer & Wenthe, [nx 153 Heyer Corp., The 159 
Arch and Clip Board Files Wells Office Furniture Co 92, 93 Rivet-O Mfg. Co 156 
Ousheian & Dente tite. 4 ae Yawman and Erbe Mfg. Co 53 Erasers, Rubber 
Globe-Wernicke Co., The i, 1 Sus Somes Roberts, Welden, Rubber Ce 155 
Rockwell-Barnes ¢ q _—=- Polar Mfg. Co 64 
arnes 0 4 Art Steel Sales Co 0 | 
Shaw-Walker Co 102 aos Siamese iene, ins siglo Eyelets & Eyelet Fasteners 
Yawman and Erbe Mfg. Co = . Pang SA ....08, 9 Desk Lamps Bates Mfg. Co., The 89 
hay Conia & Shiba Chante Casters, Caster Bearings, Slides — mg ; rp 155 Rivet-O Mfg. Co 156 
. ‘ . Darnell Corp 127 an Dae sacueries 150 
I I ture Co 10 I 2 7 
air Furnitur File Boxes, Collapsible Corrugated 
Associations, Manufacturers Celluloid Envelopes Desk Pads & Tops Bankers Box Co 65 
Wood Office Furniture Institute 79 See Envelopes, Celluloid Aigner, G. J., Co 111 Barkley, C. L.,. & Co. 7s 
Fair Furniture Co 105 Globe-Wernicke C Th ‘ 
7 ‘ . lob e Co., ne 41, 113 
Bankers Note Cases c ol mee “Hetty os Polar Mfg. Co 64 Guide System & Supply Co 94 
Ar Steel Sales Corp - rT eT | OGUucts UE . Wagemaker Co 150 Oxford Filing Supply Co 45 
a Fir oe ar The 8 9 Chair Mats Wilson Jones Co &5 Pronto File Corp 130 
ilobe-Wernicke Co The ao Polar Mfg. Co 61 Weis Mfg. Co. 73, 74, 75, 76 
Victor Safe & Fun'tp. C 00. 107 Desk Pen & Ink Sets He 
Billing Machines "tees Setst i I , Sengbusch Self. Cl. Inkstand Co.....103 File Boxes, Metal 
5 yor etal *roducts « 137 : , > . < . 
Remington Rand Inc ” : ™ , Sheaffer, W. A Pen Co 109 Art Metal Construction Co. 69 
Chairs. Office Art Steel Sales Corp. 80, 81 
Binders, Catalogue and Periodical Bright Chair C¢ 131 Desk Trays Corry-Jamestown Mfg. Corp. 91 
Ace Products Inc 124 Cramer Posture Chair Co 155 Aigner, G. J., Co 111 Globe-Wernicke Co., The 41, 113 
\igner, G J... Ce 111 Domore Chair Co., Inc 110 Art Metal Construction Co 69 Peerless Steel Equip. Co. 146 
Grand Rapids L. L. Binder ( l : Ehrlich Upholstery Works 144 Art Steel Sales Corp 80, 81 Pronto File Corp 130 
National Blank Book C« Love General Fireprooting Co., The..58, 5% Corry-Jamestown Mfg. Corp 9] Rockwell-Barnes Co. 67 
Sher ; , . : , ‘ 
leppard, The C. E., Co 128 Gunlocke, The W. H.. Chair Co General Fireproofing Co., The.58, 59 Shaw-Walker Co. 102 
Wilson Jones Co 85 98, 99 Globe-Wernicke Co 41, 113 Victor Safe & Equip. Co 100, 167 
Binders, Permanent Storage Harter Corp 90 Imperial Methods Co 61 Weis Mfg. Co 73, 74, 75, 76 
eRe Sieat ihe , Jasper Chair Co 126 Nucraft Furniture Products 140 ie . 
Sheppard, The C. E., Co 128 Jasper Seating Co 68 Peerless Steel Equip. Co 146 Filing Cabinets, Insulated 
tities Sian Ca Pe Michigan Desk Co. 62 Shaw Walker Co 102 Shaw-Walker Co 102 
; New Indiana Chair Co 117 Weis Mfg. Co 73, 74, 75, 76 Victor Safe & Equip. Co 100, 107 
Binders, String Shaw-Walker Co 102 Yawman and Erbe Mfg. Co 53 
Bankers Box (¢ ¢ Shepherd, N. T., Chair Co 119 Filing Cabinets, Metal 
iensiie. atin ike s Co.. The 115 Desk Work Distributors Anderson-Hickey Co 96 
Sturgis Posture C 0 3 ts ; 5 
National Blank Book Co 157 eee See. eo a Art Steel Sales Corp 80, 81 Art Metal Construction Co. 69 
Rockwell-Barnes Co 67 Taylor Chair Co., The 4 Globe-Wernicke Co., The 41, 113 Art Steel Sales Corp 80, 81 
Wilson lene Co 8: Toledo Metal Furniture Co 112 Polar Mfg. Co 64 Bentson Mfg. Co 152 
Wells Office Furniture Co 92, 93 Victor Safe & Equip. Co 100, 107 Browne-Morse Co. 118 
Blue Print and Plan File Cabinets Chie Cheatin Wilson Jones Co 85 Corry Jamestown Mfg. Corp ae 
Anderson-Hickey Co " Bright Chair Co 131 General Fireproofing Co., The..58, 59 
Art Metal Construction Co 69 Cramer Posture Cheir Cx 15 Desks Globe-Wernicke Co., The 41, 113 
Art Steel Sales Corp 80, 81 Daennre Chair Co.. the 110 Art Metal Construction Co 69 Peerless Steel Equip. Co 146 
Browne-Morse Co AAS General Fireproofing Co., The...58, 59 Art Steel Sales Corp 80, 81 Proate File Corp 130 
Corry-Jamestowt Mfg. Corp 91 Gunlocke. The W. H.. Chair Co Bentson Mfg. Co 152 Remington Rand Ine, 125 
General Fireproofing Co,, The 8, 59 9x. 99 Browne-Morse Co 118 Shaw-Walker Co. 102 
tons Wernick war The - 1] Harter Corp 90 Corry-Jamestown Mfg. Corp 91 Victor Safe & Equip. Co 100, 107 
scone Sivel Mauip. Ce ae Jasper Chair Co 126 General Fireproofing Co., The..58, 59 Yawman and Erbe Mfg. Co, 53 
Pronto File ¢ orp 1 0 lasper Seating Co 6X Globe-Wernicke Co The 11 113 . 
Shaw-Walker (« 102 Shaw-Walker Co 102 Imperial Desk Co 72 Filing Cabinets, Wood 
r ‘ ~ 7 
Yawman and Erbe Mfg. Co 3 Shepherd, N. T., Chair Co 119 Indiana Desk Co 149 Art Metal Construction Co 69 
oe Sikes (c The 115 Jasper Desk Co 116 Art Steel Sales Corp. 80, 81 
Art Steel Sales Corp oo Sturgis Posture Chair Co 83 Jasper Office Furniture Co 34 Business Efficiency Aids 156 
General Fireproofing Co., The 8, 59 Taylor Chair Co., The 54 Leopold Co 145 General Fireproofing Co., The...58, 59 
Globe-Wernicke Co., The | 1] Toledo Metal Furniture Co 112 Michigan Desk Co 62 Globe-Wernicke Co., The 41, 113 
National Desk Co., Inc 156 Imperial Methods Co. 61 
Book Cases Chairs, Tablet Arm Peerless Steel Equip. Co 146 Indiana Desk Co 149 
Art Metal Construction Co 69 Jasper Chair Co 12¢ Quigley Furniture Co 13¢ Michigan Desk Co 62 
Browne-Morse Co 118 Jasper Seating Co 68 Shaw-Walker Co 102 Peerless Steel Equip. Co. 146 
Corry-Jamestown Mfg. Corp New Indiana Chair Co 117 Victor Safe & Equip. Co 100. 107 Shaw-Walker Co 102 
General Fireproofing Co., The 8, 59 Wagemaker Co 150 Victor Safe & Equip. Co 160, 107 
. , Check Cover ‘ - ' : 
Globe-Wernicke Co., The 1, 118 An > phe oe me In Wells Office Furniture Co 92, 93 Waxgemaker Co 150 
Michigan Desk Co 62 : 2 — “ sos Yawman and Erbe Mfg. Co 53 Weis Mfg. Co 73, 74, 75, 76 
Nueraft Furniture Products 10 Check Protectors & Writers Yawman and Erbe Mfg. Co. Sb 
Peerless Steel Equip. ¢ 1 Hall-Welter Co 155 Dictating Machines 
Shaw-Walker Co 102 Filing Supplies 
Wabash Cabinet Co., The g2 Checks, Stamped Metal Dictaphens. Corp Iss 
Weis Mi Foi p= ae “s Dayton Stencil Works 156 Acco Products, Ine 124 
Yawman and Erbe Mf ¢ pada Meyer & Wenthe, Inc 153 Duplicating Machines & Supplies Aigner, G. J., Co 1 
: = . B on Amer. Writing Mech. Stores Div... 85 Art Metal Construction Co. 69 
Bookkeeping Machines Clip Boards Columbia Rib. & Carb. Mfg. Co... 51 mea bs L., & Co, 78 
Underwood Elliott Fisher. Back Cov See Arch and Clip Board Files Dick, A. B., Ce 35 Browne-Motse Co, 118 
Graphic Duplicator Co 150 Corry-Jamestown Mfg. Corp 91 
‘ ‘ id % 7 » / 56 
B A sg veh Files Coin Bags, Trays and Wrappers Harding, Milo, ( 152 Daco ( ard & Index Co. 156 
M1 teel Sales Corp x0, 8 Art Ste Sales Corp 80. 81 Heyer Corporation, The 159 General Fireproofing Co., The....58, 59 
Rocks serineaaee a ss wt ee Downey, C. L., Co 154 Ink Specialties Co 84 prerelease) age sg a, : oe 
ockwell-Barnes (¢ f : Guide System & Supply Co 94 
~ . 24 / Manifold Supplies Co 39 : : 
Weis Mfg. Co a» 4 ' Copyholders Miller-Bryant-Pierce Co 114 Imperial Methods Co. 61 
Brief and Zipper Cases \ Products, Inc 124 Mimeograph, The 25, — ngs hate Co. 45 
National Brief Case Mfg. (¢ ix Dawn Mfg. Corp., The 155 Mishek Supply C¢ 154 — ~s — . ise 
Siatnions hams Siete as Mittas & Volszer, In 145 Quality Park Envelope Co. 70 
Stein Bros. Mfg. Co a) Costumers Old Town Ribbon & Carbon Co 57 roe a “ ~ 
Fe Furniture Co 105 Red Feather Products, Lid 147 Shaw-Walker Co. 102 
Calculating Devices Globe-Wernicke Co.. The 41, 113 Smith, L. C., & Corona Tws 7 Victor Safe & Equip. Co 100, 107 
Meilicke Systems. Inc , Peerless Steel Equip. Co 146 Speed-O-Print Corp 141. 142 Wabash Cabinet Co., The 82 
— p Quigley Furniture Co 136 Standard Duplicating Machine Co...101 Warshaw Mig. Cs 134 
arbon Papers Sha Ike mi 9 Me s a es 
: : pt eiedass : \ : ilker ( 102 Technygraph, The 139 THE CLASSIFICATIONS 
e€ tibbons z arbons o *eterson Co 59 "ety . Vouin 7 . ‘ 
152 Victor Safe & Equip. Co 100, 107 (Continued on page 6) 
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THE CLASSIFICATIONS 


(Continued from page 5) 


Mfg. Co 
Erbe 


74 


Weis 73 
Yawman and 

Filing Tables 
Toledo Metal 

Finger Pads 
Melind, Louis, Co 
Speed Products Co 


Folders 


Mfg. Co 


Furniture Co 


(See Filing Supplies) 
Fountain Pens 
Esterbrook Pen Co., The 


Sheaffer, W. A., Pen Co 


Games 


Johnson, Evan, Co. Div 


Gummed Cloth Rings 
Graff, Geo. B., Co 
Warshaw Mfg. Co 


Gummed Tape Sealing Machines 
Metal Specialties Mfg. Co 


Index Card Signals 
Cook, H. €., Co 
Graff, Geo. B., Co 
Vietor Safe & Equip. 100 


index Tabs 
Aigner, G. J., C« 
Barkley, C. L., & Co 


Globe-Wernicke Co., The il, 
Guide System & Supply Co 
Markilo Co. 

Melind, Louis, Co 

Shaw-Walker Co 


Sheppard, The C. E. Co 
Speed Products Co 
Victor Safe & Equip. Co 100 


inks, Adhesives, Ete. 
Continental Ink Co 
Higgins Ink Co., Ine 
Ink Specialties Co 


Melind, Louis, Co 

Rivet-O Mfg. Co 

Sheaffer, W. A., Pen Co 
inkstands 

Cushman & Denison Mfg. Co 

Sengbusch Self-Cl. Inkstand Co 
Labels 

Imperial Methods Co 

Oxford Filing Supply Co 

Warshaw Mfg. Co 

Weis Mfg. Co 73, 74, 75, 


Ladders, Library, Store & Vault 


Cotterman, I. D. ‘ 


Leads for Mechanical Pencils 


Rite-Rite Mfg. Co.... 

Sheaffer, W. A., Pen Co 
Leather Goods 

Nat'l Brief Case Mfg. Co 

Stein Bros. Mfg. Co. 


Leather Upholstered Furniture 


Bright Chair Co 

Ehrlich Upholstery Works 

Gunlocke, The W. F., Chair Co 
USN 


Jasper Chair Co 
New Indiana Chair Co 


Letterheads 


National Engraving Co 


Lettor Trays (See Desk Trays 


Library Equipment 

Art Metal Construction 

Art Steel Sales Corp 80 
Jamestown Mfg. Corp 
General Fireproofing Co., The 58 
Globe-Wernicke Co., The 11 
Peerless Steel Equip. Co 
Shaw-Walker Co 
Yawman Erbe 


Corry 


and Mfg. Co 
Lockers and Storage Cabinets 
Anderson-Hickey Co 
Art Metal Construction Co 
Art Steel Sales Corp 80 
Browne-Morse Co 


Corry-Jamestown Mfg. Corp 
General Fireproofing Co., The 58 
Globe-Wernicke Co., The 11 
Lyon Metal Products, Inc 

Pronto File Corp 

Shaw-Walker Co 

Yawman and Erbe Mfg. Co 


Loose Leaf Books & Systems 
Aigner, G. J., Co 
Grand Rapids L. L. Binder Co 
National Bland Book Co 
Sheppard, The C. E., Co. 
Stationers Loose Leaf Co. 
Wilson Jones Co 

Loose Leaf Sheet Covers, Celluloid 

Markilo Co 

Wilson Jones Co. 


Loose Leaf Metals and Devices 
Grand Rapids L. L. Binder Co 


Sheppard, The C. E., Co 
Wilson Jones Co 


a4 
154 

1 
102 
128 
129 


107 


155 
147 
81 
49 
156 
109 


131 
144 

99 
126 


117 








Mail Distributors Codo Mfg. Corp 87 
Globe-Wernicke Co.. The i Columbia R. & ¢ Mfg. ¢ l 
Victor Safe & Equip. Co mm 10 Inter-State Ribbon & Carbon ¢ 

Map Tacks Little, A. P., 

Graff, George B., Menifeld Supplies ¢ : 
Moore Push Pin Co Miller-Bryant-Pierce Co i 
Mittag & Volger. Ir ! 

Matched Office Suites O14 Tens Bibhes & Carden ( , 
Art Metal Construction ( fu Pacific Carb. & Bib. Mic. ¢ 123 
General Fireproofing Co Phe 58 d Peerless Key-Imperia Mi ( 18 
Globe-Wernicke Co., The Phillips Process c 0 ; 140 
Leopold Co . Remington Rand Ir 125 
Shaw-Walker Co Royal Typewriter Co., It 19 

Memorandum Books Storms, H. M., Co 6 
National Blank Book Co ] nderwood Elliott Fisher. Back Cover 
Rockwell-Barnes Co 67 I S. Typewriter Ribbon Mf ( l 
Wilson Jones Co. 8 Webster, F. S., Co 2 

——— Devices Rollers, Vulcanized 
Bates Mfg. Co., The 5 (Addr. & Dupl. Mech 

Mending Tape Bethel Mfg. Co 139 
Warshaw Mfg. Co l Rubb Band 

ubber Bands 

Metal Badges, Checks, Tokens, Ete Dette Selden. Wubber | 
Dayton Stencil Works : ? 

Meyer & Wenthe, Inc Rubber Stamps 

Moisteners Melind, Louis, ¢ 
Metal Specialties Mfg. ( Meyer & Wenthe, Inc 
Rivet-O Mfg. Co Rubber Type 
Sengbusch Self Cl. Inkstand Co Fulton Specialty ( 

Numbering Machines 7 
Bates Mfg. Co., The go Safes 
Melind, Louis, Co 1 art “Mates waeogeha ae ee 
Roberts Numbering Mach. Co 1 ler aK ne ( The 8 

ve ernicke Co rhe } 11 

Office Partitions and Railings Remington Rand In , 
Globe-Wernicke Co., The 11 Shaw-Walker Co 109 

Office Printing Outfits Safe & Equip. Co 00. 107 
Fulton Specialty C and Erbe Mf ( 

Pads, Figuring : Safes, Used 
National Blank Book Co Acme Safe ( 

Rockwell-Barnes Co ‘ 
Wilson Jones Co 8 Scrapbooks 

Paper Globe-Wernicke (« The 
Eaton Paper Corp ; Weis Mfg. ¢ 7 76 
Rockwell-Barnes Co a7 Wilson Jones Co 8 

Paper Clamps Secretary Desks 
Acco Products, Inc 124 Art Metal Construction ¢ 
Cushman & Denison Mfg. Co RR General Fireproofing (¢ The gs 
Esterbrook Pen Ce Inc ) Globe-Wernicke Co., The 41. 11 

Paper Clips Peerless Steel Equip. C { 
Acco Products, Inc Shaw-Walker Co 102 
Cook. Hi. ¢ Co Wabash Cabinet Co.. The go 
Cushman & Denison Mfg. Co RR Shelving 
Graff, Geo. B., Co Art Metal Construction Co ao 
Vail Manufacturing Co ) Rrowne-Morse Co 9 

Paper Fastening Machines Corry-Jamestown Mfg. ¢ 
Ace Fastener Corp General Fireproofing Co The 8 
Acme Staple Co Lhe G Wernicke Co... The 
Bates Mfg. Co., The ao Lyon Metal Products, Ih 
Markwell Mfg. Co 148 Shaw-Walker (« 102 
Neva-Clog Products, Inc : - 

Speed Products Co. ota Affixers : 
Victor Safe & Equip. Co 1a Standard Duplicating Machine (¢ 

Paste (See Inks, Adhesives, Et Stamp Pads 

Pencil Sharpeners Bates Mfg. Co., TI go 
Graff, Geo. B., Co Fulton Specialty Co. 

Pencils, Mechanical Melind, Louis, C 
Rite-Rite Mfg. Co Meyer & Wenthe, It 
Sheaffer, W. A., Pen (¢ Phillips Process Co Ht) 

Rivet-O Mfg. Co 

Pencils, Wood Cased Lead Rockwell-Barnes Co 7 
Staedtler, J. S., In Victor Safe & Equip. ¢ "0 

Penholders ; ; ; Stands for Office Machines 
Esterbrook Pen (Ce Ir Ames Supply (¢ 7) 

Pens, Steel \nderson-Hickey Co 4 
Esterbrook Pen Co Ir 10 Art Steel Sales Corp S s 
Sengbusch Self Cl. Inkstand (¢ 10 Fair Furniture Co 

General Fireproofing (¢ The 8 

Photo Copying Machine Globe-Wernicke Co., The 
Photo Reproducing Equip. ¢ Os Harter Corp "0 
: : Metalstand Co 149 

Pins and Pin Containers Pearl es Steel Equip. ¢ oa 
Vail Mfg. Co Sturgis Posture Chair (¢ g 

Plaques, Rolls of Honor roledo Metal Furniture ¢ 
Nat'l Ronzite Industries 

Staple Extractors 

Platens, Typewriter Ace Fastener Cory 2 
Amer. Writing Mach. Stores D Metal Specialties Mfg. Co 104 
Ames Supply Co 7 

Neiesstebion: Celvere Staples and Stapling Machines 

Ace Fastener Cory 
Ellingsworth Mfg. Co Mecsas ely 
Oxford Filing Supply Rates Mfe ? The nt 

Price & Sign Markers Markwell Mfg. ¢ 18 

Fulton Specialty Co Neva-Cle Products, 1 } 
Speed Products Cory 

Publishers Vail Manufacturing Co 
British Stationery Exporter 
Punches Stencils, Brass 
Acco Product Ir Dayton Stencil Works 
Bates Mf Cc The go ; 

Gace hs —- ~~ Co. a rene Stenographer’s Note Books 
ero inne aay : National Blank Book ¢ 
Metal Specialties Mfg. Co 10 Peckwall Tink ? 
National Blank Book Co 15 =e nt « Rl aaarterallnas 
y ls y 8 ‘’ x 
Wilson Jones Co Stools 
Push Pins Harter Corp 
. Metalstand (« 
Moore Push Pin Co 
Toled Metal Furniture ( 

Ribbons and Carbons 
Allen & Co . Storage and Transfer Cases 
Amer. Writing Mach. Stores Di Art Metal Construction Co 
Ames Supply Co Art Steel Sales Corp Sf 8 

tuckeye Ribbon & Carbon Cx tankers Box Co € 





OFFICE APPLIANCES 


Barkley, C. L., & Co. 78 
Bentson Mfg. Co 152 
Browne-Morse Co 118 
Corry-Jamestown Mfg. Corp 91 
General Fireproofing Co., The 58, 59 
Globe-Wernicke Co., The 41, 115 
Guide System & Supply Co 94 
Imperial Methods Co 61 
Peerless Steel Equip. Co 146 
Pronto File Corp 130 
Rockwell-Barnes Co 67 
Shaw-Walker Co 102 
Wagemaker Co 150 
Weis Mfg. Co 73, 74, 76, TE 
Yawman and Erbe Mfg. Co. 53 
Tables 
Art Metal Construction Co 69 
Browne-Morse Co 118 
Corry-Jamestown Mfg. Corp 91 
General Fireproofing Co., The...58, 59 
Globe-Wernicke Co., The 41, 113 
Lyon Metal Products, Inc 137 
Mutschler tros. Co 53 
Peerless Steel Equip. Co 146 
St. Johns Table Co 143 
Shaw-Walker Co 102 
Victor Safe & Equip. Co 100, 107 
Wells Office Furniture Co 92, 93 
Tabulating & Statistic Machines 
Remington Rand Ine 125 
Telephone Accessories 
tates Mfg. Co., The go 
Victor Safe & Equip. Co 100, 107 
Telephone Stands 
Art Metal Construction Co 69 
Art Steel Sales Corp 80, 81 
General Fireproofing Co., The.58, 59 
Globe-Wernicke Co., The 1, 113 
Nuecraft Furniture Products 140 
Peerless Steel Equip. Co 146 
Shaw-Walker Co 102 
Yawman and Erbe Mfg. Co 53 
Thumb Tacks 
Graff, Geo. B., Co 135 
Ticket Holders 
Vail Manufacturing Co 95 
Trimming Boards 
Amer. Photo Laboratories 154 
Photo Materials Co 144 
Precise Developments Co 154 
Type, Typewriter 
Amer. Writing Mach. Stores Div 
Ames Supply Co 71 
Typewriter Cleaning Material 
Amer. Writing Mach. Stores Div 5 
Ames Supply Co 71 
Clarotype Co 157 
Mittag & Volger, Inc 145 
Rivet-O Mfg. Co 156 
Webster, F. S., Co 2 
Typewriter Cushion Keys 
Amer. Writing Mach. Stores Div ws 
Ames Supply Co 71 
Peerless Key-Imperial Mfg. Co 138 
Speed Key Mfg. Co gh 
Speed Products Co 129 


Typewriter Cushion Knobs and Bases 


Amer. Hair & Felt Co 63 
Amer. Writing Mach. Stores Div 
Ames Supply Co 7 


Key-Imperial Mfg. Co 138 


Peerless 


Typewriter Parts ard Tools 


Amer. Writing Mach. Stores Div 

Ames Supply Co 71 
Typewriter Tables 

See Stands for Offi. Mach 
Typewriters, Mfrs. of 

Remington Rand Ine 12 

Royal Typewriter Co } 

Smith, L. ¢ & Corona Type 

writers 7 
Underwood Elliott Fisher... Back Cover 


Rebuilt and Used 
Mach 


Typewriters, 
Amer. Writing 


Stores Div 


Visible Systems Equipment 
Acme Visible Records, Ine 17 
Aigner, G. J cr 111 


Art Metal Construction Co 69 
Globe-Wernicke Co., The 11, 1138 
National Blank Book Co 157 
Postindex Visible Files 69 
Remington Rand _ Ine 135 
Shaw-Walker Co 102 
Sheppard, ¢ I Co 128 
Stationers Loose Leaf Co 6 
Victor Safe & Equip. Co 100. 107 
Wilson Jones Co 85 


Yawman and Erbe Mfg. (« 


Wardrobe Racks 
Vogel-Peterson ( 152 


Waste Baskets 


Art Steel Sales Corp 80, 81 
Corry-Jamestown Mfg. Corp 91 
General Fireproofing Co.. The .58, 59 
Globe-Wernicke Co., The 41, 11 

Nucraft Furniture Products 140 
Peerless Steel Equip. Co 14¢ 
Shaw-Walker Co 102 








WANTS AND fOR SALE 


The rate for classified advertisements ts 


SITUATIONS WANTED 
SALESMAN WITH REMARKABLE RECORD in both direct and dealer field now 
in the West seeks an agency or other opening, preferably in Southern Cali- 
fornia, where he can put his talents to work Will consider other location in 
the West or South. A good sales producer and organizer accomplish- 
ments have brought him wide recognition among dealers and manufacturers. 
References that will confirm all statements Address A-18, care Office Appli- 


whose 


ances, Chicago 

REPUTABLE SALESMAN would like to secure good selling connection with 
high grade concern in the Chicago territory For many years has been suc- 
cessful in selling institutions in Northern Illinois and N. W. Indiana, but 
priorities are now rendering usual service possible If you need a good 
promotional type of salesman either for dealer or direct selling, please ad- 


dress A-22, cure Office Appliances, Chicago 


SALESMEN WANTED 
EXCELLENT OPPORTUNITY ‘OFFERED an experienced salesman who is reason- 
ably draft exempt, by large manufacturer of office equipment, accessories and 
filing supplies. This is a permanent position with one of the oldest and best 
known concerns in the industry Salary, traveling expenses and opportunity 
for bonus. Send us complete information about including three refer- 
ences to Box N-140, care Office Appliances, Chicago 


yourself, 


SAL ESMEN Ww ANTED—Well- known manufacturer of bank passbooks and check- 
cases offers unusual sideline opportunity to a limited number of bank supply 
and stationery salesmen Use of patented machinery permits quoting low 
prices on super-quality line We make all styles of passbooks including 
N.C.R. and Burroughs machine also all checkcases. Impressive 
sales portfolio and selling plan will enable you to produce results immedi- 
ately. Write today for complete information Address -142, care Office 
Appliances, Chicago. 


stvles of 


TAG, L ABEL AND PINTICKET Manufacturer in New York seeks experienced 
salesmen with established contacts among commercial stationers, school sup- 
ply houses and wholesale stationers, for New Jersey, New York State, New 
England, Pennsylvania, and Middle West territories tox N-145, care Office 
Appils ances, Chicago 


WEL L 
vacancies for men 
Salary and e xpe nses. 


manufacturer has several selling territorial 
selling stationers and distributors. 
Office Appliances, Chicago. 


KNOWN RIBBON and carbon 1 
with experience in 
Write N-138, care 
RESPONSIBLE MANUFAC TURER of ribbons and carbon paper located in the 
middle west seeks the services of an individual who is capable of taking ad- 
vantage of an excellent sales opportunity An option to make an investment 
in the company will be offered to the marty Address N-141, care 
Office Appliances, Chicago. 
NATIONALLY KNOWN MANUFACTURER of filing pplies and other paper 
products wants salesman to cover territory from Texas to Alabama inclusive 
selling dealers only. Will consider full time representative or one who has 
an additional established line Give complete details including 
draft status, ete. Address N-143, care Office Appliances, Chicago 








experience, 


SALES MANAGERS WANTED 


MANUFACTURER of wood and steel office equipment, stationers 
sales executives at its home office 
central states. Ap- 
selling to 


A LARGE 
products and filing supplies needs three 
which is located in a pleasant and interesting city in the 


plicant should be draft exempt with retail sales experience or 


dealers. The jobs will require sound sense, executive ability, pleasing per- 
sonality. You must be able to write convincing and interesting letters to 
dealers. Tell us all about yourself in a letter, including names of references 
All information confidential. Address Box N-144, care Office Appliances, 


Chicago. 


MECHANICS WANTED 


rYPEW RITER Must be capable 


MECHANICS wanted by Chicago company 





of assembling and adjusting all makes Steady work if Ss Government pro- 
gram. Write giving experience in detail and when available. Address N-139, 
care Office Applia ances, Chicago 

WANTED ONE E AC H: Mechanic—Salesman——Combination Mechanic with sales 





ability for complete line Business Machines od proposition. Muncie Type- 
writer Exchange, Muncie, Indiana. 


FIRST CLASS TYP EWRITER Mechanic, 


prefer man with knowledge of sales. 


Write giving full details in first letter, and salary expected. Tom L. Ketchings 
Company, Natchez, Mississippi 

WE HAVE A GOOD, steady job open for a good typewriter mechanic, good 
salary, pleasant working conditions, opportunity to make money. Adams Type- 


writer Company, Peoria, Illinois 


WANTED 
ply at once and give references 
Richmond, Indiana. 


TYPEWRITER AND 


sonibadinn nt. Re- 
Main St., 


Mechanic Steady 


Typewriter and Adding Machine 
Rohe & Rosa Co., 92 


Bartel 


ADDING MACHINE mechanic wanted, experienced all 


makes Good salary and bonus proposition All Types Office Equipment Co., 
1528 Belmont Ave., Chicago 
ADDING MACHINE MECHANIC, also Typewriter, Addressograph, Multigraph 


Mechanic. Good salary. Pruitt Office Machines, 425 LaSalle, Chicago. 


REPRESENTATIVES WANTED 





DISTR IBI TORS: AMAZING hand envelope sealer seals 50 envelopes minute! 
Retails $3.75; big profits, f sales, ex sive territories, free trial offer! 
“1011 


RedE, Journal Bldg Boston. Mass 


REPRESENTATIVES AVAILABLE 


SALESMAN NOW REPRESENTING nationally known stationery line will con- 





sider non-conflicting additional merchandise Calls on commercial stationers, 
department stores, oe chains, military establishments, travels by car (C book), 
train or bus, throughout territory from Cincinnati to Ke West and from Norfolk 
to New Orleans including the Ohio river towns, K Tenr La., Miss., Ala., Ga 
Fla., the Carolinas, V and adjacent cities Addres \-16, care Office Ap- 
pliances, Chicago 

MANUFACTU RERS—are you getting Government business? We offer a thorough 
coverage by reputable sales organization with mar ears Government selling 
experience on either dealer or manufact representative basis General 
Schedule items or open market contracts 4. B. LaFleur, sales anager, Wilco, 


1400 L Street, N. W., Washington, D. C 


eight cents a word, minimum charge, $1.60. 


SALES REPRESENTATIVE doing volume business in middle western states 
with office outfitters is actively interested in contacting manufacturers who 
have the equipment and are in a position to make wood office furniture and ac- 
cessories. To such companies, this manufacturer’s agent has a sales story of 
vital interest. Address A-17, care Office Appliances, Chicago. 








WANTED: SUITABLE ADDITION AL LINE or specialty items to sell to industrial 
or educational institutions, hotels, lodges, clubs, etc. Ten years operating 
own business in Metropolitan Chicago. Might consider a direct sales connection 
or managerial position. Age 44, married, two daughters. Address A-19, care 
Office Appliances, Chicago. 








RESPONSIBLE ORGANIZ ATION ealling on office equipment and commercial 
stationery dealers, Eastern Territory for past ten years seeks additional items. 
Commission or Jobbing basis. Address A-20, care Office Appliances, Chicago. 





EXPERIENCED OFFICE FU RNITU RE auiedeoies seeks lines to sell commercial 
stationers, and office furniture dealers. Individual in question is now active 
in the middlewest and will give additional lines profitable representation. Ad- 
dress A-21, care Office Appliances Chicago. 








SALES LETTERS 


LETTERS WILL BUILD SALES: For years I heave built letters that pull sales. 
You need them more than ever now. Send me your data for new letters, or 
unsuccessful letters for reshaping. Particulars on request. Address H. M. 
Goldthwait, 1659 Broadway, Denver, Colorado. 














FOUNTAIN PEN REPAIRING 





Desk Sets, etc. Repaicod—0) eually 12 to 24 hour 
Welty Pen & Repair Co., 38 So. State St., Chicago. 


ALL MAKES Pens, Pencils, 


service. Standard prices. 








TRADE SCHOOLS 
MECHANICS SC HOOL. A simplified Practical Home- 
students now operating their own business. Division 2, 





WEBER TYPEWRITER 
study Course. Our 
Canton, Ohio 








WANTED TO BUY RETAIL BUSINESS 


WANTED TO BUY Typewriter or typewriter and office equipment store in 
sizable town or city for cash. Please send details and particulars to Joseph 
R. Serpico, 105 Monmouth Street, Red Bank, New Jersey. 











STAMP AFFIXER REBUILDING AND OVERHAULING 


MULTIPOST AND STANDARD Postage Stamp Affixers rebuilt, cleaned, adjusted 
by specialist, regardless of age or condition. Flat rate $6.50. Used and rebuilt 
Stamp Affixers bought and sold Herbert V. Gysel, Business Machine Exchange, 
95 South Fitzhugh St., Rochester, N. Y. 














ENVELOPE SEALER & OPENER REBUILDING 


ST ANDARD Letter Qnennts and Envelope Sealers re- 
Guaranteed. Write for par- 
Exchange, 95 South Fitzhugh 





BIRCHER, MULTIPOST, 
built, refinished. Will look and perform like new 
ticulars Herbert V. Gysel, Business Machine 
St., Rochester, N. ¥ 





ADDING MACHINE PARTS, TYPE, ETC. 











LARGE STOCKS of new and used Adding and Calculating Machine Parts avail- 
able. Quotations furnished on specific parts upon request. I. A. Dehn, Jr., 


1643 101st Ave., Oakland, Calif. 








FOR SALE AND WANTED TO BUY, USED EQUIPMENT 





Hopkins, Adding-Calculating Machines, 
Chicago Office Appliance Co., 529 


ELLIOTT-FISHER, Burroughs, Moon 
Dictaphones, Ediphones, bought and sold. 
S. Wells St., Chicago 





Machines. Adding Machines, Comptometers, Burroughs and 
Typewriters and all office machines bought and sold. 
Milwaukee, Wis. 


ELLIOTT- _— 
Monroe alculators, 
reat tee Co., 849 N ird St., 





ADDRESSOGRAPHS, Duplicators, Disieshonnn, " Multigraphs, Sealers, Folders, 
Typewriters, Adding Ma achines. Write for FREE Money Making Circular. Pruitt 
Office Mac hine s, 527 Pruitt Bldg., _ Chicago. 
BURROI GHS, MOON HOPKINS, Elliott- Fisher 
tometers, all makes calculators bought and sold. 
Minneapolis, Minn. 





Bookkeeping Machines, Comp- 
Dorrell-Markel, 93 S. 11th, 


” adding machines—all office 
Company, 434 Caswell Bldg., 


ELLIOTT-FISHER machines, calculating mac ines 
equipment, bought and sold. W. J. Crowley 
Milwaukee, Wis 

BL RROUGHS—Duplexes, Moon Hopkins Bobkined ping Meshinak. 
types office machines bought and sold. Fort Pitt Typewriter Co. 
Ave., Pittsburgh, Pa 


Kardex. All 
644 Liberty 


HOPKINS, 





BURROUGHS, MOON Elliott-Fisher, Remington Accounting Ma- 
chines, and everything in the office machinery line. State model, serial number 
and we will quote highest cash prices. International Office Appliances, Inc., 


326 Broadway, Ne York City. 





DICTAPHONES — EDIPHONES — Foremost specailists in 
and purchases of dictating equipment. Write for catalog. 
Machine Co., 235 Fifth Ave., New York, N. Y 


rebuilding, sales 
American Dictating 





KARDEX, ACME, all makes used visible filing equipment. Thousands of re- 
conditioned cabinets, panels, books, always on hand. Special service and 
prices to dealers for purchase or sale. Get our quotations. Chas. S. Nathan, 
troadway, New York 


Inc., 548 
KARDEX, ACME, POSTINDEX, et« visible filing equiineend of all types bought 
and sold We specialize in this field and offer full cooperation to dealers. 
Commercial Card System, 135 Grand St., New York City. 

systems, attractively re- 
moderately priced. 
Universal Office Equipment Co., 


GUARANTEED REBUILTS, KARDEX, other visible 
finished, thoroughly rebuilt for years of additional service, 
Used lipment ] bought and exchanged. 
561 Bro adway, New York, N. ¥ 








| 
| 





~NEW TRADE LITERATURE 





(Catalogues, pamphlets, broadsides, folders and other publicity 
materials recently released) 
The Bankers Box Company, Chicago, after months of research and com 





parison of the standard practices of many large firms, have just pub 
lished a new “Manual of Record Storage Practice.” It includes sound 
recommendations for the safe and systematic storage of records, as well as 
a list of virtually every standard type of record, together with a utilitarian 
limit for retention. Because of tax laws and governmental regulations, 
many changes in standard practice have become necessary. Therefore 
this manual, up-to-date in its observations, can be of great value to those 
who supervise storage of records for reference. Such executives may 
obtain a copy of “Manual of Record Storage Practice’? without cost by 
writing to the Bankers Box Company, 536 South Clark Street, Chicago, Ill 


The C. E. Sheppard Company announces completion of the new 1943 
edition of its catalog of payroll record forms. This contains a comprehen 
sive range of records used in all kinds of payroll accounting. The forms 
included have been designed to provide deduction columns for the Victory 
Tax, as well as other prevalent deductions, such as for war bonds hos 
pitalization, group insurance, ete In addition to the essential records 
required under the Social Security, Wage-Hour and Victory Tax regulations, 
there are listed quite a number of supplemental forms, all aimed at sim 
plifying record keeping in connection with payrolls. Because of the new 
withholding tax imposed upon employers, most concerns will probably have 
to install new systems. Those interested may have a copy of this catalog 
by writing to the C. E. Sheppard Company, 4407 Twenty-First Street, 
Long Island City, N. ¥ 


“Keep These Vital Records Up to the Minute” is the exhaustive title of a 
booklet recently issued by the Systems Research Department of the Visibl 
Index Corporation, New York, N. Y. It is based on a late survey which 
reveals that personnel records, allocation and material control, purchase and 
stores records are included near the top of the list of data most vital to 
business and government today. Efficient executives consider them as abso 
lutely necessary to smooth systematizing of wartime production. The new 
booklet describes the Visirecord method of visible applications to problems 
of record keeping as they exist, and are likely to develop with changing 
conditions. Use of Visirecord with machine posting to help handle volume 
record keeping is thoroughly explained, and test cases from actual prac 
tise by user firms are quoted. Copies may be had by writing to Visible Index 
Corporation, 535 Fifth Avenue, New York. Ask for Booklet 101A 


Wells Office Furniture Company, 410 South Wells Street, Chicago, III., 
issued Catalog No, 222 on December 1, 1942. Effectively printed in red and 
black, the catalog features the company’s new line of “tilt and swivel” 
chairs of wood. Straight chairs, executive and secretarial desks, tables 
filing cabinets, stools, waste baskets, letter trays, ete., are also well pictured 


and described. Copies of this catalog, which measures S14 x 11 and contains 
twelve pages, are available from the manufacturer on request 
—_—_—__ > -——-- 


High Taxes, Large Standing Debt in Post-War Era 


Forecast 


A combination of high tax rates during the war and post-war year 
and a large standing national debt for many vears after the close of the 
war are forecast as the tax pattern for the United States by Henry H 
Heimann, executive manager-on-leave of the National Association o 
Credit Men in the association's year-end review and forecast released 
December 15. 

While the tax pattern cannot be 
says, “It appears logical to expect requests for 
individual and corporate income tax rates 

“Enactment of a withholding tax on a ‘pay-as-you-go’ basis in 1943 is 
virtually assured, and there is a strong possibility that the new vear 
will witness the introduction of some type of forced savings program 
These ‘rebatable taxes’ will have the same influence on spending power 
as do regular taxes. Being repavable after the war, they will have 
greater public acceptance than higher taxes. And their repayability will 
be another contribution to post-war purchasing power. 

“Our taxes after the war will undoubtedly continue to be high. For 


detail, Mr. Heimann 
further increases in 


predicted in 


long-range planning considerations, however, it is we'll that we keep 
in mind the likelihood that we are apt to operate for geverat'ons to 
come, as did England after the Napoleonic Wars, with a large standing 


designed largely to service 


within a reasonably short 


national debt. Our financial policies will be 
that debt rather than to reduce it materially 
period.”’ 

Surveying other aspects of the national and 
Mr. Heimann forecasts continuation of the upward trend in farm prices 
and farm income; a decline in civilian business volume; a substantial 
drop in private construction; further decreases in the vo'ume of out 
standing consumer debt; a levelling-off process in the labor field; and 
continuance of governmental control of export and import trade 

Discussing war finance and inflationary possibilities, Mr Heimann 
points out that “the recent announcement that the bill for the second 
vear of war will total 100 billion dollars was almost simultaneous wit! 
the news that our national debt had passed the 100 billion dol'ar mark 

“Since we are scheduled,’ he says, ‘‘to collect some twenty-five billion 
dollars through taxation next vear, it is apparent that about seventy-five 
billion dollars will have to be borrowed during 1948 by the Federal 
Government. 

“Taxes obviously will not be able to raise the major portion of those 
vast sums currently. The alternative, a continuing and rapid rise in 
the national debt, is evident. 


international s tuation 





War Finance and Inflation 


financing is conducted, however, will 
inflationary situation. Beyond the 
upon individuals and nor 
possible, since bank 


manner in which our war 
important influence on the 
possible taxes, we will have to rely 
much of the borrowing as 
character 

earrv a considerable share, for the cost 
entirely out of taxes and 


“The 
have an 
heaviest 
bank investors for as 
borrowings are inflationary in 

“The banks will, of course, 
the war program cannot conceivably be met 
borrowings from non-bank sources. 

“During the first vear of war, for 
raised approximately sixty-five billion dollars. Of 
fifteen billion dollars were in taxes and fifty billion 
rowed, with approximately twenty billion of the borrowed dol'ars beir 
supplied by the banks, which are now estimated to hold nearly half 
the Government’s direct and guaranteed obligations 

“Currently the Treasury is engaged in a new Victory 


Federal Government 
this amount ome 
dollars were bor 


example, the 


Loan Drive to 





APPLIANCES 


OFFIC! 


Hopes of reaching a twelve billion 
magnitude of this fiscal operation 
Loan Drive of World 
operation on record 

enlistment of 


raise at least nine billion dollars 
dollar total have been indicated. The 
is revealed when we recall that the fourth Liberty 
War I—the largest single Government financing 
raised approximately seven billion dollars through the 


twenty-three million investors 

“A variety of securities, with varying returns and maturities, are 
being offered. Every individual and every organization should support 
this current Victory Loan campaign, for as we contribute our share 


non-inflationary 
ultimately ruinous 


types, we do our bit to 


in this drive for funds of the 
inflation.” 


checkmate the possibility of an 


Small Business Future 
“The outlook for small business,’”” Mr, Heimann says, is “‘clouded by 
the smoke of distant battles 


“Within the past year, nevertheless, we have had repeated demonstra 
tions of the important contributions that small business can make, The 
economic value of policies which give consideration to equitab!e oppor 
tunity for small business is being increasingly recognized. It must be 
the wish of everyone interested in the maintenance of the private enter 
it small business be given sound encouragement in its 


prise system that 
period. 


effort to come through the war 
“The small businesses that survive the present emergency will be solidly 
entrenched. Their relative freedom from complexity will enable them to 
move with dispatch in the period. The war-stimulated 
developments in the fields of substitute materials will 
provide new opportunities. 
“And the trend toward salary 
lishment of the $25,000 net limit, may well cause executives 
available to big business to embark in undertakings on their own account 
legal limitations on earnings will be offset by the intangible 
sense of tangible contribu 


reconversion 
synthetic and 


limitation, evidenced in the recent estab- 
formerly 


where the 
dividends of more direct control and a greater 
tions to the national and world economy.’ 


Corporate Earnings 


Emphasizing the “prime necessity of corporate reserves for post-war 


contingencies,”” Mr. Heimann states that the effect of the recent revenue 
act upon corporate incomes has not had_ sufficient public consideration 

“Corporate income reports to date reveal a general tendency, he points 
out, “toward lower net income because of high tax claims. Paralleling 
this trend in corporate net income is the decline in cash cividend pay 
ments which has developed among the war production firms as well as 
those companies hard hit by the conversion from a civilian to a war 


economy.” : , 
4 continuation of this general trend for the duration of the war is 


predicted by Mr. Heimann. With this he couples “a cautious, realistic 
optimism because of the tremendous war stimulated strides in the de 
velopment of new products and new methods A z 
“Each of these changes will have its reverberations,” he says. some 
individuals and some businesses and industries will feel the negative 
effect. But there can be no denying the fact that as the introduction of 
the Machine Age a century and a half ago raised standards of living of 


countries, so will these new products and procedures add to the 


most 
total sum of human welfare 

es < 
The First Year on the Home Front 


The first vear of war was the year of the production race—the race to 
catch up with the advantage which long preparation had given to our 
and to surpass that advantage. We have caught up, and we are 
vdvers But the race is still a long way from 
the finish line, and many hurdles remain to be cleared ; 

In that vear, these things had to be done: raising, equipping, training 
ind transporting an army; producing a huge volume of weapons, materials 
and food for our own fighting forces and those of our Allies; and refash- 
ioning our civilian economy to permit it to function with maximum efficiency. 

In the year 1942 we shall have produced approximately: 

49,000 planes 

$2,000 tanks and 
17,000 anti-aircraft guns larger than 
8,200,000 tons of merchant shipping 

The record is impressive, but there is no cause for contentment, either in 
the total figures or in the fact that we are now outproducing the Axis in 
armaments. The difficulties which lie ahead are as many or more than 
those which have been surmounted 

The production tasks of 1942 seem easy compared to those which lie 
ihead. In 1942 we were still living off our peacetime fat. We are now close 
to the bare muscle and we can only proceed by toughening and increasing 
that muscle. In the next year our program calls for so great an increase in 
munitions production that we shall have to produce two-thirds again as 
much as we did in 1942. We are pressing closer to the limits of our resources 
in materials, transportation and power. And in the next year we shall have 
to press close to the limit of our ultimate resource— manpower. 

A year ago 7,000,000 persons were employed in war work. Now the total 
has risen to 17,500,000. In 1943 we will need to add at least 5,000,000 to our 
working and fighting forces. And by the end of that year nearly all of our 
working population will be engaged in war work or in civilian work geared 
to the war 

Our transportation facilities volume of traffic in 
history and both our railroads and trucking systems set fine records. The 
next vear will see even greater burdens cast on them, with little, if any. 
1dditional equipment available Rubber-borne transportation, truck, bus 
ind private automobiles, presents one of our gravest problems, and strin 
gent tire conservation measures have been undertaken to assure against a 
breakdown which might vitally impair our productive effort 

— 


Current Corporation Reports 


Eversharp, Inc., through the directors, declared a dividend on December 
s of fiftv cents a share on the common stock, payable December 28. This 
is the first disbursement on this issue by the present firm since recapital 
ization in May, 1940. One share of new common was issued at that 
time for two and one-half shares of old, and five shares of new common 
shares of five per cent $20 par preferred, for 
with aecerned and unpaid 
except during the past 


enemies, 


beginning to pass our tries 


self-propelled artillery 
200 mm 


carried the greatest 


were issued along with six 
each old seven per cent S100) par. pre 
dividends Common bas not showr iny earnings 
year and 1935, since 1929 

Globe-Wernicke Company, Cincinnati, at the 
for November, 1942, approved payment of the quarterly dividend of $1.75 
per share on preferred stock, pavable January 1, to stockholders of record 
December 21. The directors also voted a dividend of fifteen cents per share 
on common stock, payable December 14, to stockholders of record Decem 
her 4 

Horders, Inc., Chicago, declared an extra dividend early in December. 
1942, of twenty-five cents a share, making the total paid during the vear, 
ip to that time, $1.25, as compared with $1.45 in 1941. 


ferred, 


regular directors’ meeting 
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PATENTS 


Copies of patents shown here can be obtained 
from the Commiasioner of Patents, Washington, 
D. C., for ten cents each in cash, postoffice 
money orders or certified check. Stamps and 
personal checks not accepted. 

2,297,369. Automatic Computing and Registering 
Machine. Fernando San German, Habana, Cuba 
assignor to Automatic Computing Cash Register Cor 
poration, a corporation of Delaware Application 
January 10, 1938, Serial No. 184,278 Granted Sep 
tember 29, 1942 

2,302,035 Binder Folder. Louis W Karlen 
Eggertsville a” y assignor to Remington Rand 
Inc Buffalo 194 





Y Application July 16, 1940 
Serial No. 345 fal. Granted November 17, 1212 
2,302,063 Copyholder. Lewis W. Shafer, Bridge 
port, Conn., assignor to Remington Rand Ine Buf 
falo, N. ¥ a corporation of Delaware Application 
July 27, 1940, Serial No. 347,913 Granted No 
vember 17, 1942 
2,302,122, Mechanical Pencil.. Paul S. Hautor 
Atlanta, Ga., assignor to Secripto Manufacturing 
Company, Atlanta, Ga., a corporation of Georgla 
Application August 20, 1940, Serial No. 353,32 
Granted November 17, 1942 
2,302,171. Loose Leaf Binder. Harold FE. Baugh 
man, Glendale, Calif., assignor to Aero Publishers 
Inc., Glendale, Calif Application August 4, 1941 
Serial No. 405,340. Granted November 17, 1942 
2,302,203. Crayon Holder. James M. Frink, Ellis 
Kans Application April 25, 1941, Serial No. 390 
28 Granted November 17, 1942 
Price Tag Envelope. Gale S. Robir 
son, Seattle Wash Application August 7 1939 
Serial No. 288,721 Granted November 17, 1942 
2,302,261. Table for Envelope Treating Machines 








Commodore D. Ryan, Los Angeles, Calif assignor 
to National Postal Meter Company Ine a corpora 
tion of Delaware Application October 25, 1940 
Serial No. 362,727. Granted November 17, 1942 
2,302,410 Desk Calendar. John F. Bannon, Prov 
idence, R. I assignor to Defiance Sales Corpora 
tion, New York, N. Y a corporation of New York 
Application June 24 1941 Serial No. 399,464 


Granted November 17, 1942 

2,302,455. Combination Letter, Bill, Receipt, and 
Envelope. Walter J Mattson Brooklyn N y 
Application January 12. 1940, Serial No, 313,57¢ 
Granted November 17, 1942 

2,302,627 Typewriting Machine. Henry J, Hart 
West Hartford, Conn., assignor to Royal Typewriter 
Company, Inc New York, N. Y 1 corporation of 
tow York Application April 9, 1941, Serial Ne 





745. Granted November 17 942 
2.302.932. Calculating Machine. Harold T. Avery 
Oakland, Calif assignor to Marehant Calculating 
Machine Company, a corporation of California Ap 


plication June 30, 1941, Serial No. 400,378. Granted 
November 24, 1942 

2,302,992. Single Unit Accounting System. Leon 
ard Dixon Gardner, Manhattan Beach, Calif Appli 
cation December 11 1940 Serial No s69,538 
Granted November 24, 1942 

2,303,065. Margin Mechanism for Typewriters. 


Giuseppe Prezioso Yverdon Switzerland assignor 
to Paillard et Cie S. A Yverdon, Switzerland, a 
corporation of Switeertond Application Aobril 7 
1940, Serial No. 330,225 Granted November 24 
1942 

2.303.171 Moistening Device Robert F. Mor 


rison, Oak Park, Tll., assignor to Ditto, Incorporated 
Chicago, Ill., a corporation of West Virginia Appli 
eation January 15, 1940, Serial N« 13,977. Granted 
November 24, 1942 

2,303,219 Fastener Applying Implement. Hermar 
4. Moe and Arthur H. Maynard, Warwick ie 2 
assignors to Boston Wire Stitcher Company, War 
wick, R. 1., a corporation of Maine Applicatior 
August 5, 1941, Serial No. 405,514. Granted No 
vember 24, 1942 


?. 303 27 Filing Drawer with Locking Follower 
David B. Hull. Bethesda. Md Application May & 
1942, Serial No 142,240 Granted November 24 
1942 

2,503 206 Bag. True M Avery Glens Falls 
ae assignor to Union Bag & Paper Corpora 
‘son Falls, N. Y a corporation of New 
Application Maret 11 1940 Serial Ne 


Granted November 24, 1942 
: y2t Card Support. Roger Connor and Dor 
ald A Nevin Athens, Ohio assignors to The Mx 








tee Company a corporation of Ohi« Applicatior 
March 20, 1941, Serial Ne 84.262 Granted Tie 
cember 1 1942 

2,303,346. Method of ee Labels Carl A 
Flood Framinghan Mas ‘ gnor to Dennisor 
Manufacturing Compan Fran neham, Mass a Cor 
norat ion of MMassachusets s Application December 

8 Serial No 947,49] Granted December 
1942 

2.303.373. Fountain Pen. Lynn P. Martin, Fort 
Madison Iowa assignor to W 4 Sheaffer Pe 
Company Fort Madisor lowa 4 corporatior of 
Delaware Application November 3 1941 Serial 
No. 417,465. Granted December 1, 1942 

2 303,671 Index. Albert T. Walraver Dalla 


Tex Application July 29, 1941, Serial N« 104,50 
Granted December 1, 1942 
2.303, 6R¢ Typewriter Margin Justifier lohr S&S 








Edison, Burbank Calif Applicatior April 29, 1940 
Serial ( 339.13 Granted December 1942 

2.303, 692 Caleuiating Machine. Gustef Hilariu 
Hellg en. Malarhojden. Swede Application Aurust 
16 193 8, Serial No. 225,222. Granted December 
1942 

2.303.793 Parcel Postage Sosentet ira, Printing 
and Metering Machine Willier Pearsor lA 
Angele Calif ind Thomas I aa leceased 
late of Los Angeles. Calif by William J. Pearsor 
Ios Angeles Calif 1dministrator ssignors b 
mesne assignments, to P \ n M: t 
Ire it corpor’ tior lawa Applicatior Apr 
8. 1939, Serial No. 266.900. Granted December 1 


2.505.878. Typewriting Machine William Fo Vel 
mond, West Hartford, ¢ gnor t Under 
vood Elliott) Fisher }, y New York, N 
orporation Delaware i 
Serial No 76,507 Granted December 1. 1942 

2,303,943. Automatic Carriage Return Mechanism 
for Typewriters Frederic W. Le Porin, Brooklyr 
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N. Y., assignor to William T. Andrews, Old Green Register Company, Dayton, Ohio, a corporation of 
wich, Conn. Application July 27, 1940, Serial No Maryland. Application Mareh 18, 1940, Serial No 
347,905. Granted December 1, 1942 324,462. Granted December 15, 1942. 

2,304,216. Typewriting and Like Machines. Kus 2,305,097. Blotter. Solomon Miller, Rittman, 
sell G. Thompson, West Hartford, Conn., assignor Ohio. Application September 22, 1941, Serial No. 
to Remington Rand Inc., Buffalo, N. Y a cor 411,922 Granted December 15, 1942. 
poration of Delaware Application September 29 2,305.12 Printing Device. Frederick €, Albers. 
1939, Serial No. 297,135. Granted December 8, 1942 Floral Park. N. Y., assignor to Addressograph 

2,304,229. Fountain Pen Construction. Anatol N Multigraph Corporation, Cleveland, Ohio, a corpora- 
Andrews, Los Angeles, Calif. Application June 2s tion of Delaware. Application February 3, 1941, 
1941, Serial No. 400,265. Granted December 8, 1942 Serial No. 377,076. Granted December 15, 1942. 

2,304,231. Caleulating Machine. Harold T. Avery 2,305,231. Typewriting Machine. Henry A. Avery 
Oakland, and Charles W. Hayes. Berkeley, Calif and Joseph P. Barkdoll, Groton, N. Y., assignors 
assignors to Marehant Caleulating Machine Company to L. C. Smith & Corona Typewriters, inc., Syra 
1 corporation of California Application April 24 pore a, a corporation of New York. Applica 
1920, Bertel Me. 380,570 Grentes Docume 5, i> tion October 9, 1941, Serial No. 414,358. Granted 

2,304,293. Stapler. Carl I be ae Chicago, Ill December 15, 1942 
ssigno ri P S i ies ‘ F ry €o * . “tr 
Casas in a eaten ae siteete hoatiennaes 2,305,244. Display Stand. Ernest R Erickson. 
April 17, 1940, Serial No. 330,173. Granted De Des Moines, lowa, assignor to C. E. Erickson Com- 

2" R pany, Incorporated, Des Moines, Towa, a corpora- 


cembe 942 a 
= 304 1%, oe Unit for Loose Leaf Binders tion of Iowa. Application July 31, 1939, Serial No 
ui enind es 1, j : 287,594. Granted December 15, 1942 

George S. Emery, Tulsa, Okla. Application January pf Pal ¢ apr 
0, 1942, Serial No. 428,939. Granted December 8, 2,305,287. Fountain Pen. Norman E. Weigel. 
1942 Short Hills, N. J. Application February 17, 1942, 
2.304.495. Multiplying Machine. James M. Cun Serial No. 431,189. Granted December 15, 1942. 

ningham, Endicott, N. Y., assignor to International 2,305,299. Vertical File Drawer. Luigi Lombardini, 

y Turin, Italy; vested in the Alien Property Custodian. 


Business Machines Corporation, New York, N 4 , 
May 17. 1941 Application June 11, 1940, Serial No. 339,994. 


corporation of New York. Application 





Serial No. 393.872. Granted December 8, 1942 Granted December 15, 1942. 

2,304,498. Typewriting Machine. Henry Josep! 2,305,363. Key Case. John P. Wege, West Bend. 
Hart, West Hartford, Conn., assignor to Royal Type Wis., assignor to Amity Leather Products Co., West 
writer Company, Ine New York. N. ¥ — tend, Wis., a corporation of Wisconsin. Application 
poration of New York Application May ¢ 1942 November 12, 1940, Serial No. 365,247 Granted 
Serial No, 441,953. Granted December 8, 1942 December 15, 1942 

Loose Leaf Binder Louis Supin 

tr a. assignor to Boorum & Pease Com DESIGN PATENTS 
pany, Brooklyn. N. Y., a corporation of New York 134,428. Design for an inkstand. Gustav J. Seng 
Application October 14, 1938, Serial No. 235,069 busch, Milwaukee, Wis. Application September 28, 
Granted December 8, 1942 1942, Serial No, 108,345 Granted November 24, 

2.304.852. Ink Feeding Mears for Writing Pens 1942 
Harry ¢ Kofke. Philadelphia, Pa., and Henry ¢ 134.475. Design for a Practice Typewriter. Amy 
Klagges. Collingswood, N. J., assignors of The Ester Emanuel Asheville, N. © Application September 
brook Steel Pen Manufacturing Co.. Camden, N. J 0, 1942, Serial No. 108,367. Granted December 1 
1 corporation of New Jersey Application August 3 1942 
1940, Serial No. 350,320. Granted December 15 134,478. Design for a Combination Envelope 
1942 Opener and Paper Cutter. Andrew M. Lockett, New 

2,305,000. Accounting Machine. Mayo A. Good Orleans, La. Application September 20, 1941, Serial 
bar, Dayton, Ohio, assignor to The National Cast No. 103,433. Granted December 1, 1942. 








PAN AMERICA 
On Pan American Day, April 14,1942, the stu- 
dents of the Justo Sierra School in Monterrey, 
Mexico, organized a parade which was conclud- 
ed by massing the flags of all the Pan American 
Republics in front of the state capitol. Effectively 
symbolizing the basic unity of the republics of 
the Western Hemisphere, the students point the 


way to further achievements. (See page 12) 








The Trade Soumal of the Office Euipment Industry 





GRATEFUL HEARTS 


OVELY in its symbolism, impressive of the abiding assurance 

that out of what seems to be futile and hopeless can come 
great good, the Christmas season of 1942 brought comfort and 
solace to an ailing world. It is with grateful hearts that we 
acknowledge your messages of good will. They give further 
impulse to our constant striving to reach the goal of ever 
enlarging service to the great industry of which we are a part. 


THOUGHTS ON THE NEW YEAR 


S THE old year closes with issuance of governmental 

orders further curtailing manufacture of certain lines in 
the commercial stationery division and adding to the restric- 
tions in the rental and sale of standard and portable typewriters, 
part of the pattern for the office equipment and supplies indus- 
try in 1943 is set. In those controlled areas, activities must be 
organized within the prescribed limits. There is still room, how- 
ever, for free enterprise to function in the distribution of articles 
as yet unaffected by the war economy. What additional bans 
on production and sale may come as the year rolls out are 
unpredictable. Still, the old maxim holds true—those who trim 
their sails to the strength and direction of the winds will weather 
the storm. 


EIGHTEENTH ANNUAL OFFICE SPECIALTIES 
SECTION 


OR eighteen years the advantages of specialized selling 

have been featured in special groupings of articles in the 
January issues of this journal. The 1943 presentation, on pages 
14 to 24, takes its place in the series with a full quota of ideas 
and suggestions out of the practical experience of merchants 
in the industry. The functional principles expressed in the 
concrete examples are applicable everywhere. Study of the 
operating techniques revealed will bear fruit in the form of 
accelerated sales activity among those specialty lines which 
continue on the list of the available. Local adaptation may re- 
quire some changes, but the underlying technique holds steady. 


il 








Values. Inherent in Sowing 
OUR NEIGHBORS TO THE SOUTH 


Common Interests in the Fields of Government, Commerce and 


[* 1943, prosecution of the 
war on all fronts—at home 
and abroad, economic and 
military — will be primary. 
Concentration of time, effort, 
skill and facilities in this di- 
rection inevitably will lead to 
further restrictions in ‘“nor- 
mal’? commerce between na- 
tions. Yet, to paraphrase the 
old slogan, ‘‘In times of peace, 
prepare for war,” in times of 
war prepare for the enduring 
peace, which is the object of 
the war now being waged suc- 
cessfully by the United Na- 
tions. 

Despite lack of raw ma- 
terials, shortage of manufac- 
tured goods, and reduced 
shipping facilities between the 
United States and “Our Neigh- 
bors to the South,” plans for 
the future are being laid now 
by forward looking business- 
men of the Americas. Markets 
are being held back at present 
by frozen credits and the im- 
pact of the program of con- 
verting industry to war pro- 
duction, but leaders in the 
office equipment and commer- 
cial stationery field, as in 
other industries, are putting 
their minds against the prob- 
lems of renewing and enlarg- 


ing business relations when 
the peace is won. 


In an address entitled, ‘““The 
Effect of the War on Trade in 
the Americas,” made before 
the Institute of Inter-Ameri- 
can Affairs last October, Ed- 
gar B. Brossard, member of 
the United States Tariff Com- 
mission, said: 


Codperation Between the 
Americas 


“Since the United States en- 
tered the war the necessity for 
close codperation on the eco- 
nomic front between all of the 
American republics has been 
demonstrated more forcefully 
than ever before. The other 
American republics have need 
of the United States market to 
replace the markets lost in 
Europe, and they are peculiar- 
ly dependent on the United 
States for products which they 
do not themselves manufac- 
ture. On the other hand, the 
United States urgently re- 
quires many raw materials 
which they can or do produce. 
The inadequacy of productive 
capacity and of shipping, how- 
ever, are factors which oper- 
ate to prevent the complete 
satisfaction of demands in 


both the United States and 
the other American republics. 

“To these problems the vari- 
ous countries are devoting 
their full attention. The 
United States is bending every 
effort to increase its produc- 
tion of ships and to protect 
through danger zones the 
ships now traveling the trade 
routes north and south. Many 
of the American republics 
have entered into agreements 
with the United States to sell 
to this country their entire 
production of a long list of 
strategic commodities, thus 
providing the United States 
with essential materials and 
securing for themselves as- 
sured markets at profitable 
prices.” 

Referring to the good that 
can come out of the present 
situation, Mr. Brossard made 
the following significant com- 
ments in his address: 

“Many Latin American 
countries recognize in this 
emergency an opportunity to 
increase their industrializa- 
tion and to diversify their 
agriculture. They realize that 
such action will increase the 
standards of living of their 
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people by providing profitable 
employment and by reducing 
the burden of agricultural 
surpluses. The United States 
too has endorsed this program 
not only because of its bene- 
fits to Latin American coun- 
tries but also because experi- 
ence has shown that our larg- 
est trade has been with those 
countries which are advanced 
industrially and have high 
standards of living. Our coun- 
try, therefore, has encouraged 
the establishment of a num- 
ber of industries in the other 
American republics, such as 
the iron and steel industry in 
Brazil. The United States has 
also sought to encourage the 
diversification of agriculture 
wherever such diversification 
appeared practicable. The 
plan has two objectives: (1) 
to make the various regions of 
Latin America more self-suffi- 
cient in foodstuffs and (2) to 
provide the United States with 
a nearby source of supply for 
certain essential agricultural 
and forest products which this 
country does not produce and 
cannot obtain from customary 
sources: for example, rubber, 
quinine, certain vegetable oils, 
and Manila hemp. A number 
of Latin American countries, 
including Mexico, Panama, 
Haiti, Colombia, Venezuela, 
and Brazil, are codperating in 
this program. 

“Coupled with industriali- 
zation and the diversification 


of agriculture as permanent 
benefits to the economies of 
the American republics are 
plans for the development and 
improvement of transporta- 
tion facilities in the Western 
Hemisphere. By means of in- 
ternational connections the 
Pan American Highway will 
soon unite without interrup- 





PAN AMERICAN DAY 


Once a year, on April 14, that 
growing movement among the na- 
tions of the Western Hemisphere 
called Pan Americanism, is given 
special emphasis through celebra- 
tion of Pan American Day. During 
the past year new impetus has been 
given toward a complete under- 
standing and solidarity among the 
American nations. Every April 
fourteenth finds ceremonial recog- 
nition being given in each of the 
twenty-one American republics to 
Pan American Union. 





tion Alaska and the Panama 
Canal. From there, extending 
south, it will later connect the 
capitals of the ten republics 
of South America. This artery 
will stand for all time not only 
as a symbol of unity, but also 
as an important factor in ac- 
tually linking more closely the 
countries of the Western Hem- 
isphere. The increased use of 
the airplane is another vital 
instrument in knitting to- 
gether the American republics 
by providing for rapid com- 
munication. The air lines of 
the Western Hemisphere are 
now almost entirely owned 
and operated by the countries 
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of this hemisphere and their 
facilities are being rapidly ex- 
panded. 

“New trade connections be- 
tween the United States and 
the other American republics 
and between these republics 
themselves are now being 
formed. After the war is ended 
not all such connections will 
be retained, but many of them 
will remain. To that extent 
hemisphere trade will be en- 
hanced. Moreover, if current 
developments result in better- 
balanced economies and im- 
proved standards of living for 
the American republics, inter- 
American trade will be ex- 
panded and the American re- 
publics will be drawn more 
closely together in mutually 
advantageous relationships.” 

Mr. Brossard’s words, “Ex- 
perience has shown that our 
largest trade has been with 
those countries which are ad- 
vanced industrially,” are of 
special importance to produc- 
ers and dealers in the office 
equipment and supplies field 
because industrial develop- 
ment is always paralleled by 
an increase in demand for of- 
fice goods. No industry can 
be started or kept in function 
without the tools of business, 
the office utilities manufac- 
tured by this industry. 

Present planning for future 
business is a wise procedure 
for today. 
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Adding Machines 
Adding and Cal- 
culating Ma- 
chines, Used 
Adding Machine 
Rolls and Paper 
Adding Type- 
writers 
Addressing Ma- 
chines 
Air Conditioners 
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Registers 
Bookkeeping Ma- 
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Bundling Ma- 
chines 
Calculating De- 
vices 
Cash Registers 
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Desk Lamps 
Dictating Ma- 
chines 
Duplicating Ma- 
chines and 
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Envelope Sealers 
Envelope Open- 
ers 
Eyeletting De- 
vices 
Fans (Electric) 
Filing Systems 
Folding Ma- 
chines 
Gum Tape Ma- 
chines 
Indexing Systems 
Inserting Ma- 
chines 
Intercommu- 
nicating Sys- 
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Letter Distribu- 
tors 

Library Furniture 

Line Indicators 

Mailing Ma- 
chines 

Numbering Ma- 
chines 

Paper Cutters 

Paper Fastening 
Machines 

Pencil Sharpen- 
ers 

Perforating Ma- 
chines 

Postal Scales 

Posture Chairs 
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Stamp Affixers 
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cessories 
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Cleaning 
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Typewriter 
Cleaning 
Material 

Typewriter 
Cushion Keys 
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Cushion Knobs 
and Feet 

Typewriters, New 

Typewrniters, Re- 
built 

Ventilators, Of- 
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_Syeer products of the industry upon which many dealers have spe- 


times with fine results. are not now available. 
quantities are to be had. 
reward the more intensive cultivation of 

To specialize upon any equipment or system is to know all to be 


“specializing.” 


cialized. or for which special selling campaigns were conducted at 
or of which only limited 
But there are others for which increased sales 


learned about it; and to be able to adapt it to the particular conditions 
of the business of each prospect to make it serve to best advantage in 


each case; to be. 
thing recommended. 
Presenting which facts to office equipment dealers is like toting a 
bucket of coals to Newcastle. 


the 


in fact. expert upon the function and application of 


For a list of lines upon which dealers 








wm 


JANUARY, 1943 1 


have “specialized” or which have been featured in particular ways would 
include many chief products of the industry. But reminders are worth 
while. 

In all times are some who get along without utilities which promote 
dispatch and effect economies. For nearly everyone is extravagant in 
some ways and economical in other ways. And inclination of most 
sellers to work the more promising part of their territory sometimes 
leads to overlooking less apparent opportunity. The more intensive 
cultivation of “specializing” or special selling campaigns, check such 
overlook. 

This is not to say that overlooking sales opportunities is a general 
practice. On the contrary. Particularly in the process of specializing 
many do check up on every prospect in the territory and go after busi- 
ness aggressively and inclusively. In the following articles, as in all 
previous “Office Specialties Sections,” dealers describe the methods by 
which they have put the specialized selling technique into practice. 


Specialty Selling From the Sales 


Manager's Viewpoint 


IEWED from a sales man- 
ped desk, specialty selling 
offers many opportunities to the 
dealer. The opportunities to in- 
crease sales and profits are always 
most pleasing to him and are of 
first importance, as he plans and 
works for a greater volume. 

Second in importance is the op- 
portunity that specialty selling 
offers to make new customers and 
friends for the dealer. 

In order that we shall be think- 
ing in the same terms when we 
say specialty selling, the word 
“Specialty” is used throughout 
as it refers to specific products 
or items or mechanical devices. 

Specialties can be divided into 
three types and can be considered 
in their importance as to their 
possibilities for increasing sales 
and net profits. 

1. Machines or devices with spe- 
cialized functions, such as type- 
writers, adding and calculating 
machines, addressing machines 
and duplicating machines. 

2. New products developed to 
serve old requirements better, 
such as visible record binders, 
posture chairs, spirit type dupli- 
cator, visible card cabinets, one 
time carbon forms, autographic 
registers and forms. 

3. Staple items on which the 
dealer or salesman concentrates 
effort, such as filing systems, car- 
bon paper, typewriter and ribbons, 
desk pen sets, staplers, office fur- 
niture, calendar pads, office dic- 
tionaries, and many other staples. 


By L. S. APPERSON 


Clarke & Courts 


Houston, Tex 
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The question is, which of the 
three types of specialty items 
mentioned offer the greatest pos- 
sibilities for a further increase in 
sales and net profits? 

My answer is staple items, num- 
ber three. I am sure you will find 
that your sales organization will 
respond to specialty selling and 
training much quicker with items 
they already know. Further, a 
larger increase in sales will result 
than by concentration on number 
two or number one. 


Your sales organization may 
now be selling staples as special- 
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ties. If so, 1 would suggest number 
two as the next and number one 
as the third type of specializing. 

A dealer may ask, “How many 
of the types of specialties men- 
tioned can I push at one time?” 
My answer is, “Types two and 
three.” These types are very simi- 
lar and the training program and 
time required to educate the sales 
organization is about the same. 
Type number one will require a 
different training program be- 
cause of the mechanical service 
required for this type. 

Best results will be obtained by 
salesmen concentrating on the 
specialties they like. I am sure 
that you will find the reason they 
like to sell certain specialties bet- 
ter than others is because they 
know more about them, or in 
other words, they have a knowl- 
edge of what they are selling. 
Complete knowledge of the prod- 
uct is one of the fundamental re- 
quirements for a salesman to be a 
success at specialty selling. 

We can give a specific instance 
where one of our road salesmen 
became interested in a desk set 
solely because of its construction. 
It swiveled so that the pen could 
be reached and used from either 
side of a desk or table. In a six 
month period he sold over $700 
worth of the sets (at $2.50 each) 
in addition to his other general 
line sales. 

In the matter of selling equip- 
ment for the specialty salesman, 
he should have the actual item, if 
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possible. If it can be carried by 
the salesman, it can be shown to 
the prospect; if it cannot be car- 
ried, then a demonstration kit or 
portfolio showing pictures of the 
equipment or item or the results it 
accomplishes, is the next best 
sales tool to have along to show 
the prospect. 

Assuming conditions were nor- 
mal, specialty selling methods 
should be applied to the following 
items: filing systems, visible rec- 
ord binders and visible card record 
cabinets, record protection (insu- 
lated fire files and safes), type- 


writer ribbons and carbon paper, 
one time carbon forms, desk sets, 
posture chairs, duplicating meth- 
ods. 

Strong advertising support 
Should be given to specialty lines 
with direct mail and spot radio 
announcements. The investment 
is worth the cost. 

At the present time we are using 
two men to sell specialties almost 
exclusively and to go with and 
help our regular, full line sales- 
men. Under normal conditions we 
would have at least four specialty 
salesmen. 
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It is hard to state accurately the 
sales increases that can be ob- 
tained on a given item by special- 
izing on it, but I can say that it 
will be a big and pleasant sur- 
prise, running up to several hun- 
dred per cent. Just try it! You'll 
be convinced. 

The schedule we follow on sell- 
ing specialties is controlled partly 
by the seasonal items, such as cal- 
endar pads, filing folders and sys- 
tems, while other items like post- 
ure chairs and many similar items 
are pushed every month during 
the year. 


“All Our Selling ts Specialized” 


N OUR business all selling is 
I specialized. We have over twelve 
thousand items besides our man- 
ufacturing business, printing, lith- 
ographing, photostating, and blue 
printing. With eighteen city sales- 
men, three traveling salesmen, 
three store salesmen and a super- 
visory corp it is necessary for 
us to familiarize our salesmen 
with these thousands of items that 
we stock and some few that we 
sell from catalogs. 

Here are six factors in our pro- 
gram: 

No. 1. The best way for a Sales- 
man to familiarize himself with 
a new item is to study carefully 
the printed matter gotten out by 
the manufacturers. We have no 
record of where the manufacturer 
has not put the best foot forward 
in his printed matter. 

No. 2. A salesman is supposed 
to study the product and know 
which customer could use it to a 
greater advantage. There is no 
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need for a salesman to try to Sell 
beer kegs to a church organiza- 
tion. 


No. 3. If the item does not 
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prove of real value, enough to 
yield re-orders, we do not care to 
continue to stock and Sell it. We 
are merchants and promoters. 

No. 4. An attractive item, with 
national advertising and attrac- 
tive packing may sell the first 
order, but that is not enough. We 
are willing to spend the profit on 
the first order to get the order 
but our company lives on re- 
orders, and if the item is not 
going to bring re-orders, we can- 
not afford to promote it. 

No. 5. With reference to one 
day or one week being devoted to 
specializing on one item and one 
window decoration, that sounds 
fine for the manufacturer, but 
there are not enough days or 
weeks in the year, when it is re- 
called that we are handling thou- 
sands of items. 

No. 6. Boiled down, we believe 
in specialized selling, in selling 
specialized articles that will bring 
re-orders. 


Checking Mail Desk Sells Postage Scales 


CONSISTENTLY heavy vol- 

ume of postage scales retail- 
ing from $1 to $10, is sold by Bau- 
dean’s, Inc., New Orleans, La., 
through a plan requiring every 
salesman on the staff to “keep his 
eyes open” for an opportunity to 
sell a scale during every call he 
makes. 

Ordinarily, according to P. M. 
Baudean, head of the business, 
office supply salesmen will over- 
look so prosaic an item as postage 


scales in favor of higher priced 
items brought out from season to 
season. However, Baudean sales- 
men do not forget, since Mr. Bau- 
dean has insisted on one point— 
that on every call, they simply 
ask the clerk at the mail desk, 
secretaries, etc., whether they 
have had any mail returned for 
additional postage recently. If it 
turns out that “insufficient post- 
age” rubber stamps are appearing 
on returned mail, the salesman 


suggests a postage scale, offering 
to call the store and have one 
sent over for examination at once. 
About a dozen such instances 
come up each week, and the post- 
age scale is put in the prospect’s 
hand without delay. Finding that 
it helps to protect mail against re- 
turns for postage, and prevents 
delay at the same time, many 
office managers who gave postage 
scales no thought at all are quickly 
sold.—RAL 





Developing a Specialty Benefits 
(iffice Appliance Business 


HE UNITED STATES is not 
aaa up of big cities, metro- 
politan districts, alone. Every city 
isn’t a New York, a Chicago or a 
San Francisco. There are hun- 
dreds and hundreds of small 
cities, first class business centers, 
where conditions in every line of 
business are far different from the 
metropolitan areas. Such a place, 
for instance, is Meridian, the sec- 
ond largest city in the State of 
Mississippi, with a population of 
something like 35,000 or 40,000. 
Meridian is like many another 
city in the country, both North 
and South, in that business must 
there be conducted a bit differ- 
ently. 

In the office appliance field, for 
example, there do not seem to be 
enough large users of the various 
lines handled by a dealer to war- 
rant putting into the merchandis- 
ing effort the push that the lines 
should have. When it is also con- 
sidered that in these small cities 
there are always several firms 
handling competing lines, it be- 
comes apparent that the question 
of proper presentation assumes 
real proportions. In far too many 
instances the office appliance 
phase of such a city resolves itself 
into a sort of catch as catch can 
kind of business. 

The situation described does not 
exist in Meridian. The Dement 
Printing Company of that city 
takes good care that office equip- 
ment lines are well represented. 
It does so in a novel business or- 
ganization way that merits the 
attention of others because it re- 
veals a method that can be 
adapted almost anywhere. 


“Pick Out a Specialty and Ham- 
mer Away at It” 


At the inception of the business 
The Dement Printing Company 
decided that in a city like Meri- 
dian and in a trading area like 
that which surrounds it, there 
was only one good way to conduct 
a business—pick out some spec- 
ialty, hammer away at it so that 
the firm would become known for 
it and be more than likely to get 
its share of business. Besides de- 
veloping sales in the specialized 
line, the process seemed to prom- 


Effective Methods Used 
by Dement Printing Com- 
pany, Meridian, Miss. 
a) 


ise a volume in kindred lines it 
handled. It was also agreed in 
those inception days that the line 
chosen as a specialty should be 
one that offered frequent business 
relations so that the firm could 
look for frequent sales contacts 
with customers and clients. 

Casting an analyzing eye over 
the territory that they sought to 
serve, the owners of the Bement 
Printing Company felt that the 
county court houses and the banks 
offered about the best sales oppor- 
tunities in the territory because 
in the aggregate they represented 
a large purchasing power, were 
well organized businesses for the 
most part and composed a group 
that would be more than likely to 
continue in business. 

Having picked out the type of 
customers to cultivate, it was next 
decided that specializing in print- 
ing would be wise. From the start 
of its business life the Dement 





EXTERIOR OF THE DEMENT PRINT- 
ING COMPANY’S ESTABLISHMENT 


Printing Company has made it a 
rule to stock every form used by 
banks and county court houses, 
and also to make a specialty of 
check imprinting and such other 
work in the printing line that the 
selected customers were likely to 
need. 

The net result of this careful 
planning has been that the com- 
pany has built up a well earned 
reputation as a source of supply 
for all the forms and blanks used 
by county court houses and banks 
in the Meridian trading area, 
which includes thirteen counties. 
It didn’t take long for bankers 
and county officials to realize that 
the Dement Printing Company 
was a good place to go first when 
some form or blank was needed 
and also when some specialized 
printing was required for their 
activities. Inasmuch as this type 
of service is needed quite fre- 
quently, the Dement Printing 
Company was soon firmly en- 
trenched as a weekly, and some- 
times daily, shopping place for 
men from the court houses and 
banks. 


Frequent Contact Opens Sales in 
Other Lines 


The office equipment story 
should be self-evident. With fre- 
quency of contact established, the 
easy and natural thing for cus- 
tomers to do when they needed 
an adding machine, a typewriter, 
a piece of office furniture, a filing 
cabinet or some supply item was 
to see the Dement man and buy 
it. In consequence of this success, 
the original territory of thirteen 
counties was enlarged until the 
whole state was canvassed for 
business. And as new territory 
was added, the specialty of forms 
and printing for county court 
houses and banks was always the 
entering wedge. 

Under the restrictions that the 
war effort has forced, the busi- 
ness has been limited again to the 
thirteen counties surrounding 
Meridian. The typewriter man 
who formerly worked outside of 
Meridian and the man who cov- 
ered the city area are now in the 
Army. Some business still comes 
from the larger district formerly 
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worked intensely, but for the 
duration it will be a question of 
hedging. War effort or no war 
effort, however, the fact remains 
that with a specialty service and 
approach, the Dement Printing 


“We Increase 


avoided by everyone in this 
organization. We like to think 
that we sell ideas and advice, and 
as a result, our customers buy 
merchandise from us. 

Some of our customers call us 
“Office Doctors,” for they ask us 
to cure bottlenecks in office rou- 
tine; to take the bugs out of their 
payroll systems; to prescribe a 
remedy for trouble in the filing 
department, and dozens of other 
office ailments that are the wor- 
ries of managers and department 
heads. 

To accomplish these things, we 
must necessarily reduce paper 
work. In making two typewriters 
do the work of three; by installing 
a duplicating machine that pro- 
duces a hundred copies a minute; 
or setting up a payroll method 
that produces a complete record 
in one writing, we reduce tremen- 
dously the amount of paper, 
printing, carbons, ribbons and de- 
vices that our clients would other- 
wise buy from us. And, paradoxi- 
cally, we make our living by the 
sales of such merchandise! 


agro eongd selling is a term 


Salesman Needs Special Training 


A large city offers unlimited op- 
portunities for folks who like to 
work as we do. To our benefit, 
there are too many “peddlers” and 
too few good salesmen in the of- 
fice supply business. The station- 
ery salesman is usually the prod- 
uct of the stock room or shipping 
department. Without any further 
training, he finds himself pro- 
moted to the sales department 
one day, and is given a neglected 
territory or a list of prospects dis- 
carded by others on the force. 

Bewildered, frightened and wor- 
ried, he jumps at the first oppor- 
tunity he has to “bid.” From then 
on his goose is cooked—he gets his 
business on a price basis. But 
don’t blame him entirely, for re- 
member, the fellow gets hungry 
once in a while, and the boss de- 


mands orders. 
How much better it could be for 


Company was able to get into its 
territory. Not only with very siz- 
able business in the line it chose 
as its specialty but also in the 
other office equipment and sup- 
plies lines. Perhaps here is a sug- 
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gestion for some other firm in an- 
other territory not too much un- 
like the Meridian field to do like- 
wise and get a foothold in its ter- 
ritory much stronger than it now 
has. 


Sales hy Reducing Volume 
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him, for his house and for the in- 
dustry if he received training in 
office procedure and accounting, 
and was given an opportunity to 
study the applications of the 
things he is expected to sell. With 
his chin up, he could work his 
way behind the P.A., where things 
really start, because he could talk 
the office manager’s language. He 
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MAYBE IT’S GOOD YET 


More than twenty-five years 
ago this journal suggested (re- 
peating the suggestion several 
times in following years) a ten 
minute meeting of the sales 
staff each morning and the 
selection of an article to be fea- 
tured each day: To be shown 
to all customers who entered 
the store and brought to the 
attention of each prospect called 
upon by the field staff. A num- 
ber of dealers reported good re- 
sults with the idea. 








would be an “Office Doctor,” the 
most exciting profession for which 
one could hope. But that isn’t 
the way salesmen are educated in 
this business, and so our oppor- 
tunities are tremendous. 

But we warn anyone entering 
the “Office Doctor” field that all 
isn’t pie and honey. It means 
night work over a drawing board, 
or in overalls using a tape meas- 
ure in a client’s office or factory. 
It means hearing other people’s 
treubles until they become your 
own. Getting out of bed during 
the night to make a note or two 
about an idea that occurred dur- 
ing a wakeful period when you 
should be asleep, isn’t uncommon. 
It means late dinners at home, if 
you get a chance to go home. You 
phone home to say that you’re 
working, and my friend, “You 
ain’t kidding.” Tickets for last 
week’s game may still be in your 
pocket because some emergency 
came up at the last moment. 

And, every customer thinks his 
problem is the most urgent and 
the most important. Ideas are ex- 
pected to flow like water,and mer- 
chandise should be delivered the 
same day, or preferably, the day 
before. A recent case illustrates 
how much alike are the patients 
of a physician and the people we 
serve. The sick person waits until 
his ailment is acute and then ex- 
pects the doctor to perform mir- 
acles. 


An Urgent Customer 


One of our clients asked us to 
help speed up the production of 
shop orders. He adopted the plan 
we suggested, which involved sev- 
eral items of special manufacture. 
Within three days he was crowd- 
ing us for delivery. Never before 
had he used a method such as we 
were installing, but now he needed 
our plan so badly that unless we 
“stepped on it” his whole produc- 
tion system would go to pot, this 
country would lose the war, etc. 

What kinds of merchandise do 
we handle? Anything that can be 
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found in a well stocked stationery 
store. An order for a one line 
stamp gets the same precise at- 
tention as an order for a thousand 
dollars.: It might be part of a 
prescription we have applied to a 
problem, and consequently must 
be on time and correct. 

Through undeviating use of the 
method described, we increase 


sales by reducing volume — our 
customers’ volume. We make two 
things do the work of three, but 
one client grows into two or more 
through recommendations to oth- 
ers. Calls for our services some- 
times exceed our physical capaci- 
ties. When we answer a Call, we 
give it everything we've got, 
whether it comes from a drug 
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store or from someone like our 
newest customer, the largest war 
plant in the world, and for 
whom it is our privilege and 
pleasure to assist in the payroll 
system installation. 

Want excitement? Want ro- 
mance? Want a good living? Be- 
come an “Office Doctor” instead 
of just a stationery salesman. 


Its Value in Selling Office Specialties 


HE BEST answer the writer 

has ever heard to the question, 
“How do you find business?” is, 
“T find business by going out and 
looking for it.”” When one investi- 
gates the lives of men of big suc- 
cess in the business world, it will 
always be found that they were 
men of great energy. 

Men have lived who possessed 
far greater intellect but they 
lacked the energy to use it to the 
fullest extent. Others, endowed 
with less ability but with greater 
energy, which they have applied 
to the limit of their capacity, have 
far surpassed these men who were 
gifted with more mentality. 

Energy is invaluable in the of- 
fice specialty business because it 
requires a great deal of this qual- 
ity both mentally and physically 
to cope with the conditions of 
finding and developing business. 

In selling a staple article there 
is a definite field wherein your 
product can be used, whereas in 
selling office specialties, the lines 
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are not clearly defined. There is 
no class or type of business which 
covers the entire field. Many peo- 
ple have to be educated into the 
realization of the value of your 
product. This is creative selling. 

So in order to find all the pos- 
sible outlets for his product, the 
salesman has to go through a 
process of elimination in finding 
the prospect. Many calls are 
made which are not productive 
because there is not sufficient use 
for the specialty to warrant an in- 
vestment in it. Further develop- 
ment of the sale often requires 
many calls, sometimes covering 
months before a sale is brought 
to a successful conclusion. 

All this necessitates plenty of 


mental and physical energy. Un- 
less the salesman employs six to 
seven hours daily in contacting 
his prospects he will not do justice 
to his opportunity. 

In the final analysis energy is 
probably the most valuable qual- 
ity a specialty salesman can pos- 
sess. Many failures have been due 
to the lack of it. 

If a salesman does not possess 
a good supply of energy and de- 
sire to increase it, there are meth- 
ods of re-education which he can 
employ to increase his energy 
materially. 

A perusal of the work entitled, 
“Two Lifetimes in One,” by Marie 
Beynon Ray, published by The 
Bobbs-Merrill Company, New York 
City, will be found profitable read- 
ing. 

If a salesman will keep con- 
stantly before him the value of 
energy in relation to his success, 
he will find it perhaps the most 
important factor in increasing his 
income. 


Cpecialized Selling is Non-Technical 


HEN you think of specialized 

selling it seems you are 
thinking in technical terms, but 
that is not the case. We all do 
more or less specialized selling. 

When you take a new package 
of ink or mucilage or a box of 
rubber bands or a mechanical 
pencil with you to show a Ccus- 
tomer, you have started special- 
izing. 

A salesman who does not carry 
something with him is passing up 
an added chance to make a sale. 

The interview is successful or 
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the reverse, depending on the 
ability of an alert salesman to at- 
tract the attention of the cus- 
tomer. The specialty item assists 
in gaining his attention and mak- 
ing the sale. The process often 


means the difference between an 
order taker and a salesman. 

From these small beginnings, 
we develop into broader specialty 
selling, which takes in larger 
equipment and items that require 
more specialized study and knowl- 
edge. 

It seems to me, speaking from 
the standpoint of one of the 
smaller dealers, that we are a 
little slow in taking on new items, 
that lend themselves to special- 
ized selling. This may mean that 
we have not taken the time to go 
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into the merits of the item, that 
we have hesitated, and find later 
the market is here but we have 
not realized it. 

You find many customers com- 
plimented and the salesman is 
welcome when a new item is shown 
that will facilitate the office op- 
erations. This type of selling pays 
dividends too, on your new Ccus- 
tomer lists, and often will turn an 
indifferent buyer to a regular one. 

It is typical to be discouraged 
in this type of selling. Often you 
feel your demonstration was 
poor, with little or no interest 
shown by your prospect. You are 
often repaid later by these same 
demonstrations, and your average 
sale per demonstration will come 
out all right. 

Specializing on lines or items in 
a line or some special item usually 
has a stimulating influence on 
your sales force. It is natural for 
each salesman not to want to be 
outdone by any other salesman, 


and in self defense he is encour- 
aged to become familiar with the 
specialty. By this process, he sells 
himself and is ready to sell oth- 





ers. The first man to see in the 
specialty a place where it will fit 
and sell is important. He leads 
others into doing likewise. 
Bonuses, commissions or special 


Specialize in Supplying 


WONDER in starting this arti- 
I cle if it would be appropriate 
to say, “Praise the Lord and pass 
us some merchandise to sell to- 
morrow.” Or are we too hopeful? 

Is the commercial stationer and 
office outfitter going the way of 
the gas station, tire serviceman, 
and other supposed to be “non 
essentials” who have been the 
backbone of this grand and glori- 
ous democracy? 

Of course, we are told minute 
by minute, hour by hour, and day 
by day that we must go “all out” 
to win the war. We old “gray 
heads” who are left to supply the 
essentials for keeping the various 
war industries equipped with ac- 
counting systems, filing equip- 
ment, and what not, are being 
given the “brush off” and are told 
that we will soon be “non essen- 
tials.” 

But let’s not be discouraged 
just yet, as there are “wise heads” 
among the manufacturers of our 
products who are a few jumps 
ahead of the “all out for the dura- 
tion” program. 

Now then, what has the execu- 
tive in our business to pass onto 
his sales organization to sell 
today? Well, a safe bet for us 
today has been visible equipment. 


By C. W. ROTH 


The Roth Office Equipment Company 


With all the Government regula- 
tions, it is vitally necessary for 
quick accurate records to be kept 
in accounting, paymaster, and all 
branches of all types of business. 

The visible method of keeping 
records is the ideal one and the 
stationer who handles a good line 
of this merchandise can really 
cash in on it. Most manufactur- 
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prizes have their proper place, no 
doubt, in this type of selling. A 
danger, though, is all effort is 
concentrated on the specialty and 
the balance of your lines are apt 
to suffer. 

The evolution of specialized 
selling seems to be natural. Some 
items will carry along for periods 
of a year or longer, others seem to 
fall more rapidly. You may return 
to a specialty you have worked 
hard, previously. This may come 
through the remarks of a satisfied 
customer or the discovery of a 
new application or use. 

Specialty selling has specific ad- 
vantages. We recommend a defi- 
nite item to our customer. We 
have made the choice, and he has 
confidence in us. We are first 
with something new that has its 
proper place in the office. We de- 
velop better salesmen by giving 
them something to sell. We im- 
prove our income by adding to 
our sales value. 


Demands 


ers of this type of equipment have 
a complete library of sample forms 
for all conditions, so that the 
salesman does not have to rack 
his brain making up specials. 

Today it is not so much a mat- 
ter of approach, but have you the 
material, can you get it, and how 
soon can you deliver it? Of course, 
the day is not far off when and if 
we are Still allowed to operate, all 
of us will have to do a real selling 
job. 

In a city such as ours, where 
ninety-five per cent of manufac- 
turing is war work, our salesmen 
have not been required to do a 
job of pioneering in systems, spe- 
cial equipment, etc., but have 
been worked to a nervous frenzy 
trying to give service and supply- 
ing merchandise demands imme- 
diately. It is a delightful experi- 
ence and one that will not soon 
be forgotten. 

Now a word to you who sell 
desks and files made of wood. If 
you are selling a volume, isn’t it 
nice to reflect after this is all 
over and American business in- 
ventiveness gets to work and pro- 
duces this type of merchandise in 
some new fabric and in designs 
that are new, novel, and appeal- 
ing, won’t it be just “too ducky” 
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to present a “layout” to replace 
the above merchandise. My what 
a feast that will be if we can sur- 
vive “the duration.” 





Well, the war first, victory next, 
and then back to peace time pur- 
suits, and happiness. “Praise the 
Lord” that we live in a country 
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where a man can think, worship, 
and work as he chooses. 

May that time of peace arrive 
soon. 


A Head Start Produces Business 


A Dealer Uses the Specialty Approach Effectively 


N THESE hectic times when al- 
| most anybody’s guess is as lia- 
ble to be more right than wrong, 
it is often a puzzle as to how to 
get business. But this cannot be 
said of the Weatherford Printing 
Company of Tuscaloosa, Ala. This 
firm uses as an advertising slogan 
—‘A Complete Stock of Office 
Supplies, Furniture and Equip- 
ment.” With as complete a stock 
as is to be found anywhere else 
in the area this firm sees to it 
that it gets the business by get- 
ting a head start. In brief, the 
specialty selling technique is used. 


The company has been in busi- 
ness for some time and has estab- 
lished many worth while contacts. 
In addition, the firm works closely 
with the chambers of commerce 
in Tuscaloosa and nearby places. 
Just as soon as any information 
is obtained, even though it may 
be more than hazy, that a manu- 
facturing plant, a new company, 
a defense plant is coming to some 
place within the trading area of 
the company, a salesman jumps 
into action. No time is lost wait- 
ing until the new business an- 
nounces its opening or until 
ground is broken for a new build- 
ing. Weatherford men get busy 
when the rumor stage is reached, 
or even before, if possible. 


Key men in the new venture are 
contacted and the services of the 
Weatherford organization are of- 
fered. If possible, some angle is 
figured out whereby the firm can 
render a service to the newcomer, 
without cost or obligation. Per- 
haps it is the loan of a typewriter, 
possibly even a desk and a type- 
writer, in order to get out some 
important letters locally. Perhaps 
a key man has come to town to 
superintend the renovation of a 
place of business for the coming 
firm. A temporary office may be set 
up by the Weatherford staff for 
the newcomer without cost and 
without even a thought of charg- 
ing. The dealer feels that a busi- 
nessman is in business first of all 
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to serve, that the money making 
end of the business will take care 
of itself, if the service phase is 
properly handled. 


Serve Before Selling 


What are the results? Well, not 
long ago a defense project was set 
up in the trading zone of the 
Weatherford firm. When the ru- 
mor stage started the company 
was on the job, not trying to sell 
anything but rather trying to see 
what was needed right then and 
there. A few temporary needs 
were cited and were taken care of 
as if they had constituted a mil- 
lion dollar war job. The final re- 
sult was that nobody but Weath- 
erford received consideration for 
the office equipment and supply 
business that this firm places. It 
all came to the Weatherford firm 
to the tune of something over 
$75,000. 

Not only does this firm get busi- 
ness by being on the job first both 
in time and with service, but fre- 
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quently gets business on a straight 
sales basis instead of having to 
meet bids. Bidding is often a mat- 
ter. that officials of a firm can de- 
cide for themselves, and when 
they meet a dealer like Weather- 
ford it is more than likely that 
they will buy office equipment and 
supplies without shopping around. 

Weatherford can do _ business 
without bids because the firm has 
earned the reputation of main- 
taining prices. Never once has the 
firm taken advantage of a situa- 
tion to put the squeeze on for a 
higher price. Customers know 
this, so they never hesitate to for- 
get bids and just buy. 

The whole business makeup of 
this firm leads to going to bat for 
the customers with the thought in 
mind, first, last and all the time to 
serve to the limit. Just how far 
the policy extends can best be 
illustrated by a little story show- 
ing how the firm works. 


A Stapling Machine Episode 


One day a customer came in for 
several items, including a quantity 
of staples for a stapling machine. 
This particular make of stapling 
machine is not handled by Weath- 
erford and neither are the staples. 

Instead of telling the man the 
machine was no good, he was 
asked why he didn’t get the sta- 
ples from the firm who had sold 
him the stapler. The reply was 
that the other firm didn’t have 
the required quantity in stock and 
furthermore their prices were too 
high. 

“We do not carry that stapler 
because, frankly, we believe there 
are better machines,” said the 
representative of Weatherford, in 
replying to the customer’s com- 
plaint. “Naturally, not stocking 
the machine we do not stock the 
staples. We can get them for you, 
but that will take a little time and 
will prevent us from giving you 
the service we want to give you 
and that you like to receive. 

“We do stock the blank stapler,” 
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continued the salesman for 
Weatherford, “which is the same 
size as yours, costs the same, does 
the same or better work and for 
which we always carry a full and 
liberal stock of staples. What con- 
dition is your stapler in?” 

The customer, well known to 
the Weatherford house, assured 
the salesman that the machine 
was in good condition. 

“All right,” said the salesman, 
“T’ll tell you what we can do, if 
you wish. We'll trade you one of 
our staplers for yours, even swap. 
Then we can assure you of a sup- 
ply of staples whenever you want 


them. Just phone in and we'll 
send our boy down to your place 
with them immediately.” 

“Well, I hardly expected any- 
thing like that,” said the cus- 
tomer, more than pleased. “If 
you’re willing, I'll accept.” 

“You are one of our customers,” 
replied the salesman. “You are 
the kind of people who keep this 
firm going.” 

It doesn’t take words to indicate 
how this clinches the business. 
The event described happened 
some time ago, but it is a safe bet 
that this particular customer 
hasn’t even thought of another 
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office equipment and supply dealer 
since that time. Why should he? 
Times are tight now. Supplies 
are scarce in many instances. 
Business is brisk in other cases. 
But Weatherford is not forgetting 
that there will be a future when 
supplies may be plentiful and cus- 
tomers scarce. The firm feels quite 
sure that customers will not for- 
get the dealer who went to bat for 
them when the going was hard 
and served them to the limit. It 
is a certainty that some day be- 
fore too long, the good will that 
Weatherford is building up now 
will pay handsome dividends. 


Specializing in a Side Line 


Concentration on Maps and Globes Builds Profitable Volume 


T A TIME when many staple 
A items in the stationery store 
are either unavailable or slow in 
arrival, it pays to devote some 
thinking to worthwhile “substi- 
tutes” to compensate for lowered 
volume, according to George C. 
Everett of the George C. Everett 
Company, Baton Rouge, La. 
“There are many items which the 
stationer can successfully boost 
into profitable volume,” he ex- 
plained, “if he knows the market 
well enough and remembers that 
anything which sells is worth 
while today.” 

In the Everetts’ case, the most 
profitable sideline has been world 
globes and maps—both of which 
have been selling in heavy volume 
since the Pearl Harbor attack in 
December 1941. The store bought a 
complete line of each, with globes 
from $2.50 to $15.00, maps from 
fifty cents to $5.00, and immedi- 
ately went into merchandising 
them with the same aggressive- 
ness usually applied to regular of- 
fice supplies. 

No window display has been 
trimmed since Pearl Harbor with- 
out containing from one to six of 
the globes, and a score of maps. 
Usually the large $5.00 map is 
placed on the rear wall in the 
window, with plastic arrow indi- 
cating the scene of recent battles 
and present changes in the war 
effort. Atlases are added to the 
display whenever a stock makes 
this possible, and during the 
evening, a special globe lighted 
from within by a small ten-watt 
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electric bulb calls attention to this 
merchandise. 

Putting a display of these items 
in the window alone isn’t enough, 
however, according to Mr. Everett. 
One appears on every counter in 
the store, maps are hung wher- 
ever they won’t interfere with 
regular business, and a large map 
is even hung on wires above the 
steps leading to the store offices 
from the sales floor. Thus cus- 
tomers in the store, most of whom 
are vitally interested in the war, 
are reminded that they can more 
closely follow its events with a 
globe or world map. 

Store sales haven’t amounted to 
more than twenty-five per cent of 
the volume however. The remain- 
ing seventy-five per cent has been 
sold by regular office supply sales- 
men who have picked their pros- 
pects carefully, and have carried 
the idea to customers on every 
call. For example, many business 
firms will purchase large maps 
for the office wall, and even for 
their own display windows. The 
first thing Mr. Everett did was to 
sit down with a file of customer 
records and figure out which of 
these carry on a business depend- 
ing upon foreign materials, such 
as manufacturing, brokerage 


houses, etc. Eighty such names 
were compiled into a “prospect 
list” of people pre-eminently in- 
terested in the war, and salesmen 
followed up each name carrying 
the actual globe and maps to the 
prospect. More than three-fourths 
of such calls resulted in immedi- 
ate sales, particularly where for- 
eign source of materials was con- 
cerned. 

Another source of immediate 
sales are those offices losing men 
to foreign military service, or 
businessmen whose own sons are 
in the army or navy. Newspaper 
notices of such cases are used to 
make a quick presentation—and 
the office head or father invari- 
ably welcomes the _ suggestion. 
Thirty globes were sold in two 
days when this idea got under 
way. “Fathers of young men in 
service get a real kick out of show- 
ing friends where the war is 
worst, and following it closely” 
Mr. Everett stated. “I’m doing 
it myself, of course.” 

The Everett store is keeping a 
minimum inventory of twenty- 
four large globes, twenty-four 
small globes, thirty-six miniature 
globes and 100 maps and atlases 
on hand. The initial inventory 
quickly revealed itself too small, 
and the store has been reordering 
every week since this country en- 
tered the war. With globe profits 
the same as the sale of a stapler, 
leather goods, etc., this merchan- 
dise has gone a long way toward 
keeping salesmen’s income and 
that of the store up to normal. 
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How to Use the Telephone to Increase 
* Office Machine Service Hevenue 


HE telephone, when properly 

used, has always been an im- 
portant source of sales. Next toa 
personal call on a prospect, the 
telephone offers the most intimate 
and effective method of contact. 
Today, with a rubber shortage and 
gasoline rationing it is more im- 
portant than ever. 

The telephone, however, is no 
different than a personal call ora 
piece of direct mail. All three 
have the same limitations. If any 
of them is to produce results, it 
must be planned so that the right 
story is told to the right man. 

In the case of the telephone, 
that means careful study and 
preparation must be made before 
the receiver is taken off the hook. 
It means that you must have a 
good up-to-date list with the 
names of the proper individuals. 
This is particularly important 
when calling larger organizations. 
The telephone message must be 
worked out carefully and must 
make the same logical, convincing 
presentation, or an even better 
one, of your service that you 
would expect a salesman to give 
if facing the prospect across the 
desk. 

The telephone solicitation must 
be rehearsed until it is smooth 
and flows naturally. This can be 
accomplished by first writing it 
out and then giving it over the 
telephone again and again to an- 
other member of your organiza- 
tion until you are Satisfied that 
your service story is being pre- 
sented to the best advantage. 
Twenty-five times is not too many 
practice calls. 

Unless the list is selected care- 
fully, the message properly word- 
ed, and rehearsed until it can be 
given smoothly, results from tele- 
phone solicitations will not be sat- 
isfactory any more than they 
would be if your salesmen made a 
poor presentation in person to the 
wrong man. 

Our experience in a number of 
large and medium sized cities dur- 
ing the past six months, indicates 
that best results are obtained 
from telephone solicitations when 
they are made as a follow-up toa 
circular mailing. We have also 
found that assigning an intelli- 
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gent girl to this work and having 
her make from ten to twelve calls 
every day brings best results. 


A Successful Telephone Campaign 


The following experience shows 
what can be done through tele- 
phone Solicitation when all fac- 
tors in the way of preparation are 
taken care of promptly. 

Recently, in one of the larger 
cities, 443 circular letters were 
mailed out to a Selected list of 
adding machine owners. This let- 
ter described a new “Keep ’Em 
Adding” plan and offered a free 
inspection for a limited time only. 
Seventeen business reply cards 
asking to have a service repre- 
sentative call were received within 
a ten day period. These were fol- 
lowed up promptly with a personal 
call and resulted in the sale of five 
annual maintenance contracts 
and four clean and oil jobs plus a 
number of parts sales. This was a 
pretty sweet return from a mail- 
ing of less than 500—but it was 
only the beginning. 

Ten days after the mailing was 
made, one of the girls in the office 
started calling those who had not 
responded to the letter. She made 
ten to twenty calls per day as her 
other duties permitted. Out of the 
first 104 calls, she was successful 
in making appointments with 
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sixty-one users for a service rep- 
resentative to call and explain the 
service plan. Out of this group, 
eighteen signed up for annual 
maintenance contracts and twelve 
more authorized service work 
which averaged slightly over $5.00 
a machine. In addition, ten other 
good prospects for maintenance 
contracts were developed from 
this group and the only reason 
they were not signed up immedi- 
ately was because the approval of 
an absent executive was neces- 
sary. 

This report is incomplete be- 
cause it covers a period of less 
than three weeks from the date 
of the mailing, and includes the 
telephone follow-up on only about 
one-third of the original list. Even 
on this basis the combined mail 
and telephone solicitation resulted 
in thirty-nine service sales. 

This example is not an isolated 
case, as we have record of similar 
results in other cities where the 
same program was followed. 

The proper use of the telephone 
in the service department, how- 
ever, is not confined to the solici- 
tation of new business. Very few 
people use the telephone as much 
as they should and an even 
smaller percentage use it as well 
as they could. This observation 
applies generally to all phases of 
business. 


Lack of Preparation Causes 
Failure 


Failure to get maximum returns 
from the use of the telephone in 
sales work can usually be attrib- 
uted to one major shortcoming. 
All too often a call is placed with- 
out any consideration of what the 
speaker is going to say. Lack of 
proper preparation in a telephone 
solicitation is even more fatal 
than similar lack of preparation 
in a personal call, and few sales- 
men can make a good personal 
presentation if they have not pre- 
pared themselves. 

Naturally, one never knows 
what the man at the other end of 
the line is going to say, but if you 
know what you are going to say 
you have a big advantage in any 
interview. Only by carefully plan- 
ning your objective and then se- 
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lecting exactly the right words to 
paint the picture as you want it 
to appear, can you persuade peo- 
ple to act as you want them to act. 

I believe the following example 
will show the tremendous impor- 
tance of words and their use in 
connection with the telephone. 
This example is an actual occur- 
rence and while it may appear 
somewhat extreme, the fact re- 
mains that it is being duplicated 
to some degree thousands of times 
a day throughout the country. 

A customer whose machine was 
in the shop for an estimate called 
up to inquire what the overhaul 
job would cost and a serviceman 
answered the phone. This should 
never have happened—obviously 
there was a delay in getting the 
estimate out. 

“Oh yeah, that job of yours will 
cost you fifty-one bucks.” 

There was a pause while cus- 
tomer expressed astonishment, 
which quickly reached to the an- 
ger stage. 


A Sale Is Almost Killed 

“Nah, it ain’t the machine that 
can be blamed for the trouble. 
You let it get terrible dirty and it 
hasn't had a drop of oil for years. 
You know, you have to take care 
of a machine if you want it to 
last. Besides that, somebody over 
at your place must have bounced 
it on the floor because it is all out 
of alignment.” 

After setting the stage in this 
manner, the serviceman finally 
got around to justifying the esti- 
mate by explaining in detail what 
was wrong and why it had to be 
corrected. His unfortunate open- 
ing and his adding fuel by making 
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the customer appear not only neg- 
ligent but stupid as well, made 
selling the overhaul job most dif- 
ficult. 

Now suppose the serviceman 
had analyzed the estimate and 
planned his talk before the cus- 
tomer called. If he had prepared 
himself, he would have probably 
handled the conversation some- 
thing like this: 

“Yes, Mr. Brown, we have just 
torn down your machine and 
checked it from top to bottom. Its 
condition indicates that it has 
given you a lot of service. In ad- 
dition, we found that most of the 
working parts had been running 
without oil for a considerable 
length of time. Of course, unless 
you have a machine on a mainte- 
nance contract, periodic cleaning 
and lubrication are likely to be 
overlooked. 

“Mr. Brown, do you know 
whether your machine has ever 
been dropped? The reason I’m 
asking is because the mechanism 
has been sprung in a manner that 
would seem impossible from any 
normal use.” (Customer answers 
question). 

“We find, however, by replacing 
these parts (required parts are 
named and the function of one or 
two of the most important are ex- 
plained) together with a thorough 
cleaning and lubrication, your 
machine can be put in condition 
that for all practical purposes will 
be just as good as new. The cost 
will run just about $51.00. It may 
be a few cents more or less, but it 
will be very close to that figure.” 
(Customer will probably express 
surprise regarding the amount of 
the estimate.) 
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“Yes I know, Mr. Brown, that 
$51.00 seems like a lot of money, 
but you shouldn’t consider it as a 
repair bill because it actually cov- 
ers the complete rebuilding of 
your machine. As you Know, your 
machine in its present condition 
has only salvage value to anyone. 
Our rebuilding job is fully guar- 
anteed and after going through 
our shop, your machine will be 
ready to render you many more 
years of faithful service. 


Service Selling 

“For only $51.00 you are assur- 
ing yourself of a dependable add- 
ing machine for the duration. 
And another point, Mr. Brown, is 
that we have all the parts on hand 
right now. While we don’t know 
what is going to happen, it is quite 
possible that we may have trouble 
getting delivery on all kinds of 
parts later on.” 

It doesn’t require much imagi- 
nation to arrive at the conclusion 
that the second story was more 
effective. Yet, the only difference 
in the two conversations was 
preparation, because both mes- 
sages conveyed the same essential 
facts to the customer, viz., that it 
would cost $51.00 to rebuild his 
machine. 

While the proper use of the tele- 
phone may seem most elementary, 
the fact remains that it is seldom 
used as fully or effectively as it 
might be. Today, faced as we are 
with many limitations to normal 
operation, every businessman 
should thoroughly investigate the 
possibilities of the telephone as a 
business builder and take steps to 
see that it is used frequently and 
properly. 
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A Foner President of the National Stationers Association 


HINKING aloud, I should say 

that 1943 will call upon the ut- 
most in ability, experience and 
resourcefulness that the station- 
ers and office outfitters of Amer- 
ica can muster to meet the con- 
ditions facing us. 

There are so many hundreds of 
items, if not thousands, that are 
becoming more scarce or totally 
unobtainable that we are all 
called upon to invent, contrive or 
find “substitutes for substitutes,” 
etc., etc. 

Since 1403 A. D., never has the 
stationer been confronted with 
such a task as now lies before 
him. There is the largest poten- 
tial market for what he would 
“normally” sell and the “leanest” 
outlook for obtaining that staple 
merchandise. 

True, there are still many thou- 
sands of articles, as yet, not seri- 
ously affected by war restrictions 
on critical materials and labor 
supply. 

As the year progresses many of 
these now obtainable items will 
be definitely affected by the War 
Manpower Commission and its ac- 
tivities toward securing workers 
for what, in its opinion, are more 
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essential industries in relation to 
winning the war. 

It seems to me that everyone in 
this great industry of ours can 
and should do everything possible 
toward “proving” to the “powers 
that be” that this is an essential 
industry. Manufacturers of com- 
mercial stationery, office appli- 
ances and furniture are very defi- 
nitely providing the equipment 
and supplies that are as vital to 
the process of winning this war as 
are ships, tanks, planes and arma- 
ment. 

Commercial stationers, office 
equipment and machine dealers 
and industrial supplies are the 
vital connecting links necessary 
to provide this equipment, as it is 
needed, quickly, on the spot. Their 
services and goods make it pos- 
sible for the armed forces and 


builders of ships, planes, tanks 
and guns to carry out their plans 
and keep their vital records, as 
well as routine paper work with- 
out which our war efforts would 
bog down into a chaotic mess in 
“nothing flat.” 

The combined vast and valuable 
experience of our industry, and 
everyone in it, have been, and will 
continue to be, at the disposal 
of war industries and governmen- 
tal agencies of every description. 
The broad minded executives of 
the armed forces and war indus- 
tries have been quick to recognize 
and use this experience, advice 
and service in the four corners of 
our country. 

These facts being true, would it 
not be worth trying to enlist the 
favorable commendations of these 
top executives and officers to pass 
the good word along to WPB and 
request faster and better recogni- 
tion of the almost invaluable as- 
sistance rendered by our industry 
in speeding up the war effort? 
If those of you who have read this 
far agree, then start today to “do 
something” about it, instead of 
just worrying and wondering and 
“groaning.” 


BRITAIN’S STATIONERS PLAN AHEAD 


EFORE retiring from the presi- 

dency, Mr. Lancelot D. Spicer 
impressed on the executive board 
of the Stationers’ Association the 
urgent need of planning for post- 
war trade. In the upheaval caused 
by the World War, commodities, 
values, margins, methods of trad- 
ing—all have gone by the board 
and traders must face up to 
changed conditions. 

As long as the war lasts a con- 
siderable amount of government 
control over trade is necessary 
and freedom from such control 
should be secured early after 
hostilities cease by trades able 
to prove that they are well or- 
ganized and prepared to meet 
the needs of the public satisfac- 
torily. 


By H. LIMBREY 


President, 


Stationers Association of 
Great Britain and Ireland 


(This statement was scheduled for pub- 
lication in December with others from 
industry association chiefs, but the 
present irregularity of mail deliveries 
resulted in its arrival after press time.) 


o 


With that object in view the 
Stationery Trade Investigation 
Committee (“STIC’’) has been ap- 
pointed under the chairmanship 
of Mr. W. Tudor Davies, B.A., bar- 
rister-at-law, whose knowledge of 
trade associations is unsurpassed. 


The personnel of the committee 
includes men with first hand 
knowledge of the trade chosen 
from each section—manufactur- 
ers, wholesalers and retailers. 

They will collect evidence and 
opinions in all directions, includ- 
ing the buying public, so their 
recommendations based on that 
information together with their 
own wide experience will provide 
a basis on which the future of our 
trade can be built safely. 

The men and women stationers 
now in the Services will thus find 
a well organized trade ready to 
meet post-war conditions. It is 
the least we can do for them and 
will undoubtedly prove to be in 
the best interests of ‘all con- 
cerned. 
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nalysis. of Revenue Act. of 1942 
REVEALS TAX SAVING OPPORTUNITIES 


LTHOUGH the Revenue Act 
of 1942 enacts the stiffest tax 
rates in our history, it has liberal- 
ized certain older regulations in 
the Internal Revenue Code and 
offers these tax saving opportuni- 
ties to the office appliance dealer. 
In previous years, if you de- 
ducted bad debts in a loss year, 
not getting a tax benefit thereby, 
you had to pay a tax on any re- 
coveries in a subsequent year. For 
this reason, dealers were. advised 
not to deduct bad debts in a loss 
year, but inasmuch as they must 
make deduction in the year the 
debts are ascertained worthless, 
this frequently prevented a tax 
benefit if the debts had to be writ- 
ten off in a loss year. 

The 1942 bill corrects this in- 
equality by permitting the exclu- 
sion from gross income of subse- 
quent recoveries on bad debts 
written off in loss years, providing 
that these deductions did not, in 
themselves, create a tax benefit in 
the form of a net operating loss 
carry-over. This amendment does 
not apply to dealers using the re- 
serve method of handling bad 
debts because in those cases the 
amount of recoveries is not taken 
into income as such, but merely 
credited to the reserve account. 
This decreases the amount of the 
addition to the reserve, reduces 
the charge to net profit, and auto- 
matically increases the tax so that 
the result is the same if the re- 
covery had been added to net in- 
come. You still must pay a tax on 
bad debt recoveries if you got a 
tax benefit in the year of deduc- 
tion. In other words, you got a 
tax deduction for the bad debt re- 
ported in a previous year, so if 
you recover some or all the money 
due you, then you must even 
things up with Uncle Sam by pay- 
ing a tax on the recovery. 


Non-Business Expenses Deductible 


Another important change per- 
mits you to deduct non-business 
expenses paid or incurred during 
the taxable year for the produc- 
tion or collection of income, or for 
the management, conservation or 
maintenance of property held for 
the production of income. Here- 
tofore, the courts have held that, 


By FRED MERISH 


o 


although income from non-busi- 
ness activities was taxable, ex- 
penses incurred thereby were not 
deductible. However, do not con- 
fuse this amendment with losses 
suffered in transactions not en- 
tered into for profit. For example, 
if you bought a pleasure car and 
sold it at a loss, that is not de- 
ductible, or if you lose money on 
the sale of a residence used as 
your home at the time of the sale. 
But, if you make a profit on such 
a Sale, your gain is taxable. The 
property must have been used for 
income producing purposes before 
and at the time of the same to get 
a deduction for loss and that de- 
duction is subject to capital gain 
and loss limitations. 

Depreciation and obsolescence 
on income producing property, 
whether used in business or not, 
are deductible. In fact, any charge 
incurred in connection with the 
earning of taxable income may be 
deducted from now on. Non-busi- 
ness debts must be totally worth- 
less before deduction and then are 
subject to capital loss limitations. 
Ordinary business debts may be 
deducted wholly or in part if the 
dealer can prove, with a reason- 
able degree of certainty, the 
amount thereof which is uncol- 
lectible. Medical expenses exceed- 
ing five per cent of net income are 
deductible up to $2500. Note that 
the sum you can deduct is only 
the excess over five per cent of net 
income. 

For the first time, you are per- 
mitted a carry-back of operating 
losses for two years, which af- 
fords, in general, the same relief 
in periods of declining profits that 
the two year carry-over of operat- 
ing losses, previously permitted, 
affords in periods of increasing 
profits. Margins and sales have 
been cut by wartime restrictions 
so that some dealers may expe- 
rience losses. Alone or in combi- 
nation, the two year carry-over 
and two year carry-back of oper- 
ating losses may offer substantial 
tax Savings. Bear this in mind, 


Should you experience losses in- 
stead of profits. You cannot carry 
back or carry over losses for more 
than two years. You cannot carry 
back a loss before January 1, 1941. 
If losses exceed these time limita- 
tions, you’re stuck with the left- 
over. 

These provisions are so impor- 
tant that we illustrate them. Just 
suppose you show these net in- 
comes and net losses over a period 
of years: 


1941 $ 500 net income 
1942 1200 net income 
1943 1400 loss 
1944 1200 loss 
1945 400 net income 
1946 1500 net income 
1947 1600 loss 


You carry back the $1400 loss in 
1943 to 1941 but you can’t go back 
further than that. Deducting $500 
from $1400 leaves $900 balance, 
which may be applied to the $1200 
net income earned in 1942, leaving 
$300. Now the 1943 loss has been 
absorbed by the two year carry- 
back with $300 of 1942 net income 
remaining and there is no loss 
carry-over to 1944 and 1945. But 
the $1200 loss in 1944 may be car- 
ried back to 1942 to clip that $300 
overage, leaving $900 still unab- 
sorbed. 


Carry-Over Provision 


To this point, you have been 
using the carry-back amendment; 
now you switch to the carry-over 
provision legalized in a previous 
bill. Carry forward the $900 to 
1945 and 1946. Deduct the 1945 
income of $400 from $900, leaving 
a loss balance of $500 still to go, 
which may be deducted from 
$1500 net income in 1946 leaving 
$1000. In 1947, you lose $1600, 
which may be carried back to the 
$1000, wiping out 1946 net income 
and leaving 1947 with a loss-bal- 
ance of $600, which may be car- 
ried over to 1948 and 1949. 

Before these provisions were le- 
galized, you took such losses on 
the chin; now you get credit for 
them. A dealer with the foregoing 
setup of figures would have no net 
income from 1941 to 1947. Many 
dealers from now on will be able 
to show profit and loss figures 
that can be adjusted, more or less, 
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in similar manner, to effect tax 
economies. To get credit for a 
carry-back loss, file a claim for a 
refund. 

Beginning January 1, 1943, de- 
duct five per cent from salaries 
of employes earning in excess of 
$624 yearly. Every individual is 
allowed $624 exemption. The tax 
is figured on the excess. Record 
deductions carefully. We suggest 
that you buy a bound book for 
about fifty cents and label it, 
“Victory Tax Deductions.” This 
tax belongs to the Government, 
but you are the trustee. Remit 
quarterly as with Social Security, 
but disaster may follow if you 
treat this tax as a periodic ex- 
pense, aS some have considered 
Social Security remittances in the 
past, because this tax is five times 
greater. An individual carrying on 
a business will consider the “Vic- 
tory” tax net income as the gross 
income less expenses connected 
with business or non-business en- 
terprises used to produce income. 


Effect of War Entry 


Pearl Harbor added another 
amendment. War losses sustained 
since December 7, 1941 because of 
the seizure or destruction of prop- 
erty attending military or naval 
operations are deductible. Dealers 
who have covered their properties 
with war risk insurance cannot 
deduct this loss if the insurance 
company makes good the claim. 
Only a business loss not covered 
by insurance is deductible. 

Dealers using the last-in first- 
out method of handling inventory, 
otherwise called “lifo” are given 
relief by this bill. If your basic 


stock, which under “lifo” is frozen 
at a specified figure, is reduced 
because you cannot get the goods 
to keep inventory up to the pre- 
scribed level, you may make an 
irrevocable election that if you 
replace the stock within three 
years and it costs more than the 
original valuation, you get a tax 
credit. If the merchandise costs 
less, you pay more tax. This re- 
duction of basic stock because of 
wartime restrictions is called “in- 
voluntary liquidation.” 

From now on, the office appli- 
ance dealer must recondition his 
viewpoint on tax matters and con- 
sider his tax problems through- 
out the year the same way he 
supervises merchandising opera- 
tions. He must judge all business 
performance in the light of how 
it will affect his tax. He must 
check the trend and size of net 
earnings closely with the tax rates 
to give him a preview of pocket- 
profit, the sum left over after 
tax deduction. In some cases, 
paradoxically, he may earn more 
by earning less, because the high- 
er tax rate on the increased vol- 
ume may take away the differen- 
tial in profit. A guide to this 
enigma is available through the 
monthly allocation of tax expense. 
Estimate the annual tax for the 
coming year and pro-rate it each 
month; then deduct this estimate 
from the monthly net profit to de- 
termine your spendable income. 
This allocation is as necessary to- 
day on tax as it is on mortgage 
interest paid, depreciation and 
similar expenses that should be 
pro-rated monthly. No _ longer 





HOW THE CARRY-BACK AND CARRY-OVER LOSS PROVISIONS PROVIDE TAX RELIEF 





(Based on figures given in the accompanying article) 


Losses in 1943 and 1944, which may be carried back to 1941 and 1942---$2,600 








But net income in 1941 and 194? totalled only------------------------- 1,700 
Balance of carry-back not absorbed is carry-over to 1945 and 1946----- $900 
Profit in 1945, which is deducted from foregoing carry-over loss------ 400 
Leaves balance for carry-over to 1946------------------~-------------- $500 
Net income in 1946-----------------~--------- 3-22 --- -3- =~ - = - === ~~ ---= 1,500 
Net income remaining from 1946 after deduction of carry-over---------- $1,000 
Loss in 1947 that may be carried back---------------~-----------------_ 1,600 
Loss not absorbed, which may be carried over to 1948 and 1949--------- $600 








NET OPERATING LOSS for any taxable year not used as or absorbed in the carry- 

back may be carried forward to the two succeeding years. The carry-back period 

also covers two years. A loss may not be carried back to a taxable year beginning 
prior to 1941. 
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wait until the end of the taxable 
year to determine how hard your 
profit has been hit. 

It is recognized that taxes at 
one point become a brake on pro- 
duction and promotional aggres- 
siveness because management is 
dulled, extravagance and ineffi- 
ciency encouraged. Although the 
borderline at which the various 
taxes start to destroy business 
initiative and even enterprise it- 
self is not readily discernible, the 
office appliance dealer has one 
means of keeping that borderline 
as far away as possible. His tax- 
able base should represent the 
true net income. High rates are 
justified to win the war but not 
the taxing of an artificial income. 
The dealer must see that his in- 
come, as reported, takes advan- 
tage of all legitimate deductions. 

When income tax rates were 
low, it caused less financial havoc 
to pass up deductions. Today, 
every dollar deducted means a 
much bigger saving, so take all 
you can get legitimately. The tax 
saving opportunities are put in 
the law to enable you to benefit 
by them. When a transaction may 
be interpreted in two different 
ways with equal propriety, use the 
interpretation in your favor. This 
is not tax evasion. It is tax avoid- 
ance. There is a big difference. 
The United States Supreme Court 
has decided that a taxpayer may 
use any legal methods available to 
keep his tax down to minimum, as 
long as he hews to the law and 
does not conceal anything. 


The British, whose taxes cut 
deeper than ours, have similar 
problems to work out. Business- 
men over there are complaining 
too along the same lines heard in 
this country. Many businessmen 
in England are concerned with 
bridging the cessation of war and 
the resumption of trade under 
peacetime conditions. Their re- 
serves are being steadily depleted 
by an excess profits tax, the equity 
of which is being felt more and 
more as time goes on. This tax 
will add greatly to the difficulties 
which must be faced by British 
business people during the transi- 
tion period, especially in view of 
the heavy deterioration of capital 
assets, which will have to be re- 
placed or repaired if efficient pro- 
duction is to be maintained. In 
England, the chancellor of the ex- 
chequer has given a conditional 
promise that twenty per cent of 
the excess profits tax paid will be 
returned. 








“SEND YOUR TYPEWRITERS TO WAR!" 


Procurement Program Yeeds Actwe Support of Dealers 


HEN the WPB-Treasury 

Procurement Typewriter 
Purchase Program was announced 
and explained at the National 
Typewriter & Office Machine 
Dealers Association convention 
last July by William M. Harris, 
dealers were shown how they 
could participate profitably. Many 
responded by applying immedi- 
ately for contracts granting them 
the right to function as author- 
ized Government agents. Many 
other qualified dealers did not 
apply. 

After starting with a flourish, 
the purchase program seemed to 
bog down. The original estimate 
of 800,000 machine requirement, 
was revised to 600,000. Still prog- 
ress was slow. 

As a step toward giving impetus 
to the purchasing campaign 
among dealers, Jim Ward, widely 
and favorably known throughout 
the industry, was prevailed upon 
to accept a position as a procure- 
ment specialist with the War Pro- 
duction Board. In that capacity 
he has issued a large number of 
contracts to dealers, but a recent 
letter indicates that there is still 
a need for qualified dealers, those 
with facilities to rebuild and re- 
finish typewriters, to become au- 
thorized purchasing agents. Write 
to Jim Ward, 5101 Treasury Pro- 
curement Building, Seventh and D 
Streets, S. W., Washington, D. C. 

To assist dealers in their pro- 
curement work, the War Produc- 
tion Board has launched a strong 


REPLACEMENT NE€EDED.— 
What, no space bar? Yes, no 
space bar, and minus a chunk 
bitten out of the platen by a 
bomb fragment. Just two items 
in what happened to an Under- 
wood typewriter in overseas serv- 


Jhroughout the IJn- 

dustry — Jim Ward 

Gshs for (Contract 
Applications 


and extensive publicity campaign. 
Radio announcements, newspaper 
releases, and a particularly im- 
pressive booklet are being used 
effectively and continuously. The 
booklet, entitled “Send Your Type- 
writers to War” is of special value 
to dealers because it presents the 
whole idea of the purchase pro- 
gram pictorially and with stirring 
appeals by such men in authority 
as Donald Nelson, General B. B. 
Somervell, and Admiral E. J. King. 
Armed with a copy of this booklet, 





MR. WARD 





available to every authorized 
agent, any dealer is in a position 
to share successfully in a patriotic 
movement and at the same time 
function in a way to keep his 
business in operation during these 
days of curtailment and produc- 
tion stoppage. 

Appeals of the Army and Navy 

Consider the strength in the 
plea made by General Somervell: 

“Administration is an important 
function in modern war. The 
Army needs typewriters to keep 
the machinery of communica- 
tions, procurement and transpor- 
tation running at top. speed. 
America’s typewriter factories to- 
day are turning out machine guns, 
shells, parts for planes and tanks. 
There are no new typewriters to 
be had. The War Department, 
through the War _ Production 
Board, asks American  indus- 
try to help solve the shortage. The 
Army will buy all good used type- 
writers American business can 
possibly release. Enlist yours to- 
day. Tomorrow it will be doing 
its part in the drive for victory.” 

Admiral King’s appeal is equally 
cogent: 

“On June 6, I ordered com- 
manding officers of all Naval ves- 
sels to give up half of their type- 
writers. There is now one type- 
writer for every 127 men on our 
battleships. This compares, I am 
told, with an average of one type- 
writer for every five people em- 
ployed in civilian use. Yet a 
modern battleship is virtually a 


ice, when a Japanese incendiary 
bomb burned up everything in 
the orderly room, including the 
typewriter table. No better evi- 
dence could be needed as to why 
Uncle Sam needs NOW 600,000 
typewriters. (OWI Official photo) 
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floating industrial city in itself I 
appeal to you to parallel the ac- 
tion of the Navy and release your 
full share of machines at once to 
implement the expanding war 
efforts in all fields.” 

Among other things, the booklet 
explains why the typewriter in- 
dustry cannot supply the needed 
machines and why users of type- 
writers must give up a portion of 
their machines to fill require- 


ments. Graphically, forcefully, the 
booklet does a selling job. Get a 
copy, get a contract, get going in 
this campaign as a contribution 
to Uncle Sam’s all-out war effort. 

Walter C. McLeod, formerly con- 
nected with the Burroughs Add- 
ing Machine Company, has suc- 
ceeded William M. Harris as head 
of the Typewriter Procurement 
Section of the Used Equipment 
Branch of the War Production 


29 


Board. His office is in the Wash- 
ington Gas Light Building, 
Eleventh and H Streets, N. W., 
Washington, D. C. 

The Typewriter Procurement 
Section is a new division of the 
Used Equipment Branch. It was 
established on December 1, 1942, 
following the resignation of Mr. 
Harris. The new division will fol- 
low the same plan of action pur- 
sued by the Harris Committee. 


A STATIONER'S VIEW OF 1943 


HILE 1941 and 1942 were 
W rather profitable years, we 
are looking forward in 1943 to be 
satisfied with less business and 
less profit. In fact, we feel that 
we will be fortunate and happy if 
we can go along on the basis of 
operating our business to make 
expenses only. Following are the 
reasons for this belief: 

First, there are so many priority 
regulations that must be observed 
to obtain merchandise; scarcity of 
raw materials from which to man- 
ufacture office equipment and ac- 
cessories; further slowing up of 
transportation facilities for civil- 
ian goods. 

Second, great increase in over- 
head expenses, including taxes 
which are required to prosecute 
the war effectively. Of course, we 
are all willing to codperate in this 
direction in every way possible. 


By JAMES CONSTANTINE 


President, 
Palace Office Supply Company, 
Tulsa, Okla. 
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MR. CONSTANTINE 


Another factor is the purchase of 
war bonds and stamps, which will 
take an ever larger portion of our 
reserved funds in 1943. 

During the coming year it is our 
purpose— 

1. To do our best to retain our 
full organization and keep our 
firm as liquid as possible. 

2. To take care of all liabilities. 

3. To be careful with credits 
and to take good care of collec- 
tions. 

4. To operate in a moderate and 
conservative manner, holding 
down our overhead as much as 
possible to Keep from losing too 
much in conducting our business. 

The preceding points, obviously, 
are about the most essential ones 
to observe in any line of business. 
By giving specific consideration to 
them, however, any stationer will 
be advantaged. 


LITTLE BIOGRAPHIES OF O. A. MEN WHO WENT TO LAW 


“IF YOU WILL RENEW” 
Norris L. Hayward 


Ce HT ERE'S an order for some goods, also a letter, from one of our customers in Boom 
Town. I’m not exactly sure about it. I thought I should get you to pass on it before 
shipping the stuff,” the assistant sales manager explained. 

The order totalled $478.38, and the letter—as the lawyers say—was “in the words and 


figures following, to-wit:” 


Ajax Appliance Company, 


Chicago, Ill. 
Dear Sirs:— 


Find attached order for office supplies, 


you to draw on me payable in one month, but 


as I am very much afraid I will be unable to handle the whole amount in that time, 
would you agree to renew the draft? If you cannot agree to this do not ship, as I would 
not take a chance on paying the whole bill in so short a time. 


I remain, 


(Sgd) Chalis Adams. 


“Go ahead and ship the stuff and tell Adams we'll renew the draft if he can only pay 
part when it falls due,” the sales manager ordered. 
The order was duly shipped, when the draft fell due Adams paid $177 on the draft and 
renewed for another month, but when this draft fell due the Ajax Company refused to 
renew, and threatened to sue. 


“You can’t sue me. 


pointed out. 


"We did renew once,” the company told him. 
"I know you did, but according to the agreement you're bound to renew the draft at least 


twice,” Adams persisted. 
Adams neither paid nor would give way. 


I have your agreement to renew in black and white,’ Adams 


The case came to trial, and when it was over 


Adams found that he had to pay the draft, the court costs, and his own lawyer. 
It is said that the agreement was an agreement to renew repeatedly and perhaps con- 
tinuously until the customer was ready to pay. The answer is that the letter does not say so. 


It says, ‘we will agree to renew,’ and that has been done,” 


ruling in the company’s favor. 


said the New Jersey court in 








OFFICE 


WOOD & STEEL 








With STEEL off to the war for service at home and abroad, 
WOOD, now also in service in a thousand ways, takes over 
much of steel’s old work and does a thorough job on all calls. 


Jarmiinal Facilities. fr 
OFFICE RECORDS AND DOCUMENTS 
A Discussion of. Filing. Systems and. £quipment. 


ATA secured from various 

sources for the business office 
constitute the raw material from 
which its output of paper work is 
produced. The office, however, has 
a problem which a shop does not 
have. Its raw material is not con- 
sumed in the process of produc- 
tion, but remains intact and must 
be disposed of in some manner. 
For that matter, all of its finished 
production is not shipped out 
either; extra copies of completed 
reports remain on hand. Both the 
raw material and the finished 
product have some value. The 
question is how much, and for 
how long. 

As the paper work flows through 
the various office channels to 
completion, entries are made from 
original data, reports are created 
and compilations produced; but 
the original data, from which all 
the facts and figures are trans- 
ferred, do not disappear or change 
in the process. In the shop, what 
is left of the raw material after 
processing is frankly scrap, to be 
disposed of periodically, and hav- 
ing no value except its known 
worth as scrap material. In the 
office the papers keep piling up, 
to be filed away, stored away, or 
in some manner retained for 


By A. H. STRICKER 


General Electric Company, 
Nela Park, Cleveland, Ohio 
(Chapter VI of a Book Entitled, 
“Office Science.”’) 
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future reference because “that is 
the system.” 

In spite of all that has been 
said and written with regard to 
filing and filing systems, there no 
doubt is a great deal of filing 
space used as a burying ground 
for unnecessary records and re- 
ports, particularly those which 
have outlived their usefulness. It 
is, therefore, quite in order to de- 
vote a part of the study entailed 
in planning for efficient office op- 
eration to an analysis of what 
data and records should be kept 
and for how long, and what can 
be disposed of and how promptly. 

Sometimes the interpretation of 
records depends on acquaintance- 
ship with the subject by those who 
made the figures. If those persons 
are no longer available for con- 
sultation, who can tell what sig- 
nificance and value the papers 


may have? The business to which 
the records refer may have so 
completely changed that the ma- 
terial has no value; reports and 
compilations covering short pe- 
riods of time may have been con- 
solidated into quarterly, semi- 
annual or annual statements. But 
the records keep piling up, filing 
cases are packed and stored away, 
in many cases to be entirely for- 
gotten. 


Files of Useless Papers 


Almost every business organiza- 
tion has a warehousing facility 
for old files crammed with papers 
which at one time were consid- 
ered important, but which really 
have no greater current mission 
than to occupy the filing space in 
which they were originally de- 
posited so carefully. The solution 
cannot be had, however, by saying 
arbitrarily, for instance, that 
bookkeeping records should be 
preserved for seven years. That is 
an easy answer to that part of the 
question, but the answer is alto- 
gether too general in character to 
be practical. 

Complete bookkeeping records 
include many supporting details, 
endless computations and calcula- 
tions, and quite conceivably more 
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than one copy of each. To keep 
all those papers for seven years, 
or for that matter seven hours, 
after the work is completed is 
simply a lot of nonsense. All that 
can be accomplished by following 
such a policy is to consume time, 
take up files and floor space, and 
tie up money in equipment, all 
unnecessarily. 

On the other hand some of the 
bookkeeping records must be kept. 
Doubtless some parts of them 
ought to be kept for more than 
seven years. The thing to do is 
to determine in each case what 
ought to be kept and for how long, 
and then install a system to pro- 
duce automatic clearing. 

As a rule the consolidated re- 
ports of current operations, which 
are a part of the routine of every 
large office, are checked against 
the original data from which they 
were created. If an error made in 
transferring figures is not dis- 
closed in that check, or caught by 
the executives who received the 
report, it is scarcely important 
enough to justify reams of work- 
ing papers indefinitely. Generally 
speaking, there is no need to file 
the detail papers at all. 

Many of the reports and records 
having to do with current trans- 
actions contain details of little or 
no significance after they have 
ceased to be current. The details 
are dropped when the reports are 
consolidated into those covering 
longer periods of time and their 
value, for reference purposes, is 
largely lost. A paper which has 
no real reference value has no 
place in the files, no matter where 
it came from or when. 


Length of Reference Value 


In general terms it might be 
said that the reference value of 
any piece of paper work in an of- 
fice lies in its ability to tell “what 
were the facts” with regard to 
any operation or activity at a 
given time and “how were they 
derived.” A report or record that 
does not on its face give the 
answer to those two questions, 
clearly enough to be understood 
by a stranger, has reference value 
only so long as the individuals 
who helped in its creation are on 
hand and able to remember the 
details necessary to interpreta- 
tion. 

In the creation of new records, 
or in the study of existing work, 
it is plainly worth while to pro- 
vide a final and definite terminal 
facility for each report or record. 


In other words, it should be de- 
termined just how long it will be 
necessary or useful to preserve the 
original data on which a piece of 
paper work is based and how long 
the completed report will have 
reference value after it has been 
passed through the executive of- 
fices for whose benefit it was cre- 
ated. When the files are set up 
for a paper work job, definite in- 
structions should be written as to 
just how long each of the papers 
connected with that work should 
be retained. A competent file 
clerk will regard a set of such in- 
structions as a highly useful tool. 

To function at its best, the sys- 
tem of predetermined terminal 
facilities should be supported by a 
follow-up scheme, so that, at the 
expiration of the time limit fixed, 
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the papers actually will be taken 
out of the file and destroyed; then 
the files will be available for other 
uses. 

Establishment of a definite pre- 
determined facility for each of 
the pieces of paper work and the 
data from which it was prepared, 
will make another marked contri- 
bution to efficient office operation, 
by making the clearing of files a 
continuous process instead of a 
house cleaning spasm which up- 
sets the whole routine from time 
to time. A house cleaning flurry 
might be necessary in getting the 
new system established, but after 
that, the system, together with its 
accompanying follow-up, makes 
the removal of outdated papers 
from the files a regular part of 
the daily duties of the file room. 
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BUSINESS BUILDERS 


Broadcast over Station S-A-L-E-S 
Operating on a wave length of:— 


CONFIDENCE ... COURAGE... 
COOPERATION 


APPY NEW YEAR in the spirit 
H of 1943 ... The latest word 
from Washington, D. C., according 
to a peppy little house organ in 
our morning mail bag, facetiously 
reports, ‘““Men with dependent pets 
will not be called until 1948.” 

. . And in a more serious vein, 
we want to take this opportunity 
to cite particularly each and every 
office outfitter, office equipment 
manufacturer, and office supply 
traveling representative now in 
The United States Armed Services. 
From many of these we have had 
personal word during these holi- 
days. From one in particular we 
received a most interesting “V...- 
Dinner Program” and a most ap- 
preciated souvenir it is indeed! 
Thanks to you, Captain Robert V. 
Reid. With it “Bob” sent us greet- 
ings from the 87th Air Squadron, 
which unit he has the honor to 
command at the Victorville Army 
Flying School, Victorville, Cal. One 
more word about this inviting 
piece of printing—it was embel- 
lished with descriptive cartoons. 
One is worthy of passing on to 
you for its distinct and original 
bit of humor. It was a sketch of 
an aviator just after being issued 
a parachute. The supply sergeant 
was commenting in a cryptic man- 
ner, “If it doesn’t work, bring it 


back!” As most readers of this 
page know, Captain Bob Reid, is 
on leave from The American Pad 
and Paper Company as western 
representative. 


* * * 


Buy U. S. War Bonds... 
. regularly—unceasingly 
* * * 

Thank you, Oxford’s R. P. Jonas, 
for the appreciated technical data 
you airmailed us on filing and 
your kind comments about J. I. 
Kinman’s paragraphs on that 
subject in November 1942 BUSI- 
NESS BUILDERS page. 


* * * 


Buy U. S. War Bonds... 
regularly—unceasingly 
* * ” 

“When you say, ‘I don’t quite 
understand why they do that, but 
I know it is a fixed rule of the 
house from which we cannot de- 
viate,’ the man you are trying to 
sell is apt to think, ‘Why don’t 
you?’ 

. and this 

“To cover a territory is one 
thing, to wander through it an- 
other. As you wander, you may 
get an order once in a while, but 
you won’t get nearly what is com- 
ing to your house.” ... the two 
fore-related thoughts from Print- 
ers’ Ink immortal classic, “100 
Checking Points for Salesmen.” 


+ * a” 

Airmail us your news and views 
to Box 2153, Care of Shaw & 
Borden Co., Spokane, Washington. 

Ralph B. Ortel. 
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EDITORIAL 


Watch Your Sales Attitude 

@&@ AMONG the many pertinent points pre- 
sented in the ‘1943 Perspective of the Omice 
Equipment Industry” in last month’s issue was 
one anent selling attitude which deserves par- 
ticular and repeated emphasis. Referring to 
current indifference exhibited by many sales- 
men, E. B. Healy, president of the National 
Stationers Association, said, “This attitude ot 
‘Somebody else will be glad to buy it if you don’t’ 
is bound to be remembered and will prove most 
unfavorable when things get back somewhere 
near to normal.” A single sentence impressive 
of a great fact whose importance might not be 
realized until too late. 

Noteworthy also is what Mr. Healy says about 
the over-used phrase, “Because of conditions be- 
yond our control.’”’ Besides expressing an atti- 
tude of negligence, constant repetition of the 
words leads to suspicion on the part of custom- 
ers that the phrase is used as an excuse rather 
than a reason. Careless reiteration may boom- 
erang in the form of non-belief when conditions 
are beyond control. Like the boy who calied 
“Wolf” just to see the men run to protect nun 
and was subsequently unheeded when the wolt 
really came, the salesmen who screen the real 
reasons for poor service by referring to “condi- 
tions beyond our control” will find their attitude 
reflected by customer indifference when circum- 
stances change. 

Incidence of a sellers’ market does not give 
license to stoop to subterfuge. Neither is it good 
business practice. Memories of customers are 
long and market conditions will change. The 
sound procedure, for the benefit of permanence 
in business operations, is to avoid doing any- 
thing that will give customers the impression 
that an advantage is being taken of “conditions 
beyond our control.” 

The two negative attitudes expressed in the 
inference that another buyer will be happy to 
take the merchandise if the immediate customer 
declines, and the misuse of the words, ‘Because 
of conditions beyond our control,” can build up 


a resistance to future sales that may be insur- 
mountable. The time to correct the practice 
is now. 


GOD writes the gospel not in the Bible alone, but on 
trees and flowers, and clouds, and stars. 
—Martin Luther. 


_—_<-- - 


Look to the Future 

@ WAR torn on many fronts and economically 
dislocated in areas not directly ravaged by mil- 
itary activity, the world as represented by the 
peoples of the United Nations faces a future that 
is assured yet confused. Confidence in ultimate 
victory does not dispel the clouds of uncertainty 
that shroud the months immediately ahead. 
Yet we must face the future. While we live and 
work in the present, tomorrow soon becomes 
today, and those who interpret the trend of 
events with reasonable accuracy will receive the 
laurel of success. 

How can the merchandiser of office equipment 
and attendant supplies pierce the veil of the 
future and advantage himself? Perhaps it can- 
not be done, but certain things are basic and 
obvious. Foremost is maintenance of contact 
with regular, loyal customers, using each visit 
to observe the needs that cannot be met at pres- 
ent. A record of such requirements will be of 
inestimable value when the future’s horizon be- 
comes clear. Another great value lies in helping 
customers to make more efficient use of equip- 
ment, systems and supplies now on hand. There 
is no immediate profit in these things, but the 
dividends that will be reaped later will be sweet 
reward. 

Just the process of giving thought to the fu- 
ture, thinking out of a background of experience 
in the industry, will contribute to advancement 
toward the goal of a permanent place in the 
business economy of the days to come. Devel- 
opment of promotional campaigns, analyses of 
sales fields, training programs for salesmen, 
study of management principles, and other, sim- 
ilar activities in the present for future use will 
prove to be genuinely profitable expenditures of 
time and energy. 


HERE AND THERE 


PICTURES INSPIRE CAPITAL 


to leave Mr. De Mille under a cold 


diers, brides grooms, maids, etc.’ 


SAGE TO REVERIES shower, so to speak. Evidently the daub was sur-realistic. 

: Recalling, for the benefit of a One of those quietly cuckoo 

Cecil B. De Mille's formula for birthday party in Dick Healy's honor things that make strong policemen 
movie “oomph” in the Terrific Twen a bed-time scene in Seattle, Mr. start, stagger and moan as they 
ties was ‘ever the shadow of the Garvin was rewarded for his his stroll their midnight beats past cer- 
bed—but not the bed _ itself." trionic efforts (presumably done in tain art shops (mostly in New York). 
Charlie Garvin, of Program-ville on the horizontal) with a painting, Prominently displayed was the key 
the Potomac (Washington to the "showing me in bed attired in my to the hotel room, which (it is al- 


literal) has gone in for what it takes red shirt 


and surrounded by 


eged) has been carried around by 
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Mr. Ed Conlon ever since the afore 
said boudoir scene in Seattle. 

Which moves Mr. Garvin to laud 
the picture (not moving, but wall 
variety) as a gift no man should re 
fuse. ‘They make your walls smile 
at you," he offers, as a clincher— 
after going back in memory to one 
of himself in a baseball uniform; to 
another showing him peddling car 
bon paper; ''things that | don't want 
to forget because, remembering 
them, | keep my chin up and re- 
member that the old world has been 
a good place to me.” 

There's a good sales talk in that 
for the retailer who takes pride in 
stocking pictures with a message. 
And the "Message from Garvin’ 
could be displayed, at least in ex 
tract, as an eye-catcher for the 
hesitant. 





CALL A MAGICIAN 


The recent escapades of Modoc 
the circus elephant, along the Wa 
bash valley in the vicinityof Wabash, 
Ind., which were recorded in the 
daily press throughout the country, 
brought the suggestion that the 
owners should have called upon Ed 
Little of Wabash Cabinet Company. 
In addition to selling filing supplies 
and seating people at NSA ban- 
quets, Ed has the uncanny ability of 
making things disappear from before 
one’s face and restoring them ap 
parently from the air. It was thought 
that he might restore Modoc from 
somewhere, but the opportunity was 
lost. We think too slowly. The sug- 
gestion did not crystallize until Mo- 
doc was back in captivity, 600 pounds 
lighter for her brief vacation. Im- 
agine the wear and tear on the beast 
and on the nerves of the people in 
the vicinity that might have been 
prevented had Ed's services been 
utilized. 





PHEASANTS JOIN ZELLER 

AT PHEASANT "WAKE" 

Frank Zeller, of Koch Brothers, 
Des Moines, lowa, was holding a 
wake. A very festive one composed 
of some pheasants shot during the 
open season. The birds were served 
up to a dinner party of his friends 
with all the trimmings. 

In the midst of the festal doings 
a guest glanced out the window to 
see a couple of pheasants which had 
their own ideas of evening up with 
Mr. Zeller. They were feeding in 
his yard, and did he want to do 
anything about it? Both were wild 
birds which evidently knew some 
thing about the law of compensa 
tion. And perhaps also knew that 
Mr. Zeller had his bag limit. 





INSPIRATION 
For All Times 














BENJAMIN FRANKLIN 
1706—1790 


Patriot—statesman—diplomat— 
scientist (greatest of his time) 
—inventor—philosopher—writer 
—philanthropist—journalist— 
printer—wiseman. 





“THE SPIRIT OF '43" 


Some time ago Seymour Conover, 
president of The Seymour Conover 
Company, New York, N. Y., authored 
a bit of inspirational verse under the 
title, ‘‘My Brother's Keeper." It 
made a deep impression on friends, 
business and personal, because of 
its thoughtful treatment of a subject 
of universal significance. He laid 
the poem away but kept the ideas 
in his mind. Conditions of today 
suggested its particular appropriate- 
ness for publication this month under 
the words, ‘The Spirit of '43." 


Am | My Brother's Keeper 
When across the rugged years 

The lines of my life have fallen 
In places so void of tears? 


Am | My Brother's Keeper 
Secure from anxiety and strife 
When hearts and minds are longing 
For the essential things of life? 


Am | My Brother's Keeper 
As success has crowned my ways 
While the efforts of those who 
struggle 
Have fallen on fruitless days? 


Am | My Brother's Keeper 
When by birth | inherit a Mind 
So free from evil incentives 
And a Will that is strong and 
refined? 


Yes, | am My Brother's Keeper 
As we journey the Highways of 


Time, 
To join hands and hearts in the 
Symphony 
Of Brotherhood, Reality's endur 
ing shrine. 
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DICK HEALY RIDES AGAIN AND 
GETS HIS ELK 


President Dick Healy of NSA has 
returned from a session with the 
great open spaces (ceiling unlimited, 
visibility ditto) and got for himself 
a fine elk. According to reliable ad- 
vices from Washington, Dick put in 
ten days in the Rockies, where it was 
anything but springtime, and if you 
asked your guide for a hard-boiled 
egg you waited an hour. Also, says 
this same reliable capital informant, 
it was so cold that said egg, when 
undunked from the kettle, immedi- 
ately became bearded with frost, 
slightly resembling an oldest inhabi- 
tant long time out of hair tonic, but 
also no see um razor long time either. 

Being a stationer in New Mexico, 
says Charlie Garvin (Washington in- 
formant, uncensored) is all to the 
Zane Grey. You look at a sunrise 
from 13,500 feet up in the Truchas 
mountains, and you just know this 
war can't last forever! 





TOM STAGG CATALOGS JOBS 
GALORE ON CLEVER CARD 


When the ''spirit moves'’ in the 
Quaker City, as it does early and 
often these days, Tom Stagg, head 
of the Hoskins Company, is usually 
among those present. Particularly in 
the matter of impressing his jovial 
personality with a business card that 
cannot be included among the "file 
and forget" contributions left at re- 
ception desks. Tom Stagg is not the 
type who gets the banal ‘With re- 
gards to what?" from the hit-and-run 
type of receptionist. And if there 
were any danger, his latest business 
card would probably give that sort 
of greeter chewing-gum trouble. 

Topping the list of duties and hon- 
ors presented on his card is ‘'Vice- 
President, Dealer-Manufacturer Re- 
lations Division, NSA." This, of 
course, is the new office created at 
the recent convention. Next is listed 
"Governor, District No. 3, NSA," 
and under that his regular business 
designation, ‘President of the Hos- 
kins Company." The line under that 
involves maintenance of morale: 
"Head of Lost and Found Depart- 
ment, Hoskins Company." Presum- 
ably this applies to everything from 
pay checks to galoshes. 

Cornerwise, reading left to right, 
Tom Stagg reminds his public that 
he is a ‘Senior Air Raid Warden," 
also that he buys and sells defense 
bonds. 

Philadelphia, city of ivied walls 
and eye-brow lifting at innovation, 
cannot lose Tom Stagg. He is an 
institution, like the Hoskins Company. 














Office Appliances 


INFORMATION SERVICE UNDER THE EMERGENCY 
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TYPEWRITER SALES AND RENTALS SUBJECTED TO 
ANOTHER FREEZE 


On December 5, before resigning his position as price 
administrator, Leon Henderson acted to make avail- 
able to the armed services additional typewriters out 
of the country’s severely limited stocks. 

Explaining that manufacture of typewriters has 
been practically halted by the War Production Board 
and that the heavy demands of the Army and Navy 
must be filled from typewriters now in the hands of 
the trade and of users, Mr. Henderson put into imme- 
diate effect an amendment of OPA’s typewriter ration- 
ing regulation which: 

1. Forbids the sale to civilians of all standard type- 
writers except obsolete models and “stripped” port- 
ables; and 

2. Restricts rentals of non-portable typewriters to 
those made before January 1, 1935. 

Under the ruling (Amendment No. 7 to Ration Order 
4), typewriter sales from December 5 on could be made 
only to members of the trade and to the Procurement 
Division of the Treasury Department—the authorized 
agents for the Army, Navy, and other Government 
agencies essential to the war effort—and to those 
persons authorized to buy typewriters for export. It is 
estimated that about 125,000 typewriters in the hands 
of dealers and manufacturers will be made available 
under the amendment. 

Persons holding typewriter certificates were per- 
mitted to make purchases, providing they did so by 
January 1. Sales of typewriters by persons owning 
only one to buyers for business use also are allowed to 
continue. No restrictions are placed on rentals of used 
portables no matter what the year of manufacture. 
The order does not prevent the transfer of typewriters 
— they are part of a “going” business that is being 
sold. 

The amendment is of a temporary nature and its 
provisions will be incorporated in a complete revision 
of the typewriter rationing order soon to be an- 
nounced. The revised order will provide for various 
contingencies that are not covered in the temporary 
ruling. 

In explaining the need for his action, Mr. Henderson 
said that about 600,000 standard size typewriters have 
been sought for Army and Navy use. This represents 
one in five of the three million made since 1934 and 
before facilities of the typewriter manufacturers were 
turned over to ordnance production. About 190,000 of 
these were in the hands of dealers and manufacturers 
when rationing started March 13, 1942, and about one- 
third of these have been released on rationing certifi- 
cates. 

The number of typewriters made before 1935 esti- 
mated to be in the hands of dealers is about 225,000, 
and it is from this supply that rental needs for 
private business must now be met. 

Obsolete models exempt from the new restrictions 
include those made before 1915, and the following 
makes, some of which were manufactured after 1915: 
Blickensderfer, Oliver, Barlock, Pittsburgh Visible, Fox, 
Harris, Rex, Demountable, Emerson, Fay-Sholes, Ham- 
mond, Sholes Visible, Wellington, Barr-Morse and 
Victor. 

“Strippea” portables, which also are excluded from 
the restrictions, are newly defined and now include 
those which lack two of the following features: tilting 
or folding paper-table, self-starter key, and operator 
touch adjustment. Covered by this definition of 


“stripped” portables are Remington Rand Envoy, Royal 


Companion, Remington Streamliner, Underwood Cor- 
respondent and Corona DeLuxe Comet. There are 
estimated to be about 20,000 “stripped” portables avail- 
able. It is not known how many obsolete standard ma- 
chines are outstanding. 

Instructions have been issued to OPA War Price and 
Rationing Boards not to issue purchase or rental cer- 
tificates for typewriters. Applicants for certificates 
covering typewriters manufactured for special use 
should apply to the headquarters office in Washington, 
D0. 


o 


PRICES REDUCED ON RELEASED PORTABLES 

The retail list price for 17,000 new portable typewrit- 
ers, which were released on December 5 for unrestricted 
sale to the general public, was reduced slightly more 
than ten per cent by the Office of Price Administration. 

The order affects the retail sales of the “Envoy” 
model manufactured by Remington Rand, Inc. This 
model did not fully meet the standards and perform- 
ance requirements for typewriters wanted for use by 
the Federal Government and has been excepted from 
the Treasury Procurement Division’s typewriter pur- 
chase program. Accordingly, the War Production Board 
released the manufacturer’s stock of 10,000 for ration- 
ing by OPA in September. However, Amendment No. 7 
to Revised Rationing Order 4, issued December 5, 
permits the unrestricted sale of these 10,000 machines 
held by the manufacturer, together with all of the esti- 
mated 7000 Envoys in dealers’ stocks, without rationing 
controls. 

The OPA action is contained in Amendment No. 74 to 
Supplementary Regulation No. 14 of the General Maxi- 
mum Price Regulation and is effective at once. All 
sales of new typewriters are under control of the Gen- 
eral Maximum Price Regulation, which establishes 
March, 1942, highest prices as the maximum. 

In the steps taken by OPA, however, a specific dol- 
lars and cents price—$40—is established as the ceiling 
price for the Envoy model, which in March sold at 
varying prices up to as much as the suggested list 
price of $47.50. In arriving at the $40 ceiling, OPA 
took into consideration depreciation factors and com- 
pared the machine with similar models in the same 
price range. Generally the machine is sold by depart- 
ment stores and credit jewelers as a sales “leader.” 

In order to allow the dealers their normal margins, 
the manufacturer indicated to OPA that wholesale 
prices for the model would be reduced from $26.70 to 
$24 and estimated that about forty per cent of the 
stocks to be released would be sold to dealers. 

The production of new portables was stopped com- 
pletely July 31, 1942, and the machines thus released 
are those which have been frozen in the manufac- 
turer’s and dealers’ stocks since the issuance of Gen- 
eral Limitation Order L-54 on March 6, 1942, by the 
War Production Board, halting the sale of new port- 
ables to the public. ; 


o 
SEVERE CUT IN PEN AND PENCIL MANUFACTURE 
ORDERED 


On December 7, the War Production Board ordered 
a cut of approximately sixty-five per cent in the out- 
put of mechanical pencils and fountain pens in 1943 
and a reduction of eighteen per cent in the produc- 
tion of ordinary wood cased pencils. 

In addition, the order prohibits all erasers made of 
crude rubber or reclaimed rubber, and bans all pens 
and pencils used for novelties or distributed for adver- 

(Turn to page 124, please) 
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The Ginke they Dept blind them 


The deft hands and strong hearts of women . . . drafting and riveting, 


wiring and welding, loading and inspecting ... doing men’s work... releasing men to fight. 
























Out of the 632 occupations rated “‘essen- 
tial” to war production, only 57 are consid- 
ered completely outside a woman’s range. 
And from the way half-a-million women 
are taking hold of their war jobs, they may 
reduce that list before the war is over. 

Working shoulder-to-shoulder with them 
in many plants are Mimeograph duplica- 
tors. These versatile machines are speed- 
ing up production paper work... taking 
the kinks out of production control ... 
producing the forms, requisitions, travel 
tickets, engineering change notices that 
guide tens of thousands of parts into mo- 
tors, tanks, bombers. 

A. B. Dick Company, Chicago. 

Like many another essential tool, whether in factory or 
office, Mimeograph duplicators are hard to replace 


these days. Conservation and proper care are in order 
to keep this equipment on the job for the duration. 


he 


FREE GUIDE TO OFFICE CONSERVATION! New booklet, She Also Serves, covers not 
only the use of Mimeograph duplicators but also wartime care of other hard-to-replace 
office equipment and supplies. For free copies, telephone the Mimeograph distributor in 
your community, or write Dept. N-143, A. B. Dick Company, Chicago. 


ae 






DICK COMPANY 


ae Mimeograph duplicator 
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G-W and ‘Troopships of the Skies” 


Certain parts for the famous 
“Commando” two-engined cargo 
plane are now being made by the 
Globe-Wernicke Co., according to 
an announcement by J. S. Sprott, 
president and general manager. 
This plane is the Curtiss C-46 
military transport, produced by 
the Curtiss-Wright Corporation. 

Designed to transport troops, 
field artillery and one or more 
“jeeps” at high speed to critical 
points in widely scattered battle 
zones, the giant “Troopship of the 
Skies” will be made in large num- 
bers for the Army Air Forces. The 
huge size of the new C-46 is em- 
phasized when it is seen along- 
side of the smaller bullet-like 
Warhawk and Kittyhawk fighters. 

The new “Commando” plane is 
an all-metal monoplane with a 
wing spread of 108 feet, has a 
gross weight (loaded) of 50,000 
pounds and is powered with two 
radial engines of a type more 
powerful than any in commercial 
operations. This airliner is much 
larger than any of the transport 
planes now operated by domestic 
airlines. Many important aircraft 
advances are incorporated in the 
C-46 and while details of its per- 
formance are withheld by the War 
Department, Curtiss-Wright en- 
gineers say it has a speed ap- 
proaching'that of a modern multi- 
engined bomber. 


“TROOPSHIPS OF THE SKIES.”—Above 
is a “Commando” twin-engined cargo 
plane in flight, with a smaller fighting 
plane in the back sky. Below, troops are 
standing at attention after leaving a 
Curtiss-Commando (C-46) cargo plane. 
These giants of the air, largest twin- 
engined cargo ships, are being manu- 
factured to shuttle men and materials 
of war to new outposts in the quickest 
possible time. Instead of soft upholstery. 
Curtiss-Commandos have light-weight 
folding seats designed not for comfort, 
but for carrying parachute-equipped 
Its bare framework is 
designed to hold the dead weight of 
artillery, army tractors, trucks, aircraft 
engines, aviation gasoline and many 
other pieces of equipment essential to 
the armed forces. Curtiss-Commandos 
can be converted easily to passenger or 


fighting men. 


air freight service after the war. 


Work of converting the entire 
metal products division of the 
Globe-Wernicke Co. for making 
airplane parts has been underway 
for some time. According to Mr. 
Sprott, Harry C. Anderson has 
been named manager of the air- 
craft division and liaison execu- 
tive between the Curtiss-Wright 
and Globe-Wernicke organiza- 
tions. Crews of local men includ- 
ing technical specialists and fore- 
men have been receiving training 
and instructions at various Cur- 
tiss-Wright plants for several 
weeks. 

Mr. Sprott pointed out that the 
Curtiss-Wright “Commando” will 
make possible invasion operations 
far surpassing in magnitude any- 
thing that the airlines have yet 
attempted. 

The new “Troopship of the 
Skies” is based upon the original 
design of the luxury airliner type 
capable of transporting thirty-six 
passengers and a heavy cargo of 
mail and express. The first of the 
series, originally called the Curtiss 
C-20 and later designated C-46 
when acquired by the U. S. Army 
Air Forces, recently spanned the 
Atlantic Ocean in nine hours and 
forty minutes and is now being 
operated by the British. 

New advances in the design of 
military cargo aircraft of the 
type of the Curtiss C-46—planned 


and built for the purpose of trans- 
porting troops and war equipment 
to America’s greatly expanding 
and already widely scattered war 
fronts—will make it possible to 
carry cargo by air at a cost com- 
parable to that of railway express, 
according to those Curtiss-Wright 
engineers in charge of this proj- 
ect. In fact, they point out that 
such planes presage the operation 
of great fleets of cargo-carrying 
commercial planes after the war. 

Mr. Sprott stated that a several 
hundred thousand square feet of 
floor space in the metal products 
division will be used in the manu- 
facture of airplane parts. The 
manufacture of steel office 
equipment was terminated several 
months ago by order by the Gov- 
ernment. “Our wood and paper 
divisions of the company will not 
be affected,” he said, “as they 
are working overtime to produce 
large quantities of wood business 
equipment for the Army, Navy, 
Air Corps, Maritime Commission 
and many war plants throughout 
the country. These products are 
absolutely indispensable in the 
war effort as neither business nor 
government can operate without 
office equipment to make records 
and preserve them for ready ref- 
erence, as well as the numerous 
accessories that speed up routine.” 
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SEND YOUR TYPEWRITERS 
TO WAR! 


600,000 standard typewriters (made 
since Jan. 1, 1935) are wanted now 
by our Army and our Navy. We manu- 
facturers cannot supply them. ..we’re 
making war materials today, not type- 
writers. They must come from you 
... from. business concerns, schools, 
local governments, and individuals. All 
must help! 

So when a War Production Board 
representative solicits used typewriters 
from you... say Yes’’! And have 
him tell you the many ingenious ways 
which users have already found to 
make 3 typewriters do the work of 4. 




















If you must now 
make 3 typewriters 
do the work of 4 


Naturally it won’t be easy, but it can be done. It means re-sched- 
uling of work, elimination of ‘‘frills,’’ doubling up, and other 
make-shifts. It means harder, more continuous use of every 
typewriter you retain. 





But there’s where we can help! Give usa chance, and we'll 
undertake to keep your L C Smiths running for the duration, 
Skilled mechanics trained for just this work are at your service 
in L. C Smith branch office and dealer cities nearly everywhere. 


The harder the usage, the greater the wear... and the more 
urgent your need for competent periodic inspection, service, 
and repairs. Help your Government... let us help you! 

* + * 
War production entrusted to us is precision work calling for 


craftsmanship of the highest order. . . skill won through years 
of making America’s finest office and portable typewriters. 





LC SMITH & CORONA TYPEWRITERS INC SYRACUSE N Y 


SMITH-CORONA 


OFFICE PORTABLE 
Lypewriter Service 
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fi -| NEW EQUIPMENT, 


HARTER WOODEN CHAIR FOLLOWS STEEL STYLE 

The Harter posture chair, as done in wood by way of 
meeting the universal shortage of steel for non-war 
uses, is illustrated herewith. It is better than a “rea- 
sonable facsimile of the steel chairs bearing this firm 
name, practically all of the standard features, includ- 





HARTER WOOD POSTURE CHAIR 


ing self-fitting adjustments, streamlined base and 
back rest being included. 

The new modern posture chair is offered in flat 
green and flat brown, with leather to match. Anyone 
interested in further details should write to the Harter 
Corporation, Sturgis, Mich. 

Aig sales 
DUPLIFORMS SERVICE EXPANDED 

The Old Town Ribbon & Carbon Company, 750 
Pacific Street, Brooklyn, N. Y., has announced enlarge- 
ment of its Dupli-Forms division to meet the varied 
needs created by war activities and the need of office 
economies and short-cuts. For efficient manifolding 
of practically every type of printed form, Dupli-Forms 
are used in connection with fluid duplicating equip- 
ment. 

Purchase orders, engineer change notices, invoices, 
material requisitions, production records, bulletin- 

















OLD TOWN EXPANDS DUPLICATING SERVICE.—Master forms 

for a multitude of wartime needs are now being provided by 

Old Town Ribbon & Carbon Company's Dupli-Forms division, 
under engineering experis on plant and office systems. 


heads, letterheads and other forms readily occurring 
to the business manager can be handled with this 
equipment. As Old Town points out, record require- 
ments are becoming more and more complex, and it 
is claimed that Dupli-Forms are aiding to a great 


DEVICES AND SUPPLIES [b: 





extent in simplifying multi-copy problems with effi- 
ciency. Because of the growing demand for expert 
counsel, Old Town’s Dupli-Forms division is now 
staffed by systems engineers who can devise layouts 
to meet varied requirements. Dupli-Forms are now 
available to the trade through the country’s leading 


dealers. 
——————-—_—_ 


CARTER’S NEW PAPER CEMENT 

The Carter’s Ink Company, Kendall Square, Boston, 
Mass., has announced a line of paper cement offered 
as a replacement for rubber cement. It is said to have 
characteristics similar to the now not obtainable rub- 
ber cement, such as not wrinkling or cockling even 
thin tissue. Purposely made slow drying, users may 
locate mountings carefully before the adhesive sets for 
a strong, permanent bond. It is particularly recom- 
mended for joining cardboard to cardboard and affix- 
ing metallic paper to cardboard. Excess cement is 
readily removable with a damp cloth. 

The new cement is packaged in gallon, quart, pint 
and four ounce sizes. The smallest size, for desk use, 
is equipped with a screw cap with a brush attached. 
Samples are available from the manufacturer on re- 
quest. 

ee 
STURGIS FEATURES TWO SOLID WOOD 
SWIVEL CHAIRS 

Employing all-maple frame assembly, w:th all joints 
glued and doweled, the Sturgis Posture Chair Com- 
pany is now offering two new swivel chairs of solid 
wood construction. Clever expedients and ingen:ous 
substitutions, withovt any apparent sccrifice of effi- 





WOOD SWIVEL CHAIRS BY STURGIS 


ciency or comfort, have met the problems posed by 
wartime metal shortages. 

The corner blocks reinforcing the frames are both 
glued and screwed in place. Two revolving pieces of 
plywood, between which is sandwiched a special hard- 
fibred disc, impregnated with graphite and paraffin, 
make up the swivel mechanism. Comfort considera- 
tions, in harmony with other Sturgis chair designs, 
have been kept thoroughly in mind, embodying a deep 
saddle, and generously designed form-fitting back. 
Either genuine leather or du Pont Cavalon upholstery 
is available, over curled-hair pads. Several standard 
flat colors are to be offered, as well as oak or walnut 
stain, and there is a wide choice of effects in the 
upholstery material. 

This office cquipment, harking back through war 
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OUR WISH 


May the New Year bring Victory to 
the United Nations and the blessings 
of Peace to all the World. 







OUR PLEDGE 


To do by a customer what that 
customer would do by himself if he 
had our knowledge of the carbon 
paper and typewriter ribbon business 



























MANIFOLD SUPPLIES COMPANY 


hike ait file ‘ 
USA Manufacturers @ Coast-to-Coast Distribution 


Try 
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Identified Ink and Fabric Products Which 
Meet All Possible Office Conditions 


WE CANNOT WIN THE WAR WITHOUT 
TYPEWRITER RIBBONS AND CARBON PAPER 


ee 


Ask your 
PANAMA OF 
BEAVER man 
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necessity to craftsmanship somewhat displaced dur- 
ing “the age of metal,” is manufactured in a new fac- 
tory, with new wood-working machinery, by men, 
many of whom have had a score or more years’ experi- 


ence at their trades. 
—_———o-=- Oo - 


CERTIFICATE OF WAR NECESSITY HOLDER 
The G. J. Aigner Company, 503 South Jefferson 
Street, Chicago, is now offering to stationers a special 
holder for certificates of war necessity, which has 
proven to be a timely producer of sales volume, at a 
popular price. It is made in overall size of 9x6%% 
inches, inside measurements 812x5', with a black 
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AIGNER TICKET HOLDER 


moire board back, turned under edge taping, with suit- 
able eyelets. 

So popular has this item proven that already more 
than 50,000 have been sold through stationers to truck 
operators throughout the country. Orders to those 
holding priorities can be filled within twenty-four 
hours, but because of the demand, other orders require 
about five days to supply. These holders are packed 
fifty to the bundle, and are itemized as G8555 ticket 


holder. 
——9 =o 


GUNLOCKE DESIGNS UNIQUE BALL BEARING 
SWIVEL 
The W. H. Gunlocke Chair Company’s new “Whirl- 
away” ball bearing swivel is said to have eliminated 





GUNLOCKE “WHIRLAWAY” SWIVEL CHAIR 


all non-essential features, yet met every office demand 
for free-action, height-adjustable swivel chairs, with- 
out the use of war materials. 

Chairs with the “Whirlaway” swivel revolve on a 





OFFICE APPLIANCES 


single ball bearing mounted on top of a hard rock 
maple post. This post is permanently set into the base 
and enclosed in a housing whose side thrust bearings 
assure complete rigidity. Permanent lubrication and 
waterproofing prevent binding. Height adjustments 
are made by simply raising or lowering the chair on 
the post, sliding a block into position and tightening 
a thumb screw. No tools are required. 

Gunlocke executives say they expect the “Whirl- 
away” ball bearing swivel to give the same long, con- 
sistent service required of metallic mechanism. Ac- 
cordingly, the company is putting the “Whirlaway” 
on a complete range of swivel models, stenographic 
chairs and deluxe executive chairs. Further details 
are available from the manufacturer, located in Way- 
land, N. Y. 

2 
ALLIED EMPLOYS UNUSUAL INK FORMULA 
IN NEW “ECHO” CARBON PAPER 


The Allied Carbon & Ribbon Manufacturing Corp., 
165 Duane Street, New York City, has brought out a 
line of carbon paper which is said to embody an ink 
formula making possible astonishing wear and sharp- 
ness in outline impression. This black carbon tissue, 
stamped with the brand name “Echo” in silver, is 
eminently marketable from the standpoint of appear- 
ance. The slogan accompanying the brand, “For Per- 
fect Reproductions ECHO is the Answer”, is more than 
casually clever. 

Echo carbon is announced as coming in three 
weights with each weight in three finishes, capable 











ALLIED PRESENTS NEW CARBON PAPER 


of handling every manifolding requirement. The body 
of the new carbon is such that it is considered usable 
with equal success on standard, noiseless and silent 
model typewriters. The package includes a special 
backing sheet with marginal line-spacing table. Sam- 
ples, complete information and prices may be had on 
request to the manufacturers. 
- <> 

NATIONAL’S FLAT OPENING COLUMNAR BOOKS 

The National Blank Book Company, Holyoke, Mass., 
is marketing a new line of “End-Bound” books with 
a number of special features contributing to facility 
in use. Of first importance is flat writing surface in all 
columns. A new arrangement removes all columns 
from the center of the books. This space provides fig- 
uring area for pencil calculations. Numbered lines 
make it easy to record figures across the page in all 
columns. The pages are ruled in soft brown on “eye- 
ease” green paper. 

The new books are 150 pages thick, ruled two to 
thirty-six columns, and are available in the following 
sizes: 95gx1214, 1144x14% and 111%x17!». 
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GLOBE-WERNICKE WOOD FILING EQUIF 
WILL GIVE LONG AND SATISFACTORY SEF 


Globe-Wernicke wood filing equipment is by these Globe-Wernicke filing cabinets. 
designed to meet the war-time needs for They fully meet today’s filing problems. 


greater efficiency and conserve vital ma- GJ]obhe-Wernicke will continue to do every- 
terials for the war. Made of air-seasoned thing possible to supply dealers and their 
wood... properly kiln-dried . + CORNET pualueie “salle dependable office equip- 
selected for uniform qualityand appearance. ent and accessories to speed up war 


work and hasten victory. 











Your customers will appreciate the fine 
quality and dependable service provided Write today for more information and prices. 





“Recruit” . . . wood card index cabi- 
nets .. . made in one and two-drawer 
units . . . for 3x5", 4x6’ and 5x8" 


cards. Finished in medium dark green 





“Recruit” . . . wood transfer cases are 
recommended for storage filing . 
letter and legal sizes. Finished in 
medium dark green 


* 


Globe-Wernicke is the 
world’s largest manufac- 
turer of dependable wood 
filing and office equipment 





* 
“Recruit’’ . . . wood filing cabinets .. . 


made in four-drawer letter and legal 
sizes . . . finished in an attractive shade 
of medium dark green. 


“Defender” .. . wood files are made in 

four-drawer letter and legal sizes . 

finished in beautiful imitation walnut 
. or dark green finishes. 


mm Globe-Wernicke 


BUY MORE ee 
Ol aleriaar-lemmelarie 


*" MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 


* Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions— Special! Stee! 
and Wood Equipment for Libraries, Schools and Public Buildings——Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Stee! Shelving 











WAR BONDS 
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PRONTO BRINGS OUT STURDY FILE 
In line with the War Production Board’s request that 
records be kept at least two years, the demand for 
economical but sturdy filing cases is being met by 
Pronto File Corporation, 349 Broadway, New York, 
with a new “Economy” line. Prontos are built out of 





NEW PRONTO ECONOMY FILE 


275 pound test corrugated board, reinforced on the 
shell and at the four corners of the drawers. 

Built so they may be interlocked into units, and 
stacked high, they are storage space savers, yet light 
and easy to handle. The claim is made by Pronto 
Corporation that for occasional reference they are as 
accessible, and much lower in cost, then heavy steel 
equipment required for active files. 

The Economy line is built in twenty-six stock sizes, 
a typical letter size, No. E210 retailing at $2.25. 

: siailitants 
WELLS NEW “TILT AND SWIVEL” POSTURE CHAIR 

Wells Office Furniture Company, 410-12 South Wells 
Street, Chicago, Il., is offering the trade a new posture 
chair—No. 3606. This chair is adjustable is height of 





WELLS POSTURE CHAIR No. 3606 


seat, in height of back and in the tension of the back. 
It is an all wood chair made of northern grown birch 
and has a comfortable, deep saddled seat. No metals 
are used. As the name “Tilt and Swivel” indicates, this 
chair both reclines and swivels. Stock is on hand for 





OFFICE APPLIANCES 


immediate delivery. Additional information may be 
secured by writing Wells Office Furniture Company at 
the address given above. 

sitet ipl = 


ELLINGSWORTH PRESENTATION FOLDERS 


The Ellingsworth Manufacturing Company, 200 
South Peoria Street, Chicago, Ill., has developed a line 
of expansion covers under the name of Duo-Tang. 
The covers are adaptable to all kinds of loose leaf 
applications and are equipped with three one-piece 
Duo-Tang fasteners for holding papers securely. The 
fasteners have double tongue compression, binding 
sheets firmly, neatly and compactly. 

Made of wear resisting paper, the covers are em- 
bossed in a leather grain finish and are carried in a 
stock of ten colors for standard 11x8'% inch sheet size. 





ELLSWORTH PRESENTATION FOLDER 


Some of the applications for Duo-Tang suggested 
are catalogs, price lists, surveys, proposals, rate books, 
reports, manuals, specifications and sales presenta- 
tions. 

anita 
LINE OF POCKET SIZE GAMES ANNOUNCED BY 
EVAN JOHNSON COMPANY 

The Evan Johnson Company division of the Grand 
Rapids Loose Leaf Binder Company, 10 Logan Street, 
S. W., Grand Rapids, Mich., is marketing a series of 
pocket size games designed primarily for men and 
women in the services and for traveling men. The 
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EVAN JOHNSON COMPANY’S POCKET SIZE GAMES 


line includes cribbage, checkers, rolly-bowly, poker 
dice, victory and gin rummy. Each game is boxed in 
genuine leather. 

The games requiring the use of dice are provided 
with collapsible shakers of leather. In the square crib- 
bage set, the wooden board is jointed to fold in the 
middle and fit into the small leather box containing 
the cribbage pins and cards. The checker board, when 
unfolded, is four times the size of the box. An even 

(New Equipment Section Continued on Page 64) 
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OFFICE BOY: It’s been a long time since 
you asked me to bring you some more 
carbon paper. What do you do... use 
one piece of carbon paper forever? 

MABEL: No, not quite! But I’m using Park 
Avenue—one of the carbon papers the 
Royal Typewriter people make—and I’m 
using it as it’s supposed to be used! 





OFFICE BOY: How do you mean? 


MABEL: Why, I just keep remembering 
that one sheet of Park Avenue can be used 
up to 60 times, clearly and cleanly. No 
sense in throwing Park Avenue away 
after 20 copies or so! Look . . . here's a 
test copy that shows what I mean! 





™ j e ; = -h 


OFFICE BOY: I wouldn’t have believed 
it! It looks like a first copy! How do 
they do it? 

MABEL: Jt seems that they have a special 
process that soaks the ink right down into 
the paper. Deep-inking, they call it. Their 
man told me about it. Then, too, Park 





Laboratory test No. 36092-NY. issued October 6, 1942 


Avenue’s extension edge lets you reverse 
each sheet, top to bottom, so that all areas 
of the paper can be used. 


OFFICE BOY: Smart stuff! No wonder 
you get so much extra work out of 
each sheet of Park Avenue! 
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ROYTYPE o 


Carbon Papers and Ribbons 
made by the 


ROYAL 


TYPEWRITER COMPANY 
Nad 











ParK AVENUE is only one of the out- 
standing carbon papers in the Roytype* 
line. (Royty pe Carbon Papers and Rib- 
bons are the product of Royal Type- 
writer Company.) 

Get your purchasing agent to call in 
your local Royal Typewriter represen- 
tative today. He can quickly show you 
which weight and finish of Roytype 
Carbon Paper exactly fit your every 
typing need. 


The armed forces need typewriters! See how 
many of your standard machines (made 
since Jan. 1. 1935) you can spare. Call your 
nearest Royal Branch—we will buy them 
affix the Government seal, and pay you th 
Government fixed price. 


*Trade-Mark Registered U.S. Pat. Of 
Copyright 1943, Koyai Typewriter Company, Inc 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 600 W. Jackson Blvd., Chicago, and the staff at 

the branch mm charge of G. C. Wheeler at 418 Pershing Square Bidg., Pershing Square, 42nd St. and Park Ave., New 

l'ork, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 
By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades Association of Great Britain and Ireland, 
4 St. Bride Street, London, E. C. 4 


London, November 4, 1942. 


E ARE nearing Armistice Day 1942, and we look 

back to Armistice Day 1918 when we saw the cul- 
mination of British and American cooperation in col- 
laboration with France. It does not seem so very long 
ago. But it makes one wonder to what extent British 
and American cooperation will be carried out after this 
war. Today we have wonderful news of British and 
American cooperation in the occupation of North 
Africa. These operations were timed to a split second 
and the American Army and the British Navy worked 
together as true partners. 

So we visualize a similar partnership in commerce 
after the war. 

In this war we realize the fact that “United we 
stand, divided we fall.” We are inclined to feel and to 
hope that such will be the conditions in commerce. 
We have got to remain united with a larger amount 
of give and take on both sides, particularly in the 
office appliance trade. We are ever mindful that 
America was the parent of this trade. At first the big 
American companies who had so firmly established 
themselves over here were inclined to resent British 
firms, much smaller, who were starting up and trying 
to compete with them. They had begun to look upon 
this as their own market by right. Yet America, of 
course, has no monopoly of the brains of the office 
appliance trade. In fact, it is thought in some quar- 
ters that the typewriter was originally, in its earliest 
history, a British invention. However, we do give 
America all credit for having commercialized the in- 
vention, whosesoever it was. 

It is not for us nowadays, so many years after these 
events have taken place, to haggle over details. But 
an interchange of ideas, by American factories over 
here employing British labor, possibly British fac- 
tories working in collaboration with American factor- 
ies on the other side and making the product of 
British brains for sale in America, can formulate a 
degree of codperation which will assist our trade 


forward. We are going to need this after the war. 
We would also suggest that the American chiefs do 

not try to control their subsidiary companies over 

here too closely. Let their officials over here express 


their thoughts of the markets as they find them here, 
without having their policy too closely controlled by 
America. This system is not too popular over here 
and the people on the spot certainly know best. Why 
not trust them and let them formulate their own 
policy of British business? 

This, in fairness to them, the businesses which they 
control over here, and the very excellent products 
which our friends in the U. S. A. are noted for pro- 
ducing. Let them, instead, realize that we also have 
our point of view and the man who can best absorb 
that and express it is the man right here on the spot. 

Therefore, let us have true collaboration. Appoint 
your representatives over here and then, having ap- 
pointed them, trust them, to the advantage of all 
concerned. 

Furthermore, do not put the barriers too high 
against British goods. This Britain, your ally and 
friend, has a reputation equally as good in its way as 
your own for producing good merchandise. Let your 
public, therefore, buy in true competition, obtaining 
the best value offered in an open market where qual- 
ity counts, quality that is in keeping with price. 

We hope, however, that after the war there will be 
a true sense of collaboration and companionship be- 
tween both countries, so that neither will be the 
cause of an altered policy with the other.—SSE 


Ome 


CANADIAN TYPEWRITER RULES MORE 
RESTRICTED 


The Wartime Prices and Trade Board of Canada has 
tightened restrictions on the sale of used or rebuilt 
non-portable typewriters by independent dealers. Only 
those machines more than ten years old are now ex- 
empt from limitation as to allocations. Previous regu- 
lations have permitted firms independent of the man- 
ufacturer to sell used or rebuilt typewriters to persons 
not included in the priority schedule issued last May 
by the metals administration codrdinator. 

At that time the armed forces and Dominion Gov- 
ernment departments held first place in the priority 

(Turn to page 56, please) 
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IT'S YOUR OPPORTUNITY TO 
SELL MORE FIBERBOARD FILES! 


Few filing departments are equipped to Steel filing cabinets (even if available) and 
handle the mountains of records accumulat- wood files, also are much too expensive for 
ing under wartime regulations. WPB records, this type of storage. Make the perfect low- 
for example, have to be kept for TWO cost recommendation to your customers. 
YEARS! Tell them about... 


Onyord, 


ova 


PAT. OFF 
So strongly constructed, they stack and interlock in 





solid banks, ceiling high . . . so attractively fashioned 
of rich green Fiberboard, they look like steel cabinets 
Supplied in 12 different sizes—for any commonly at twenty paces . . . So sturdy and rugged they'll 
used office form—letter, legal size, invoices, vouch- provide serviceable filing facilities for years .. . 
ers, tabulating cards, etc. Shipped knock-down; Here is wartime merchandise you can get quickly and 
easily and quickly assembled. sell quickly! They are inexpensive and your cus- 


tomers need them NOW! 





OXFORD FILING SUPPLY COMPANY 


Main Office and Plant: 340 MORGAN AVE., BROOKLYN, N. Y. 
Midwestern Plant: 125 S. 8th St., ST. LOUIS, MO. 
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HATTON LEATHER COMPANY TAKES OVER ment can use codperation to better advantage than 
EAGLE-OTTAWA advice, so we cooperate wherever we can.” 

Following a meeting in Chicago, announcement has Charlie Garvin has headed NSA since 1928, and 

been made of the taking over by the Hatton Leather when he went to Washington he established head- 


Company, Grand Haven, Mich., of the Eagle-Ottawa 
Leather Company, which has plants in Grand Haven 
and Whitehall, in the same state. 

Julian B. Hatton, who, with Major E. K. Ellis, formed 
the Hatton company in 1940, was elected president and 
general manager. Other officers are J. C. Hempel, 
Chicago, vice-president; Bruno Peter, treasurer; E. O. 
Harbeck, asst. treasurer; Siegel W. Judd, Grand Rapids, 
member of the law firm of Warner, Norcross and Judd, 
secretary, and Major E. K. Ellis, assistant secretary. 





— 






HARLES P. GARVIN 


quarters simply as an association man, not a “fixer” 

or potential timber for political preference. The axes 

he had to grind were association axes, and his policy, 

from the record, is one of keeping the stone turning. 
oe — 














JULIAN B. HATTON 


The board of directors includes Mr. Hatton and Mr. 
Judd; Harry Kleist, New York City; Otto A. Seyferth, 
president of the West Michigan Steel Foundry Com- 
pany, Muskegon; John L. Lovett, Detroit, general man- 
ager of the Michigan Manufacturers’ Association. 

Mr. Hatton’s identification with the affairs of both 
companies is uf long standing. He took over the presi- 
dency of the Eagle-Ottawa concern after his father, 
William, relinquished that office in 1936. He remained 
at its head until 1939, after which he formed the firm 
bearing his name. Both concerns are expected to 
maintain general policies in line with those governing 
their past operations. 

9 

GARVIN AGAIN HEADS ADVISORY COMMITTEE 

Charles P. Garvin, secretary and general manager 
of the NSA, has been elected chairman for the sixth nena NAMES PRODUCTION MAN.—James M. Eyman has 

. : ene pe aa een named production manager of the advertising depart- 
time of the American Trade Association Executives’ ent of the Louis Melind Company, Chicago. Mr. Eyman has 
advisory committee to the United States Department had wide experience as editor and advertising manager of 
of Commerce. As Mr. Garvin puts it, “This depart- various state newspapers. 
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VISION CARD INDEX CABINETS 


(NEW WOOD CONSTRUCTION) 


AND VISION CARD BOOKS 






A line of Visible Card 
Record Equipment which 
provides a protecting 
transparent edge that is 
firmly attached to a 
pocket of especially tough 
Kraft . . . die-cut to hold 
cards of various sizes... in 
Cabinets and Card Books. 





You are invited to 
request a copy of 
our new 12-page 
illustrated catalog 
and price list. 


ACME VISIBLE RECORDS, INC. °%* ’cuicaco,ntinos 








48 





MEETINGS—CONVENTIONS—DINNERS 





OFFICE EQUIPMENT MANUFACTURERS 
INSTITUTE CONVENES 

Renegotiation of government contracts, the relation 
of office equipment to the war program, and a general 
discussion of industrial problems, were featured at the 
annual meeting of the Office Equipment Manufactur- 
ers Institute, held in the Waldorf-Astoria, New York, 
on December 9. 

The meeting was divided into two sessions; President 
C. E. Hallenborg delivered the president’s address to 
open the convention. General business and election 
of officers followed. Following is the list of officers 
for the ensuing year: President, W. R. Cummings, 
vice-president, Monroe Calculating Machine Company 
Inc.; vice-president and chairman of general executive 
committee, S. C. Allyn, president, National Cash Reg- 
ister Company; vice-president and chairman of the 
sales executive committee, K. M. Henderson, vice- 
president, Ditto, Inc.; treasurer, W. F. Arnold, general 
sales manager, Underwood Elliot Fisher Company; act- 
ing secretary, Miss G. L. Meyer, Office Equipment 
Manufacturers Institute. 


List of Directors 


The following is the board of directors: S. C. Allyn; 
W. H. Wheeler, Jr., president, Pitney-Bowes Postage 
Meter Company; J. L. Stewart, treasurer, Burroughs 
Adding Machine Company; W. D. Caton, vice-presi- 
dent, Standard Register Company; F. W. Nichol, vice- 
president, International Business Machines Corpora- 
tion; K. M. Henderson; Arthur Walsh, executive vice- 
president, Thomas A. Edison, Inc.; C. E. Hallenborg, 
vice-president, Dictaphone Corporation; A. W. Vander- 
hoof, vice-president, Standard Duplicating Machines 
Corporation, and L. C. Stowell, executive vice-presi- 
dent, Underwood Elliott Fisher Company. 

Principal speaker at the morning session was Lt. 
Comdr. E. D. Taylor, Air Navigation Division, Hydro- 
graphic Office, United States Navy. At the afternoon 
session, Lt. Col. Clarence W. Miles, chief, Negotiation 
Section, Price Adjustment Board, War Department; 
and N. G. Burleigh, director of the Service Equipment 
Division, War Production Board, were speakers. Fol- 
lowing their addresses a question and answer forum 
was held. 

Other than the speakers named, the following were 
listed as guests: Arthur Sanders, chief, Office Machin- 
ery section, Service Equipment Division, War Produc- 
tion Board; Lt. Col. Carl M. Bortz, U. S. Army, Pro- 
curement Division; Capt. Norman McLeod, U.S. Army, 
Procurement Division; Paul Gaertner, assistant chief 
under Mr. Sanders; Davis Dudley, of the same branch 
of WPB. 





NEW YORK OFFICE MACHINE DEALERS HOLD 

135TH REGULAR GET-TOGETHER 

A spirited discussion of rental rates for business ma- 
chines, as authorized by the Office of Price Adminis- 
tration was prominently on the program of the 135th 
regular meeting of the Office Machine Dealers Associa- 
tion of New York, held at the Kenmore Hall Hotel, 
early in December. President Nicholas H. Fucci, who 
heads the Business Machine Service Company, Inc., 
New York City, occupied the chair, and introduced 
E. C. Reiger, of the Standard Register Company, who 
demonstrated with still pictures a number of his com- 
pany’s products which are of particular interest under 
wartime conditions. 

Three surprise guests who made brief talks included 
Messrs. W. C. McLeod and W. G. Turquand of the War 
Production Board, and Clarence Bush, national repre- 
sentative of the National Typewriter & Office Machine 
Dealers Association at Washington. 

Mr. MacLeod emphasized the new regulations pro- 

hibiting the sale of typewriters except to manufactur- 
ers, wholesalers and dealers, for export, or to the pro- 
curement department of the U. S. Treasury, excepting 
machines made before 1915, and stripped portable 
models. He indicated that machines made prior to 
1935 might be set aside for a proposed national rental 
pool. 
In the general discussion of rental rates as author- 
ized by the OPA, many dealers called present limits as 
fixed by the OPA entirely too low to maintain the 
dealer in business when he has no other source of 
revenue than rental and servicing charges. Mr. Tur- 
quand of the OPA then suggested that an appeal be 
filed, as provided for in the regulations, but he pointed 
out that such petitions must be filed by individuals, 
based on their personal cost and income data, and not 
by groups or associations. 

Principal officers of the association were re-elected. 


-aoxeesillaiapsill Me 
DAVIDSON DUPLICATING AND FOLDING 
DIVISION GROUP MEETS 

Agents and dealers from throughout the United 
States, Canada and Mexico attended the first general 
convention of the Davidson Manufacturing Corpora- 
tion, duplicating and folding machine division, Decem- 
ber 4 and 5, in Chicago. Sessions were held at the 
Union League Club and at the factory. 

According to Walter Strain, vice-president in charge 
of sales, the meeting obtained a two-fold objective: 
to acquaint agents and dealers with the firm’s part in 
the war effort, and to outline a development program 
for after the war. The factory is working one nine- 
hour shift for six days, and one eleven-hour shift for 





ANNUAL DINNER OF THE OFFICE EQUIPMENT MANUFACTURERS INSTITUTE. HELD IN THE WALDORF-ASTORIA HOTEL, 
NEW YORK, N. Y.. WEDNESDAY EVENING, DECEMBER 9. 
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five days a week. Plant Manager W. W. Davidson, Jr., 
says the factory has more than doubled its capacity, 
with an increase of fifty per cent in floor space. 
As to promotional policies, and the future, Mr. Strain 
discussed the 1943 advertising program in detail; this 
will include national publicity of the duplicating and 
folding machine division beginning this month. Fore- 
seeing war conditions, President W. W. Davidson 
equipped the plant and got into war work many 
months before Pearl Harbor. The convention dinner 
at the Palmer House included agents, dealers, home 
office staff members, and several prominent guests. 


MEET IN 





— 
CHICAGO TYPEWRITER MEN 
EXECUTIVE SESSION 

The regular monthly meeting of the Chicago Type- 
writer Dealers Association, held December 14 at the 
Sherman Hotel, was an executive session restricted to 
members only. R. C. Goldblatt, president of the asso- 
ciation, functioned as chairman. 

The first subject discussed was gas rationing. Then 
extensive consideration was given to the current port- 
able typewriter situation. Mr. Goldblatt outlined the 
provisions of the most recent freeze order and gave 
a list of portable typewriters not released for sale. As 
there were some aspects of the order still not clear, 
Mr. Goldblatt was instructed to secure authentic infor- 
mation from the local office of OPA and report to 
members by way of post cards as soon as possible. 

Another topic of information that was given serious 
consideration was the Typewriter Procurement Pro- 
gram as related to dealers in the Chicago area. Steps 
were taken to increase the participation in the pro- 
gram for dealers. 

Just before adjournment the problem of proper ad- 
vertising in the Chicago Classified Telephone Direc- 
tory was brought up for discussion. Mr. Goldblatt was 
authorized to confer with the publishers of the direc- 
tory in the matter of acceptable advertising. 

solely Ascigeiadillitatat ics Ss 
NEW YORK OFFICE APPLIANCE MEN ELECT 

The annual dinner and election of officers of the 
New York Office Appliance Managers Association was 
held in the Canadian Club, Waldorf-Astoria Hotel, on 
Friday, December 11. Lt. Col. Robert M. Shaw of the 
U. S. Army Signal Corps, and George C. Wheeler, of 
OFFICE APPLIANCES, were guests. 

Following is the list of officers for 1943: president, 
H. O. Whipple, National Cash Register Company; vice- 


OFFICE APPLIANCES 


president, L. B. Flaws, International Business Machines 
Corporation; secretary-treasurer, E. E. Mathews, Ad- 
dressograph-Multigraph Company; directors, A. L. 


Dunphy of Ditto Sales and Service, and H. L. Maley, 
American Sales Book Company. 

The usual annual meeting at which this organiza- 
tion honors its head salesmen during January is to be 
dispensed with this year. 

aseseusiciipiiaiilnialii 





PHILADELPHIA STATIONERS “GO TO TOWN.”—When Tom 
Stagg called for sweetness and light at the thirty-seventh 
annual banquet of the Philadelphia Stationers Association, 
the “gentlemen of the ensemble” disclosed talent galore— 
but, yes, no adagio dancers. Jim McCabe's rendition of “This 
Is the Army, Mr. Stagg,” would have wrung a C gasoline 
ration book from any Washington factotum of OPA. Seated 
left to right are T. Chase, A. Pomerantz & Company; J. Harte, 
Yeo & Lukens: J. Hamilton, A. Pomerantz & Company; J. 
McCabe, Hoskins, Inc.; F. Malloch, William F. Murphy Sons 
Company, and E. Le Gasse, Victor Safe & Equipment Com- 
pany. Standing, left to right: N. Brown, J. MacGrann and 
G. Dilg, all of A. Pomerantz & Company; J. Simons and Wil- 
liam Ebert, both of William F. Murphy’s Sons Company, and 
N. Grass, Eagle Pencil Company. 
initial UMM i ti 
WINNIPEG STATIONERS ELECT 

The Stationers’ Association of Winnipeg held its 
twelfth annual meeting on Tuesday, December 8, when 
the following officers were elected: 

President, D. A. Riley, Commercial Stationers & 





ANNUAL DINNER OF THE NEW YORK OFFICE APPLIANCE MANAGERS ASSOCIATION, WALDORF-AS- 
TORIA HOTEL, NEW YORK, N. Y., DECEMBER 11, 1942.—Starting with the man in uniform and going coun- 
ter-clockwise around the table: Lt. Col. Robert M. Shaw, U. S. Army Signal Corps; C. C. Woosley, Yawman and 
Erbe Mig. Co.; P. A. Bennett, A. B. Dick Co.; E. J. Ferris, Addressograph-Multigraph Corp.; W. B. O’Donnell, Inter- 
national Business Machines Corp.; J. A. Noonan, Kee Lox Mig. Co.; L. M. Bonnewell, Todd Co.; F. A. Greis, 
Underwood Elliott Fisher Co.; A. J. Zonnevylle, Monroe Calculating Machine Co.; W. C. Raftery, Addresso- 
graph-Multigraph Corp.; A. L. Dunphy, Ditto Sales & Service; E. A. McKay, American Sales Book Co.; E. E. 
Matthews, Addressograph-Multigraph Corp.; H. L. Maley, Remington Rand, Inc.; H. O. Whipple, National Cash 
Register Co.; Caro] Lytle, Dictaphone Corp.; L. B. Flaws, International Business Machines Corp., and G. C. 
Wheeler, Office Appliances. 
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Office Supply Company; secretary, C. Vernon Nobbs, 
The Luckett Loose Leaf, Ltd.; treasurer, F. J. Dool, 
G. R. Bradley & Company, Ltd.; auditor, J. H. Francis, 
Reliance Ink Company, Ltd. 

Mr. James Irvine, on behalf of the members, pre- 
sented to the retiring president, Mr. Francis, a serving 
tray in appreciation of his work during the past year. 
Mr. Francis in turn responded with a short speech 
thanking the association for its kindness and support. 

——-—_o—~—te 

MICHIGAN STATIONERS TO MEET JANUARY 20 

Robert T. Ball, Ball and Thrasher, Ann Arbor, Mich.., 
advises that the Stationers’ Club of Michigan is to hold 
its first meeting of the New Year at the Hotel Olds, 
Lansing, Mich. Mr. Ball, who is president of the or- 
ganization, asks that every member be present for a 
round table discussion of the many problems confront- 
ing the trade today. 

at ee 
CHICO TO HOLD ANNUAL POW-WOW JANUARY I1 

On Monday night, January 11, the Chico Stationers 
will hold their annual party at the Swedish Club of 
Chicago. As might be expected, a smorgasbord dinner 
will be the feature. The Swedish Club is noted for 
its cuisine. Tickets will be $4 each and Chico guar- 
antees nobody will depart hungry, or even approxi- 
mately short of rations. 

—co—<€§€8--—__— 
ILLINOIS RIBBON AND CARBON 
ELECT EXECUTIVE STAFF 

At the annual meeting of the Illinois Inked Ribbon 
& Carbon Paper Association held in the Atlantic Hotel, 
Chicago, on December 14, the officers who served dur- 
ing 1942 were re-elected for 1943. Thus the staff con- 
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tinues as follows: E. D. (Ed.) Roberts, president of 


E. D. Roberts & Company, president; Harry Braham, 
Chicago branch manager for the Old Town Ribbon & 
Carbon Company, vice-president; and C. J. Walther, 
Allen Paper Company, secretary. The directors who 
will carry on next year are Harold Quest, Quest Manu- 
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facturing Company; Leonard D. (Len) Kenney, Leo- 
nard D. Kenney & Company; and Charles Windsor, 
Robert S. Leete & Company. All of the officials are 
located in Chicago. 


tne Cee 
HY LINDEN HEADS GREAT LAKES TRAVELERS 
At the annual election of the Great Lakes Travelers 
Club held December 18 at the Hotel Sherman, Chicago, 
Hy Linden of Ace Fastener Corporation, who was first 
vice-president in 1942, was elected to the office of 
president. Other officers include Bill Cox, Carter’s 
Ink Company, first vice-president; Bill Boyd, Acco 
Products, Inc., second vice-president; Arthur A. Frey, 





NEW EXECUTIVES OF THE GREAT LAKES TRAVELERS 
CLUB.—Left to right: Duncan Conklin, Boorum & Pease Com- 
pany, treasurer; Bill Cox, Carter’s Ink Company, first vice- 
president; Bill Boyd, Acco Products, Inc., second vice-president; 
Hy Linden, Ace Fastener Corporation, president,’ and Earl 
Collins, Rockwell-Barnes Company, secretary. Arthur Frey. 
The Globe-Wernicke Co., third vice-president, was unable 
to be present. 


The Globe-Wernicke Co., third vice-president; Duncan 
Conklin, Boorum & Pease Company, treasurer; Earl 
Collins, Rockwell-Barnes Company, secretary. Al- 
though the voting was by secret ballot without nom- 
inations, Mr. Collins was re-elected unanimously. All 
other officers are new. Mr. Linden has long been 
active in affairs of the club. It was in consideration 
of his liberal participation in association affairs that 
led the members to select him for the highest office 
at a meeting that was the largest in attendance of 


the year. 
—<—>e —- 


ROCKWELL-BARNES ANNUAL CHRISTMAS PARTY 

All employees of Rockwell-Barnes Company, Chi- 
cago, were the guests of the management at the an- 
nual Christmas party, held at the plant on Friday 
afternoon, December 18. Genial “little’’ Ed Conlon, who 
can always be depended upon to put over an affair 
like this with a bang, was master of ceremonies. Re- 
freshments were served and an afternoon of real get- 
together fun was enjoyed by everyone. The program 
included community singing, square dances, a grab- 
bag, a door prize of a twenty-five dollar war bond, and 
the distribution of Christmas checks. One of the fea- 
tures of the afternoon was the announcement of 100 
per cent employee codperation in the ten per cent or 
more payroll allotment plan for the purchase of war 
bonds and stamps, and the presentation of the ten 
per cent banner. Needless to add, a good time was 
had by all. 


——— eee 
UTILITY EMPLOYEES HEAR GOOD NEWS AT 
ANNUAL PARTY 

The sixth annual dinner of the Utility Supply Com- 
pany Social and Athletic Club was held in the Mural 
Room of the Bismarck Hotel, Chicago, Thursday eve- 
ning, December 17. Sol Preise, president of the organ- 
ization, functioned as chairman of the event. Attend- 
ance reached the figure of 110. 

The most important item in the program of the 
evening was the announcement by M. E. Wolf, presi- 
dent of the Utility Supply Company, that the firm’s 
1942 contribution to the Utility Savings and Profit 
Sharing Plan would equal twenty per cent of each 
employee-member’s annual income. The plan has been 
in operation four years. The first two, the company 
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HERE’S WHY YOUR CUSTOMERS WILL 
PREFER THE “Y and E” Conservator 
WOOD FILE 




































The “Y E” 


features that for so many years made the original 


and Conservator contains many 





“Y and E” Wood Files the standard of compari- 
son. Thousands of these files are still giving 
dependable service today in offices all over the 
country. 

“Conservator” Filing Cabinets are built in 
our own factory—not bought from miscellaneous 
builders. Drawers operate quietly and with re- 
markable ease on sturdy wood slides on four 
fixed and two floating hard fiber rollers. Main 
rollers operate on wear-resisting steel strips. Side 
arms do not fall down when drawer is removed, 
as is the case with many side arm suspensions. 

Drawers extend fully, giving 25 inches of 
accessible filing space. All cross members are 
dovetailed into vertical members to insure rigid 
framework and prevent sagging or weaving. 
Reinforced construction assures long life under 
heavy duty operation. 

Plastic drawer pulls, label holders and guide 
extensions, rod knobs always maintain their 
finish. Available in four-drawer letter and legal 
sizes. Intermember with Steel Files. Standard 


olive green finish. 





"yY AND E” WOOD TRANSFER 
CASE HAS EXTRA STRENGTH 


The quality we have built into these cases has made a big hit 
with dealers and users alike. Exclusive miter-lock construction 
of corners on front and back frames makes it rigid and eliminates 
weaving. Case can be stacked evenly and safely. Rodent-proof, 
high quality hardboard paneling protects contents. Drawers can 
be extended full length without danger of spilling contente. 


Available in letter and legal sizes. Send for Folder. 


““FOREMOST FOR MORE THAN SIXTY YEARS” 


YAWMAN AD ERBE MFG.(C. 


1015 JAY STREET © ROCHESTER, N. Y. 
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TAYLOR WOOD SCREW SWIVEL WITH BACK ADJUSTMENT FOR 























BACK PITCH ADJUSTMENT 
By means of this convenient 
and accessible hand wheel the 
back can be easily pitched back 
or forward at the proper angle 
to suit the individual user 


EXTREME FLEXIBILITY 
ADJUSTABLE TO 
EVERY POSITION 


The dotted lines above show 
the extreme flexibility of the 
TAYLOR Typewriter Chair 
equipped with the Wood Screw 
Swivel. Seat can easily be 
raised or lowered. Back can 
also be pitched to correct pos 
ture tor slender or plump oper 
ator. The back rest can be 
raised or lowered for tall or 
short operator. At the top the 
back support follows the mo 
tion of the body, always pre- 
plump or slender, for correct posture serving the natural comfort 
Eliminates pressure or pinching which able angle. whether the oper 
cause strain and fatigue ator leans back or sits erect 


Provides every adjustment for correct posture and complete comfort 


A distinct contribution to the war effort is represented by the new TAYLOR 
conserves 


BACK REST ADJUSTMENT 

Back rest can be raised or lowered to 
give proper support and comfort. Makes 
the chair ft any operator, short or tall, 





(PAT. PENDING) 


Wood Screw Swivel for Typewriter Chairs. First because it 
critical war materials and, equally important, because it provides the correct 
posture and comfort that lessen fatigue and increase working capacity, 
now so important in these days of all-out war effort. 

Besides the convenient screw adjustment to raise and lower the seat the 
TAYLOR Wood Screw Swivel provides every other adjustment needed to 
fit the chair to the individual operator and to meet every correct posture 





No. 8850%W requirement. 

Already the demand for these Typewriter Chairs far outruns our pro- 
duction facilities and we can make them available to you only on high 
priorities—at least above A-la. Be sure that priorities accompany your 


orders, which will be filled in order of priority precedence. 


Write for Descriptive Folder 


The‘Taylor Chair Company 








No. 984514W 
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contributed five per cent to the fund. Last year it 
was ten per cent. Doubling the figure this year was 
mighty welcome news to all Utility employees involved 
in the plan. Mr. Wolf also announced that the money 
would be invested in war bonds. 

Following dinner, the assembly was entertained by 
some opera starlets. Then came the award of a $10.00 


merchandise certificate to each one present, regardless 


of position with the company. The rest of the evening 
was devoted to ball room dancing. 

The Utility Supply Company operates the Utility 
Stationery Stores in the Chicago Loop as a subsidiary, 
and sponsors the Utility Employees Social and Athletic 
Club as well as the Utility Savings and Profit Sharing 
Plan, open to employees after two years of service. 

wiininlp inanimate aces ae 


SEVENTY-FIVE ATTEND GREAT LAKES 
TRAVELERS’ CHRISTMAS PARTY 


On Monday, December 21, members of the Great 
Lakes Travelers Club and their dealer guests began 
arriving at the Sherman Hotel, Chicago, about noon 
for the annual Christmas party. Within an hour sev- 
enty-five were present. Each had brought a fifty cent 
toy as a gift for an orphan at the Illinois Orphans 
Home, which is headed by Harry Bates of Carter’s 
Ink Company Chicago office. 

During the turkey dinner music was provided by two 
entertainers, a man and a woman, who played double 
at the piano, led in general singing, etc. Carl Kaufman 
responded to the urgings of Karl Kiesel by doing his 
spoon tapping stunt to piano accompaniment. Then a 
group of celebrities, including Harry Balch, Hy Linden, 
Dick Gingland, Karl Kiesel, Ray Eichenlaub, Bill Boyd, 
Bill Lipner and Ham Kendrick, started to sing the Star 
Spangled Banner, but their voices were not good 
enough to carry the tune. They succeeded in getting 
everybody to stand up, though. 

Following introduction of the 1943 officers—Hy Lin- 
den, Ace Fastener Company, president; Bill Cox, Car- 
ter’s Ink Company, first vice-president; Bill Boyd, 
Acco Products, Inc., second vice-president; Duncan 
Conklin, Boorum & Pease Company, treasurer, and 
Earl Collins, Rockwell-Barnes Company, secretary—Ed 
Conlon of Rockwell-Barnes asked for donations to the 
Army & Navy Relief Fund. He indicated that he 
wanted no money that would make a noise when it 
landed on the tray to be passed. His appeal was 
effective, because the total collected was $77, a little 
better than a dollar per person present. 





SPEEDY REFERENCE INDEX FOR THE GEORGIA POWER 
COMPANY.—Pictured here is the customer record of the 
Georgia Power Company at Atlanta, Ga., indexed for top- 
speed reference. A Shaw-Walker Space-Saver Expandex was 
sold and installed under the direction of E. T. Downham, 
Shaw-Walker branch manager in Atlanta. He points out that 
reference is practically instantaneous, even when untrained 
clerks work on the cards, because of the simplicity of the 
indexing. 
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Typewriters for 





ICTORY 





Such are the typewriters you are purchasing 
and reconditioning for Uncle Sam and the typewriters 


you are servicing for industry ... 


For typewriters are weapons of war, the 
foundation of the entire communications system. 
Should one of the typewriters you recondition break 
down at the wrong time, an urgent communication 
could be delayed; and that delay—in modern, split- 
second warfare—might mean a lost battle, lost lives 


or even a lost war! 


Give these typewriters your best, Mr. Dealer, 
—the best of workmanship, materials and supplies. 


That is how you can help win this war! 


















A sure guarantee 
of high quality is 
to buy your pla- 
tens, parts and 
supplies; from 
American Writ- 
ing Machine 

Stores. Ask, too, 
how you can get 
our new 513 
page Catalog of 
Typewriter 
Parts absolute- 
ly free! 





AMERICAN 


WRITING MACHINE STORES 


DIVISION OF REMINGTON RAND INC. 
115 Worth St. New York City 
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FOLDING CHAIRS 


Stock for Prompt Delivery 





* 
Solid Hardwood 
Construction 
° 


Clear Varnish Finish 
(Two coats) 


« 
Easy, quiet folding 
* 


Flat-Folding 
Flat-Stacking 


. 
Will not Tip 





No Sharp Edges 
’ ® 
ATTRACTIVELY PRICED 
Here is a quality chair that belies its low price. Total 
height 3214”; seat height 17”; seat size 1314” x 14”. 
Packed 6 to bundle, shipping weight 54 Ibs. 





wood 


CARD CABINETS 





\ Check These Features — 


3 Sizes—Double Drawers Only—3x5, 4x6, 5x8. 

Sturdily constructed—drawers equipped with follower 
block. 

Metal card holders and pull. 

Each size cabinet may be stacked. 

Oak office or School brown finish. 

Green or Walnut finish. 


Write, wire or telephone for details. 


LOU FARBER 


ANUFACTURER’S REPRESENTATIVE 

30 E. Congress St. Tel. Webster 3217 
CHICAGO 

TABLES, CHAIRS, 





DESKS, FILES 
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CANADIAN TYPEWRITER RULES RESTRICTED 
(Continued from page 44) 
scale, war industries coming second. A third class for 
certain civilian users was subsequently eliminated. 
Under the new amendment, on used or rebuilt non- 
portable machines, permission of the director is re- 
quired for sale. Typewriters more than ten years old 
may be sold without restriction. The sales quota on 
new, used and rebuilt machines, for manufacturers 
and independent dealers, has been set at sixty-five 
per cent of unit sales in 1941. Under the new order, 
portables selling retail at $50 or less are not included 
in this quota.—RC 
oe / ——___— 


CANADIAN NEWS NOTES 





By S. J. Ludington 





A thoroughgoing survey is under way at the instance 
of the Dominion Government, in order to ascertain 
from all its offices throughout Canada the location 
and quantity of surplus office furniture available to 
outfit new offices or replace worn-out equipment. 

Col. John Thompson, director of the recently cre- 
ated Government Offices Economy Control, guided this 
move, which is being carried out with the assistance 
of some forty branch officials, appointed by their de- 
partmental chiefs. It is conservatively estimated that 
at least $1,000,000 a year will be saved by the survey, 
in the cost of office equipment and supplies. 

According to Col. Thompson, the expense of furnish- 
ing Government offices has risen from a peacetime 
annual average of $100,000 to a current $1,000,000. 
The new listing of equipment resources includes paper, 
unnecessary typewriters, desks, chairs, filing cabinets 
and all types of office machines. 

Classes for the training of stenographers of the 
Dominion Civil Service have been opened by the com- 
mission at Renfew, Smith’s Falls and Brockville, Ont. 
The Government will pay a subsistence allowance to 
girls who take the four months course, leading to 
positions as Grade 1 and Grade 2 stenographers in 
Ottawa. As in the United States, an acute shortage 
of this type of employee necessitated the move. 

* * * 


The Wartime Prices and Trade Board of Canada 


- recently informed the Board of Control at Toronto, 


that the general policy covering office appliances for- 
bids release to civic governments. This statement was 
evoked by the proposal of the Toronto City Council 
to install central accounting in the city hall, at an 
initial cost of $19,000 for six machines. 

* oe oa 

Damage to the extent of several hundreds of thou- 
sands of dollars was suffered by the Multigraph Sales 
Agency, Catherine Street, North, because of fire. 
Equipment of the store, as well as stock and supplies 
of Multigraphs was a total loss. 

* a * 

Students in commercial courses in Ontario collegiate 
and vocational schools are being urged to continue 
their courses to completion, even though there is a 
wide demand for their services at present. Instruc- 
tors contend that the better the education, the better 
the position available on graduation. In depression 
times, courses in the larger schools covered three 
years, which rule still obtains, and in some instances 
a four year course is offered. This latter carries with 
it, on completion, a Middle School certificate. 

* * * 

Rainbow's Book Store, office stationers of St. 
Thomas, Ont., is celebrating its eightieth year in that 
city. 


Women are now being included in both the mem- 
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Looking ahead we see America triumphant. 


We see busy cities, prosperous farmlands and better living for all 
through scientific, industrial and economic progress. We see the shar- 
ing of American freedom with peoples now oppressed by dictators. 


But immediately ahead we see suffering. 


sacrifice and the mobilization of every 
e e Ww resource to insure the victory that always 


has been and must remain America’s 
birthright. 


I) r e a m There is no “letting up” for American in- 


dustry this year as in former holiday sea- 

sons. Old Town’s pause in production is 
a short one — our season’s greeting to Old Town distributors a 
two-fold pledge... 


for the inspired devotion of Old Town facilities to aid you in giving 
speedy, effective service to the industries of today’s America at 
war... 


for the continuance of Old Town’s leadership in research so that 
you may be strong in your contribution to tomorrow’s America 


Town 


RIBBON & CARBON CO.uwe. 
750 PACIFIC STREET, BROOKLYN, N. Y. 






















ae \ 
be ~ 


‘This Background of Experience 


Now that we ask maximum performance of all facilities engaged in 
our efforts to preserve freedom, there is even more reason for us to let 
experience be a deciding factor. e In today’s business headquarters... 
especially in long established offices ... there is magnificent proof of 
what GF engineering and craftsmanship has done and can do. The 
urgency of war has diverted materials to be sure, but the skill and crafts- 
manship is not affected. It was rather tumed to the vital needs of war 
by translating long experience into efficient and modem office equip- 
ment... made of non-vital materials. e Metal has gone to war. But GF 


wood desks, files and tables are also in the war... doing a traditionally 






good job because there is the background of successful experience. 





GENERAMFIREPROOFING 


* WOOD FILES « DESKS + TABLES 
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The burden of Wartime 
Desk Work is made 


easier—with 


Veale 
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CHAIR IRONS 


Today, at Bolens, every man, every machine, every pound of metal 
is dedicated to one purpose—speeding up the production of war 


materials. 


Bolens Chair Irons, and the new comfort and working 


efficiency they bring to Office Workers, must wait for the day 


of Victory. 


Meanwhile, BOLENS SYNCRO. 
TILT CHAIR IRONS, already in 
thousands of offices in war plants 
and government departments are 
doing their own wartime task 
well . . . Helping millions of 
office workers to body-bracing 
comfort in the long hours of desk 
work so essential to keep war 
production running smoothly. 


Bolens ‘Com fort-Engineering” 
has gone to war. But continuing 
research and experiment towards 
the day of Peace will make 
BOLENS CHAIR IRONS better 
than ever. Remember that, when 
we're again free to rebuild a 


peaceful world. 


BOLE PRODUCTS COMPANY 


Port Washington 
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bership and the committees of the Junior Stationers’ 


| Guild of Canada, which meets in Toronto. A large 


number have joined during the past two months. 
* x ~ 


The fall meeting of the Stationers’ Association was 


| held in Hamilton, Ont., recently and J. S. Luckett, Sr., 





Luckett Loose Leaf Ltd., and Fred Smart, secretary- 
manager, Stationers’ Guild of Canada, were made 
honorary members of the Hamilton organization. Alex. 
Naismith of Buntin Gillies, Ltd., wholesale stationer, 
the new president, will be assisted by W. Jones of 
Victor Smith Company, as secretary; Justin O’dowd, 
of O’dowd & Company, treasurer, and H. P. Nichols 
of H. P. Nichols & Son, director. 

Fred Smart addressed the gathering, which was at- 
tended by stationers from nearby cities, taking as his 
subject the matter of customers’ priorities. Mr. Luckett 
also gave information on this pertinent topic. 

” > * 

Ellis H. Morrow, member of the faculty of the De- 
partment of Commerce, University of British Colum- 
bia, well known as a writer on subjects pertaining to 
the stationery industry, is recovering from a serious 
illness. 

- * a 

In order to conserve vital materials, the Adminis- 
trator of Sundry Items, Wartime Prices and Trade 
Board, has restricted Canadian ink manufacturers to 
production of inks in red, green, black, blue-black, 
blue and washable blue. Container sizes authorized 
are 2 oz., 16 oz., 32 oz. and 128 oz., but a manufacturer 
customarily using Imperial measure in bottling may 
use containers of 20 oz., 40 oz. and 160 oz. size (Im- 
perial) as well as the 16, 32 and 128 oz. sizes mentioned. 

+ > OK 

For many years prominent and highly esteemed in 
the wholesale stationery business in Toronto, Ont., A. 
Roy MacDougall, president of the firm that bears his 
name, died recently at his home in that city. Prior 
to coming to Toronto, he was in business in Halifax 
and Truro, N. S. Mr. MacDougall, who lived at 137 
Highbourne Road, was a life member of the Empire 
Club and a member of the Masonic Shrine and Eaton 
Memorial Church. Surviving are his wife; a daughter, 
Rosa H. MacDougall, and a sister, Mrs. J. E. Davies 
of Medicine Hat, Alta. 

cm * 

William Edward Earle, one of the most prominent 
office stationers in eastern Canada, died recently at 
his home, 61 Lancaster Avenue, West, St. John, N. B., 
following a serious illness incurred ten months ago. 


| Born in Lindsay, Ont., he was educated at public 


schools there and prepared to enter the University of 
Toronto when the Robertson Publishing Company, 
offered him a position. In 1886 he opened a stationery 
store in St. John for the company, later taking it 
over as his own business. He had branches in prac- 
tically every continent in the world. He was prepar- 
ing to expand the business in the Far East when 
war broke out. 
om * * 

Robert W. Partridge, stationer of Vancouver, B. C., 
who died a few weeks ago, left an estate of $18,406 
according to his will just filed for probate in the Su- 
preme Court. The estate was left to his brother, 
Charles Henry Partridge of Toronto. 

~ A * 

The British stationery trade is advocating that fel- 
low members in the armies of Canada and the United 
States now in England be encouraged to contact mem- 
bers of the trade in the British Isles. It is believed 
that many fine social contacts will be made as well 
as much valuable information obtained and ex- 
changed. 

* + * 

Wholesale and retail office stationery firms through- 

out Canada report a serious shortage of help. In many 
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‘“‘Facts Speak Plainer Than Words’’ 


A GOAT had strayed from the herd, and the 
Goatherd was trying all he could to bring him 
back to his companions. When by calling and 
whistling he could make no impression on him, 
at last, taking up a stone, he struck the Goat on 
the horn and broke it. Alarmed at what he had 
done, he besought the Goat not to tell his master; 
but he replied, “O most foolish of Goatherds! my 
horn will tell the story, though I should not utter 
a word.” Facts speak plainer than words. AESOP 


T aLKIne about Imperial filing supplies 
is always a source of genuine pleasure. It 
naturally would be to those of us who have 
striven diligently to give them their high 
standard of quality. Yet... . we are fully 
aware that dealer approval is not based on 


what we say but rather on performance. 
Imperial filing supplies reflect those out- 
standing qualities which are only truly rec- 
ognized through use. Hundreds of loyal 
dealers bear testimony to this truth. 

Yes ... . “facts do speak plainer than 
words” and even during this period of all- 
out war, we are holding fast to our ideal of 
Imperial quality. 


my erial 
Mitheta Cornipenrey 


F OmesS TF P A RK K 
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tills and Ssdiatal 
Swivel Chairs by MICHIGAN DESK CO. 


DURABLY BUILT FOR COMFORT AND 
HARMONY OF DESIGN IN FINE OFFICES 








No. C128U Posture 


No. C222 without arms No. €224 Executive 


66 3? 
Michigan ei are pow offered these three 


patterns in swivel chairs with companion straight leg chairs to match. 
The chairs are made of Elm and finished in Oakolor, Walnut or Mahog- 
any finish. Pedestals are fitted with removable foot blocks for which 
casters can be substituted later when available. On priority orders. 
casters can be furnished now. Seat height is adjustable from 17 to 181% 
inches. The posture chair is furnished all wood or with upholstered seat 
and back, and its back rest is adjustable both horizontally and vertically. 
Swivels of all these chairs are made of a combination of maple and fibre 
discs impregnated with graphite, assuring noiseless movement without 
lubrication. You will find “Michigan” Chairs of rigid. durable construc- 
tion and of excellent quality, priced to sell profitably and bring repeat 


business. 


MICHIGAN DESH COMPANY 


GRAND RAPIDS, MICHIGAN 
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cases traveling salesmen have been asked by the man- 
agement to check up carefully on the stocks of the 
stores they visit, as so many of the inexperienced 
clerks innocently overlook such things as checking 
stocks, studying priorities, allocations, etc. 

* * * 


Hugh F. Young, has been appointed a vice-president 
and assistant general manager of the Copp Clark 
Company, Ltd., wholesale and manufacturing station- 
er of Toronto, Ont. Mr. Young, who is a very popular 
official, joined the firm’s staff in 1905. 


* * * 


A. J. Fraser, a valued executive of the Columbia 
Ribbon & Carbon Manufacturing Company, New York 
City, who is a native of Halifax, N. S., recently visited 
his native city, a yearly habit which he established 
twenty-one years ago. 

a * x 

Plummer & Company, Saint John, N. B., has sus- 
pended business for the duration owing to the scarcity 
of materials used in the staionery manufacturing 
business. 

* ca oe 

The Hay Stationery Company, London, Ont., has 
purchased a large building on Richmond Street, that 
city, formerly occupied by the once widely circulated 
London Advertiser, and is having it altered to handle 
an expanding office stationery business. 

* + * 


During the past season, Victor Lewis, wholesale sta- 
tioner executive with the firm of Lewis & Nugent, 
Moncton, N. B., was busy pitching in the New Bruns- 
wick provincial baseball championship series with the 
Moncton team. Though his team was not the winner, 
it gave its rival a real fight every inch of the way. 

—_———_- 


FEATURE OFFICE WARES AT SEATTLE SHOW 


Stationery and office equipment houses of Seattle 
were prominently represented at the Thirteenth An- 
nual Advertisers’ Exhibit, held by the Washington State 
Purchasing agents in the Chamber of Commerce 
building. 

In addition to stationery and supply staples, office 
machines especially useful under wartime conditions 
were featured by a number of leading firms. Manning 
the Monroe Calculating Machine Company setup were 
Howard E. Dunlap and Walt Clifford. A. L. Tredway 
had charge of the Trick & Murray display, represent- 
ing one of Seattle’s largest businesses in this field. 
Northwest Envelope Manufacturing Company promo- 
tion was handled by Frank R. English and H. C. 
Grantz. 
Hall and J. P. Brondello officiated. 

Rod Newton presided over the exhibit of the R. & M. 
Ribbon & Carbon Company, specializing in typewriter 
supplies. 
were General Pencil Company, Marshall Wiley: 
Wayne M. Haines Company, Mr. Haines; Desk Ex- 
change, Arthur M. Hansen and Alvin Western. 

Winners of special awards in various contests in- 
cluded James Springford, Columbia Valley Lumber 
Company, Bellingham, Wash., and Mrs. 
McKenzie, who won pencils and a chair cushion, re- 
spectively. Dean Vernon McKenzie, of the University 
of Washington department of journalism, was the 
principal speaker on Advertisers’ Night. His topic was 
“The United War Effort.” Dr. McKenzie has been 
acting as special advisor to the British Information 
Bureau, New York. 

—_————= > 
LOUIS HANSON CHANGES FIRMS 


Word comes from the West Coast that Louis A. 
Hanson, well known to the trade in California, has 
severed his connection with the Pacific Desk Company 
and he is now associated with Floyd A. Fenn of the 
California Desk Company, Los Angeles. 





For the Time Equipment Company, Stanley 


Other exhibitors and their representatives | 


Frank W. | 






HERE’S ONE 


PROFIT MAKER 
you canGETand SELL! 
EVERY 


OFFICE NEEDS IT 


For EVERY 


TYPEWRITER! 


FITS ALL 
TYPEWRITERS 
RETAILS 


g00 


AT 


P ICK up needed volume 
by featuring KIL- 
KLATTER, the typewriter 
pad that really deadens 
sound, cushions against 
typing finger shock, re- 





duces danger of type- 
writer slipping off desk! 
Recommend KIL-KLAT- SMARTLY PACKAGED 
TER with every type- FOR COUNTER DISPLAY 
writer you rent out, sug- 


gest it to every office buyer. KIL-KLATTER outsells 
all other typewriter pads... and you can get prompt 
replacements of your stock! 


Made of famous OZITE ALL-HAIR Felt with 
treated top to keep machine legs from digging in and 
non-skid bottom to prevent sliding. Size 11 x 13 in. 
fits all typewriters and many other business machines. 


FREE DISPLAY CARDS: With orders for a dozen or 
more pads we'll send you FREE a colorful display 
card and a quantity of 2-color mail enclosures im- 
printed with your name. 


IL-KLATIE 


THE SCIENTIFIC TYPEWRITER PAD 


DEALERS: PIN THIS TO YOUR LETTERHEAD FOR FREE SAMPLE 








AMERICAN HAIR & FELT COMPANY 

Dept. D-1, Merchandise Mart, Chicago 

Send FREE sample of KIL-KLATTER Typewriter pad and full informa- 
tion about prices and discounts. 

FIRM NAME 

ADDRESS 

CITY DRA iiss scvintsetehiiasa 
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QZ. Pomerantz & (o. 


We first installed one of the Display Cases, 
which was designed by Polar Mfg. Co. for 
displaying their matched leather desk-sets; 
it proved so attractive and satisfactory that 
we built a bank of five cases in which most 
of our desk accessories have been assem- 
bled in one department. . . . We are well 
pleased with the immediate increase in 
sales in this new department. It is really 
astonishing how much easier it is for our 
sales force to- sell more of this merchandise. 

. . We do not hesitate to recommend to 
other dealers the practicability of this style 
case. 


You, too, can increase your sales and your 
profit from POLAR desk accessories as many 
other dealers have by using the POLAR de- 
signed Display Cases. We will be glad to 
furnish any dealer with comprehensive 
drawings of this display case absolutely free. 
Write today. 


POLAR MANUFACTURING CO. 


323 N. 13TH ST. 


UbLE 


POLAR DISPLAY CASES 
“Hore 16 what they say - 





PHILADELPHIA 
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{ New Equipment, Devices and Supplies Section ] 
Continued from page 42 


smaller cribbage set is no larger than the average size 
| cigarette case. Made of leather, it is approximately the 
| same proportions as a cigarette case. The cribbage 

board itself is made of leather as an integral part of 
| the case itself. 

The game “Victory” is one which was developed in 
| the offices of the Grand Rapids Loose Leaf Binder 
| Company. Equipment consists of cubes bearing the 

letters of word “Victory” on the sides. The object is 
to throw them in such a way that the word “Victory” 
is spelled out. 

As a division of the Grand Rapids Loose Leaf Binder 

Company, the Evan Johnson Company will specialize 
in the production and sale of games, gifts and novelties. 


- —~- 





NEW EASY CHAIR AVAILABLE.—This product of the Royal 
Easy Chair Company, Sturgis, Mich., posture chair No. 401P, 
provides easy height adjustment through turning of the con- 


| trol in the base. It is especially suitable for stenographic 
| and clerical help. An attractive folder describing this chair 


in detail is available from the manufacturer. 
ome e e 
FARBER FEATURES HARDWOOD CHAIR 
Lou Farber, manufacturer’s representative, 30 East 


| Congress Street, Chicago, is offering for immediate de- 


ares 


\ \ 


| , aA 
~~“ 





FARBER FOLDING CHAIR 


livery a low-priced folding chair in solid hardwood, 
clear varnish finish. As a number for patrons buying 
for rental or group assembly halls, it has the ad- 
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THESE WAR INDUSTRIES 


use Liberty BOXES 


Aluminum Company of America 

Baldwin Locomotive Works 

Browne & Sharpe Manufacturing Co. 

Boeing Airplane Company. 

Fairchild Engine & Airplane Corp. 

Westinghouse Electric & Mfg. Co. 

Timken Roller Bearing Co. 

Dow Chemical Company 

Grumman Aircraft Engineering Corp. 

Western Electric Company 

Wright Aeronautical Corp. 

—and many hundreds more of similar size 
and standing, too numerous to mention. 


1 
B psttule for 


- —. 





REG. U. S. PAT. OFF, 


RECORD STORAGE BOXES 


Serve the nation by 
serving its war industries 


Hundreds of the nation’s prime 
producers of the tools of war find 
Liberty RECORD STORAGE 
BOXES unsurpassed for storing 
the vital records they are required 


to keep. 


Those not yet initiated to the real 
quality and economy of Liberty 
Boxes can be easily sold on their 
merits. You need but demonstrate 
Liberty advantages. 


The War Production Board lays 
down definite periods of time for 
retaining records pertinent to war 
contracts. Hence, producers are 
record storage conscious — their 
volume purchases can be tre- 


mendous. 


DEALERS: Do your part. Get your 
customers to conserve their steel files 
by transfering records oftener to 
LIBERTY corrugated board boxes. 
Put the LIBERTY story across to 
war industries in your area. 


FREE SALESMI 












people is difficult. Promotional 
material must do a bigger job 
than ever before. The advertis- _ 
ing material pictured below will _ 
be furnished — FREE— to our 
dealers. Request quantities you 
desire by filling out coupon. 






Manual of 
Record 


Storage 
Practice 
For your big accounts only. 





Mark for attention of: 


zs 

Attach this ORDER FORM ¢o your letterhead 
| Please send me following quantities: 

b MaMa scion No. 654..........-. NO. 657 .ccseesureee. NO. 671 
Manual of Record Storage Practice Sample of Style RBS 
In space below paste, stamp, or typewrite clearly 

imprint copy wanted on Nos. 655 and 654. 

| 

| 

| 

| 

| 

| 

| 

| 

i 
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REG. U.S. PAT. OFF. 


PAY ROLL FORMS 
HAVE BEEN REVISED 
to take care of 


THE NEW VICTORY TAX 


AND OTHER PAY ROLL DEDUCTIONS 
e 


The following forms are now ready: 


FOR SECTIONAL POST BINDERS 


1459-5 ...01x17... 
1465-3...11x 14... 


FAULTLESs 



















FOR VISIBLE RECORD BINDERS 


VR-2-109 ... 6% x 101% 
VR-2-110...454x 812 


STATIONERS 
LOOSE LEAF CO. 


MILWAUKEE, 524 N. Broadway 
NEW YORK, 114-116 E. 13th St. 


Vo RDER 
by number 








JANUARY, 1943 


vantages required of this type of furniture, including 
easy, quiet folding, no-tip design, rounded edges. 


——__— 2 


ARC WELDED CHAIR FRAME DESIGN WINS $1500 
FOUNDATION AWARD 


An angular, but efficient and strong office chair 
design is one of the interesting results of the Indus- 
trial Progress Award Program recently terminated by 
the James F. Lincoln Arc Welding Foundation. A prize 








& ap 


WELDING AWARD CHAIR MODEL.—This sample chair, of 
arc-welded structure from steel tubing, won $1500 for Eldridge 
T. Spencer, of San Francisco. It is adjustable as to height 
and back rest. The Spencer prize was one of 408 awards 
made by the James F. Lincoln Arc Welding Foundation. 


of $1500 has been awarded Eldridge T. Spencer, archi- 
tect, San Francisco, for the model illustrated, which 
is one of the major prizes among 408 given by the 
foundation. 

The object of the two and a half year study was to 
obtain striking examples of economy, novelty and 
efficiency in design, covering a wide range of arc 
welding applications. In this instance, a cost cut of 
fifteen per cent was shown, and the result achieved 
was a modern piece of office furniture. It is adjustable 
in height and back support, movable, compact and 
requires no expensive maintenance. The framework 
is of arc-welded steel pipe, joined at angles adapted 
to maximum utility, but avoiding expensive bending 
operations in manufacture. 

The back is swivel jointed, following the body in 
leaning or straight positions, and the height of seat 
is adjustable as in automobile bodies. Comfort is ob- 
tained economically by upholstering over foam rubber. 





The chair was designed for the Chemurgic Corpora- 
tion, Turlock, Cal., and made to order by K. Van 
Hacht Manufacturing Co., San Francisco. 


. <a + 


SEVEN ROYAL MEN COMPLETE TWENTY-FIVE | 
YEARS OF SERVICE | 


The Royal Typewriter Company honored seven of its 
employees in November and December on the comple- | 
tion of their twenty-fifth year of service with the or- | 
ganization. President E. C. Faustman presented each | 
man with a gold watch in token of the occasion, and 
extended the company’s congratulations to them upon 
the years of loyal and efficient service they have given | 
the organization. 


The seven “Quarter-Century Men” are: Richard N. | 3 


ROCKWELIL-BARNES COMPANY 


Roberts, general foreman at the Royal factory in Hart- | a 


Brigham, assistant treasurer of the company; Alexander 


ford: John H. Johnson, auditor at the home office 


accounting department; Daniel Cerasuolo, in the home | 1511 WEST 38TH STREET 
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The Right Time 


for a Paper Survey 


e The paper industry like many others, 
faces uncertainty in ‘43. Some curtailment 
of paper is inevitable . . . the degree is as 
yet unknown. The fact remains that paper 
is an indispensable adjunct to the admin- 
istrative end of the war effort. Conse- 
quently, it is the privilege and duty of our 
trade to see that their stock of office papers 
is sufficient to serve the government 
bureaus, armed forces and war industries 
in their respective communities. 


We invite dealers to discuss their office 
paper problems with us during 1943. Let's 


all pull together to help you sell paper. 





Write for Samples and Prices of our NEW 
Audit Spotseald adding machine rolls. They 
meet government specifications. | 











7) 
Taper, Specialist PE t0 the Stationery ) 






CHICAGO 
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APPROVED! 
ALL-WOOD SWIVEL CHAIRS 


with the Effortless 
Revolving Action! 








Typical construction 
and design of lower 
section of all our 
swivel and posture 
chairs. 


Write for Complete 
Information. 





No. 980 No. 302 


We extend to our many friends best wishes 
for a Happy and Prosperous New Year. We 
are deeply grateful for your friendship, pa- 
tience and cooperation. During 1943, we shall 


strive anew to fulfill your chair requirements. 


Jasper Seating Company 


JASPER, INDIANA 
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office patent and experimental department; Samuel 
Kilgour, office assistant in the patent and experimental 
department; Charles Romer, manager of the home 
office parts department, and John Dalton, service 
foreman at the Newark office. 


OFFICE APPLIANCE REPAIRMEN SOUGHT 
BY GOVERNMENT 

Men who have had at least a year of full-time, paid 
experience as office appliance repairmen within the 
past ten years are urgently needed by the Govern- 
ment. The United States Civil Service Commission 
announces that no written test will be given to appli- 
cants for these positions, but bonafide experience 
must be shown in maintenance, repair, overhaul and 
complete adjustment of office appliances. These in- 
clude typewriters, dictating machines, teletypes, fold- 
ing machines, addressing machines and related equip- 
ment. : 

No closing date has been set for accepting applica- 
tions, and appropriate forms and further information 
may be had at regional headquarters of the commis- 
sion at any time. If there is no such office in your 
city, apply to the nearest first or second-class post 
office. The salary offered is $1860 per year. Applica- 
tions are not wanted from war workers unless they 
are not using their full skill in present jobs. 





V-MAIL CREATES BLACK INK DEMAND.—Because of its 
unusual photographic qualities, Higgins’ Eternal Black writ- 
ing ink has met with a sharp upturn in demand for cor- 
respondence to and from our armed forces. Bert Cholet. 
advertising manager of the Higgins Ink Company, points 


| out that V-mail is reduced by photography, then enlarged 


at destination, for delivery to the serviceman. An important 
feature of this type of ink is that neither heat, nor chemicals 
nor wetting can destroy its legibility, short of actual burn- 
ing of the letter or record on which it is used. 
aay IIR aceite 
NSA REGIONAL MEETINGS DATES NAMED 


The itinerary of the Spring trip to be made by Presi- 
dent Dick Healy and General Manager Charlie Garvin 
of the National Stationers Association, has just been 
announced. It indicates the places and times of the 
various regional meetings, and, as Charlie Garvin says, 
represents the schedule of Mr. Healy and “the troupe”: 

District 9 will meet at San Antonio, Tex., March 28 
and 29; District 8 will meet at Kansas City, Mo., April 
2 and 3; District 10 will meet at Santa Fe, N. M., April 
5; District 12 convenes at Los Angeles April 9 and 10; 
District 12 holds its northern meeting at San Francisco 
April 12 and 13; District 11 is dated for April 16 and 
17 at Portland, Ore.; District 7 meets in Minneapolis 
April 22 and 23; District 5 is scheduled for April 26 
and 27, at Detroit, and District 6 convenes in Chicago 


| April 29 and 30. 
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W HEN steel office furnishings were avail- 
able, the efficient performance and beautiful 
appearance of ART METAL office equipment 


brought you valuable business. 


Today you can give your ART METAL 
customers efficiency, utility and beauty in this 


new, complete line of ARTWOOD equipment! ARTWOOD VERTICAL FILE .. . 


iRTWOOD AIRLINE DESK ... finished in available in four drawer letter and 


fandard Airline color with black top of legal sizes ... drawers equipped with 
Omposition wood and plastic drawer pulls : smooth-working wood progressive 
| . matches present Airline installations . . . ARTWOOD is made from wood to save steel cradle type suspension sad otenmiallll 


imerica’s No. 1 desk! dations for guide cards. 
g 


... matches ART METAL steel equipment in 
appearance and design. Remember that ART- 
WOOD is not a temporary substitute. In it 
skilled engineers have combined solid hard- 
woods, plywoods, Presdwood and plastics to 
create a sturdy, beautiful, dependable product 


. a product in demand for busy offices. 








"OSTINDEX ARTWOOD CABINET for 4- POSTINDEX ARTWOOD VERTI- 


age forms or card records ... 16 and 13 CAL POSTING UNIT .. . designed 
fawer styles .. . maintains 100% Postindex for extra speed . . . 300 indexed cards 
ficiency... permits use of wide variety of in view at eye level . . . removable tray 
rm combinations . . . trays easily removed ... wide variety of uses such as inven- 


ir use away from cabinet. tory, production, cost, pricing, etc. 





POSTINDEX ARTWOOD FLAT BOOKS... ideal 
for speedy, convenient record keeping . . . no other 
form of visible record keeping gives such great 
capacity in so small a space. 


ART METAL CONSTRUCTION COMPANY e JAMESTOWN, N. Y. 


« Art Metal -- 


STEEL OFFICE, @aeULPMENT 
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Vlow—DuRING TRANSFER SEASON 
YOUR Customers 
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TS) teatheroid File will be needing new 

nm @s — Pockets keep my files « | * * ? 
i ~ _ neat and efficient.” fi ing conta iners: 


BE SURE TO 
SHOW THEM 


Quality-Bilt Seathewid 
_ FILE POCKETS 
SS | | i, 


, or / Double Top om 
FILE JACKETS 


Increase Your Sales by showing these items Now! 
The Ideal Containers for grouped letters and bulky correspondence 
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Keatfroroid, FI. PocKers TGccmanila ILE INGKETS 


MADE IN LETTER AND LEGAL SIZES 


Made in letter and legal sizes with 134”, 3/2” and 514” 
expansion. Double thickness fronts and backs, glue welded with 1”, 1%” and 2” expanding gussets. 
Reinforced tabs insure greater wear. 


throughout. 


QUALITY PARK ENVELOPE CO. 


General Office & Factory Chicago Office and 


Quality Park Warehouse 
St. Paul, Minnesota 564 W. Monroe St. 
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The Guest Book 


A. J. Gunderson, who operates A. J. Gunderson Cal- 
culating Service in Louisville, Ky., signed the Guest 
Book December 3. After nineteen years with one cal- 
culating machine company he established his own busi- 
ness in November. This trip, which was for business 
purposes, was to take him to several important cities 
in Ohio and elsewhere on his return. 


Edward L. Little, Wabash Cabinet Company, signed 
the Guest Book December 3. Conforming to his well 
established custom, he had been calling upon the trade 
in the Middle West and looking after other interests 
of his company. A chat with Ed Little provides an in- 
sight into a fine philosophy which he practices faith- 
fully. In addition to taking good care of his customers’ 
filing supply requirements and giving a generous meas- 
ure of his time to NSA, he finds opportunity for civic 
affairs and in particular for contributing to the best 
interests of the children of Wabash, Ind., the city in 
which the company is located. Always an optimist, he 
was cheerful about the outlook at home and abroad. 


C. H. Hunter, of Heltonville, Ind., affixed his signa- 
ture to the Guest Book December 16. He and Mrs. 
Hunter in Chicago for the Christmas holidays with 
their son, an Official of the Illinois Bell Telephone 
Company, and his family. The trip being the first the 
Hunters had made since acquiring the southern 
Indiana farm some months ago. And which marked 
Charley Hunter’s withdrawal from the office equipment 
industry with which nearly all of his long business 
career was connected. In which he has a wide circle 
of friends. He was one of the organizers and third 
president of the Office Equipment Manufacturers In- 
stitute and for several years sales manager of the 
Elliott-Fisher Company. For about fifteen years he 
was connected with the National Business Show Com- 
pany. Reminiscing with Charley Hunter about the 
office equipment industry is a special pleasure. And 
getting his look ahead is stimulating. 


R. C. Mishek, of Mishek Supply Company, Waseca, 
Minn., was a visitor at the office of this journal Decem- 
ber 22, thereby keeping a promise made a month 
earlier to make the call the next time he was in Chi- 
cago. Specializing in supplies for stencil and spirit 
duplicators, he finds business active both in defense 
and non-defense areas. He had several matters of 
importance to occupy his time during his visit of sev- 
eral days. 





REAL POINT-OF-SALE DISPLAY.—Leading manufacturers 
“threw in” with the Office Equipment Company, Louisville, 
Ky., at the request of John Morley, merchandising manager. 
This impressive display, 100 feet wide and five stories high, 
clinches quality business with commanding color copy where 
traffic is considerable. It is the largest of its kind in the 
South. Cost, per firm, $50. Maintenance and lighting guaran- 
teed by the dealer. 











Ames Supply Company 


The ONE supply house 
catering to dealers on a 
strictly non-competitive 
basis. 


Over 4x NINE + 4 
years of faithful non- 


competitive service to 
the office machine trade. 


These FOUR items alone 
save you time and money. 
All makes of PLATENS— 


PARTS—TOOLS and 
SUPPLIES. 


The THREE cardinal 
reasons for ordering from 
Ames are: QUALITY— 
PRICE—SERVICE. 


For 1943 and for all 
the years ahead, we re- 
peat our 40 year old 
pledge to remain— 


ALWAYS YOUR FRIEND 
NEVER YOUR 
COMPETITOR 











Ames Supply Company 


564 W. Randolph St., Chicago 





37 Murray St., 583 Market St., 
New York a San Francisco 
1905 Commerce St., | PRINCIPAL CITIES 11 Pryor St., 
Dallas Atlanta 
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“We are living in a 
War economy now 


—ijn a new economic system in 
which all ordinary values are 
tossed out the window and 
every bit of energy, wealth, and 
power is devoted to just one 
thing — fighting and winning 
the war.” 


Quoted from Donald Nelson’s 
speech to the American Legion 
Convention in Kansas City, Sept. 


21, 1942. 


We here at Imperial have felt this 
“new economic system” in numerous 
ways. The government’s restriction 
on strategic metals was one of the first 
changes which we had to face. This 
immediately demanded a change in 
many of our standardized processes 
of manufacture. It called for the ex- 
ercise of our ingenuity to substitute 
less vital materials without loss of 
quality or utility. 


Soon. followed many rush orders 
for desks from the Government itself 
—orders with a “must” delivery date. 


Naturally, all this placed a strain 
on our former schedules of shipment 
to our customers; caused by condi- 
tions beyond our control. 


But, regardless of these handicaps, 
we are still supplying the needs of 
our customers. We can’t, it’s true, 
assure quick shipment, but we can 
usually fill our customers’ orders as 
promptly as they can reasonably ex- 
pect under this new economic system 
about which Mr. Nelson speaks. 


HESh COMPANY 


EVANSVILLE, INDIANA 
— oe 
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For Our Country 


i. 
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Industry Members Now Serving With the 
Armed Forces of the United States of 
America 


(Ed. Note.—Readers everywhere are invited to send 
to OFFICE APPLIANCES, for inclusion in this column, the 
name of any member of the industry who has entered 
the armed services of the United States). 


Harry A. Sturdevant, formerly with the Ace Fastener 
Corporation, of Chicago, is now Private H. A. Sturde- 
vant, Field Artillery, at Fort Sill, Oklahoma. 

Harry U. Bittman, for fifteen years sales and adver- 
tising manager of A. W. Faber, Inc., Newark, N. J., has 
enlisted as a volunteer officer candidate and is receiv- 
ing his basic training at Camp Wheeler, Ga. Mr. 
Bittman, who has hundreds of friends in the station- 
ery and drawing material fields, reports that he is 
pretty well “on the ball” now, and that “day by day 
I get to feel more like a soldier. ‘Something new is 


added.’ ”’ 

Walter Lewis, well-known as a field-man for the 
Royal Typewriter Company, portable division, in Mich- 
igan, Ohio and Indiana, has received a commission 





‘ 


_ Rige a. 
as Lieutenant, Senior Grade, in the Navy. Numerous 


friends are wishing him every success in “Frank 
Knox’s Annihilators.” 


Adolph Brachmier and Russell S. Gladden, members 
of the Glad-Mier School Supply Company, Indian- 
apolis, Ind., are now in their country’s uniform. 
Adolph Brackmier is with the Army Air Force at 
Goldsboro Field, N. C., and Mr. Gladden is with the 
Finance Division of the Army. 

Edwin D. Hunt, Jr., sales representative of the sys- 
tems division of Remington Rand, Inc., has enlisted in 
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Victory and Peace 
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That double top on the filing 


folder makes a hit with the 


person who runs the files. 


See that your salesmen have 


Weis Duo Top samples when 


they make their calls 


CLO” MacmiGan 


bd 


SS. 


MONROE 


Why Wait for the Bombs to Wake Us? 
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the Cell-U-Seal protection 


are the sellers today when 


celluloid is a necessary war 


Ask for Samples. 


material. 


MICHIGAN 


Wes 


MONROE 


ployees are 100% Bond Buyers 


Our_Em 
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the U. S. Navy as a storekeeper for the duration. Mr. 
Hunt was connected with the Remington Rand organ- 
ization for four years, the last two covering the Stock- 
ton, Cal., territory. 

—o— 2 


H. A. WAY REACHES QUARTER CENTURY MARK 


Recently the Royal Typewriter Company tendered | 


congratulations to one of its most prominent execu- 
tives, H. A. Way, on the occasion of his twenty-fifth 
anniversary with the company. 

Mr. Way has been secretary of the Royal Typewriter 
Company since September 1917, and in the succeeding 


years he has gained the utmost respect and esteem | 


of all his fellow employees. His ability and initiative 





H. A. WAY 


and sound principles of justice have stood him in good 
stead throughout the time he has spent with Royal. 

In recognition of this anniversary, President E. C. 
Faustmann presented Mr. Way with a beautiful gold 
watch on behalf of the Royal Typewriter Company, 
and the occasion was marked by telegrams and letters 
of congratulation from members of the organization 
throughout the country, together with numerous gifts 
of flowers. 

Mr. Way expressed his appreciation most aptly when 
he said, upon being presented with the watch, “I 
have had a constant desire through the years to ad- 
vance, and I feel I have tried to do the best job I 
possibly could. But without the encouragement of the 
company, without the friendly and invaluable co- 
operation of my fellow employees, I most certainly 
could not have made whatever progress I have. Even 
under today’s uncertain conditions, I feel there are 
boundless opportunities for Royal employees to go 
ahead. Their success will be governed by their own 
efforts, ability and initiative. This is the way I sin- 
cerely feel about the company and about all of you.” 

———_+ = 
NOISE ABATEMENT CAMPAIGN COUNCIL 
CONTINUES WARTIME PROGRAM 


Reduction and elimination, if possible, of unneces- 
sary noise, is going ahead full swing in 1943, under the 
program instituted by the National Noise Abatement 
Council, 9 Rockefeller Flaza, New York City. Plans for 
the year include the observance of a Noise Abatement 
Week, May 30 to June 5. The objectives of the drive 
were stated as follows by Sam L. Hooper, newly elected 
president of the council, at its annual meeting in New 
York City in November: 

“The elimination of unnecessary noise is important 
to both war production and civilian defense. Now 
more than ever before it is our duty to continue our 
efforts to abate this needless, wasteful and harmful 
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WAR REQUIRES 
Econo 
With .... 


MATERIAL 
METHODS 
MAINTENANCE 


Turn your overflow of filed records to Dur- 
ability Transfer Files and release your regu- 


lar filing equipment for more current and | 


active records. Many of the war effort 


records today are only required to be kept 
a short duration so why tax regular filing 
equipment and expand this department with 
expensive and hard to obtain equipment. 
Durability Transfer Files are your answer 
to quick, 
storage. 


easy, and economical record 








DURABILITY TRANSFER FILES 


They are made of a sturdy reinforced all 
fibreboard construction. Walls double thick 
with reinforcing columns at each corner de- 
signed to carry the load. Convenient stack- 
ing accessories are furnished to lock the 
cases into a solid battery in whatever ar- 
rangement desired. Easy operating drawers 
give instant and easy access. 


Send for information on this real 
value in transfer file equipment. 


C. L. BARKLEY & CO. 


ISHED 1 
Supplies 
CHICAGO, ILL. 


P ; 
Vianufactur 


517 S. JEFFERSON STREET 
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OFFICE APPLIANCES 


nuisance. Predicating our plans on what we conceive 
to be a great national need, we shall utilize all means 
at our disposal to this end.” 

William Reynolds, retiring president, pointed out 
that the ground-work has been laid for the Council’s 
work “and a definite impression made on the public 
mind.” 

A more extended announcement as to the year’s 
plans will be forthcoming shortly, but all in attend- 
ance at the annual meeting agreed with the statement 
of Mr. Reynolds that “noise abatement, vitally im- 
portant now in time of war, will become increasingly 
important in the peace to follow.” 

Charged with the responsibility of “high command’”’ 
in the all-out war against the clamor of the machine 
and the clatter of the crowd are Mr. Hooper, of Rem- 
ington Rand Inc.; George P. Little, Celotex Corpora- 
tion, vice-president; W. L. Manning, Burgess Battery 
Company, treasurer. F. Edgar McGee of Remington- 
Rand was re-named executive secretary and Raymond 
C. Mayer was appointed publicity chairman. 


Already the War Production Board has distributed 
a quarter million posters, “Quiet Please—War Worker 
Resting.” But, as one war worker has been quoted re- 
cently, “the biggest menace to our rest, aside from 
traffic noise, is the do-nothing type of citizen who has 
nothing much to occupy his or her time with but 
gabble, gossip and ‘kibitzing’ over other people’s af- 


fairs.” 
A 


ip 
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SENTIMENT YIELDS TO PATRIOTISM.—Tracy Higgins, well 
known head of Higgins Ink Company, Inc., says farewell to 
the stopper molding machine designed by Charles M. Hig- 
gins, inventor of Higgiris American drawing inks, and founder 
of the firm. This molder formed millions of the distinctive 
stoppers with quill pen filler identified everywhere with the 
Higgins line, and it continued in regular production from 
1890 until about 1925. Now the veteran device is included in 
Higgins’ scrap donation for use in “writing off” the Axis. 

inne ccig lila 


LEE S. LIBBY, NEW GRAHAM & COMPANY PRESI- 
DENT, BEGAN AS OFFICE BOY 


From office boy to president of a leading pioneer 
stationery and supply house—that’s the story in brief 
of the career of Lee S. Libby, recently chosen to head 
Graham & Company, Spokane. The board of directors 
of this long established institution gave the top place 
of responsibility to Mr. Libby at a recent meeting, 
thus honoring a man who has put in about forty years 
of faithful service with one concern. He began run- 
ning errands, then became a stenographer. The slogan 
of the House of Graham is, “If It’s Made of Paper, We 
Have It,” and Libby made it his business to know 
what “It” was, from scratch pads to special ledger 
rulings for bank accounts. He progressed to become 
credit manager, sales manager, secretary of the com- 
pany, then its treasurer, and more recently vice- 
president and member of the board of directors. Other 
members include Mrs. John W. Graham and Mrs. 
Molly Graham Pattullo—CML 
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INSTITUTE MEETING 


A meeting of the Institute was 
held in Washington on December 
10th and 11th, to discuss opera- 
tions under present War-time 
conditions, and to lay the founda- 
tion for future plans after the 
War. The following Executive 
Committee was appointed to serve 
for 1943; James A. Wallace, Pres- 
ident; J. B. Deane, Vice-Presi- 
dent; W. T. Powell, Treasurer; 
Gilbert H. Bosse; and H. W. 
Stringe. John J. Reinecke, is the 
Executive Secretary. 





PREFERENCE RATINGS 


Considerable time was spent in 
discussing Priority procedure and 
we were fortunate in having the 
able advice of Mr. George M. 
Chandlee, Chief of the Wood 
Office Furniture Section of W.P.B. 
Most of our members reported 
that few Dealers, or their Cus- 
tomers, understand when they 
may extend ratings for wood 
office furniture. We cannot give 
you a formula in these few lines, 
but we can, we believe, clean up 
some of the most frequently mis- 
understood points. There are only 
certain instances when a manu- 
facturer can extend the ratings 
granted him on PD-25A or PD-3A 
to buy wood office furniture or 
other items of capital equipment. 
Equipment of this kind cannot 
be defined as “repair, mainte- 
nance, and operating supplies” as 
defined in Priority Regulation 
No. 3. 


We are working with W.P.B. on 
Preference Ratings as applied to 


purchases of our own products, 
and as a result of our studies, we 
believe the situation will be clari- 
fied and your problem in this 
respect will be reduced to a sim- 
ple formula. 

We also studied and discussed 
methods to eliminate and correct 
the confusion which results from 
your having to explain that 
W.P.B. says “no rating is needed, 
or will be issued, on wood office 
furniture.” We believe we are 
approaching a solution to this 
difficulty, and we will keep you 
posted on developments. 





BRANDING 


Final arrangements have now 
been made for branding the prod- 
ucts manufactured by our Mem- 
bers, and we expect to begin 
using this Trade-Mark about the 
time this page is published. Look 
for this Trade-Mark on these 
products. This insignia indicates 
that the manufacturer must be a 
recognized, well established, and 
experienced producer in this In- 
dustry, in order to qualify for 
membership in the Institute. 
However, the present membership 
of the Wood Office Furniture In- 
stitute includes only manufac- 
turers of wood desks, tables, cos- 
tumers, and other items, but does 
not include manufacturers of 
chairs. 





OPA—MEETING 


On the afternoon of December 
10th and 11th, the Office of Price 
Administration held meetings for 
all the present producers of wood 
office furniture, to explain and 
discuss the provisions of the Max- 
imum Price Regulation Number 
188. The entire discussion cen- 
tered on manufacturers’ pricing 
procedures, but there are a few 
points which will indirectly affect 
you through the limitations placed 
on the manufacturer. 


Under this Regulation, a manu- 
facturer cannot bring out a new 
design unless he can establish the 
fact that this new design is not 
a “dodge to avoid a price squeeze” 
on some previous similar item. 
Of course, a manufacturer can 
offer a new design which is neces- 
sitated by conservation of scarce 
or critical materials. Likewise, 
this Regulation provides that if 
a manufacturer makes a saving 
through changes in the product, 
he must pass this saving on to 
the ultimate consumer, but if 
these changes are minor and in- 
volve additional costs they must 
be absorbed by the manufacturer. 





MONTHLY MESSAGE 


In order to make our efforts most 
effective, we must naturally in- 
clude you, our representatives, 
and your problems in our plans. 
It is with this in mind that we 
have selected the medium of this 
page as our method to keep you 
informed on changes and develop- 
ments necessitated by War con- 
ditions. 
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SPECIFICATIONS* 


THE ASCO “WOODMASTER” TRANSFER CASES are designed for the busy 


office, factory, and all defense and war activties. 


MATERIALS: Cabinet Hardwoods are high grade, seasoned air, and kiln-dried, 


free of defects. 


CONSTRUCTION: ASCO reinforced construction, joints tongued and grooved. 
Glue blocks reinforce every point where any possible stress may be encountered. 
Drawer fronts built of solid hardwood, durable construction, rigid and exception- 
ally sturdy. 


OPERATION: Solid hardwood guide rails inside case provide extreme ease of 
operation—No "wobbling" or ''sticking'’. Drawer rides smooth and true in the case. 


BATTERY FEATURE: Pre-drilled holes centered in routed areas at top, bottom 
and sides for easy vertical and lateral battery assembly to assure utmost rigidity 
where large storage facilities are required. 


HARDWARE: Plastic drawer pull and steel card holder are supplied. 
LOCKS: Available, if desired. 


FINISH: Case finished in ASCO harmonious olive green to match present in- 
stallations. Inside—stained sealer. 


PACKAGED: Individual corrugated cartons. 


*Materials and construction subject to change without notice. 


DIMENSIONS 














APPROX. 
STYLE OUTSIDE INSIDE (Drawer) Feta LIST PRICE 
HEIGHT WIDTH DEPTH HEIGHT WIDTH DEPTH WEIGHT a eee 
No. 111 WOODMASTER 13!/, 143%, 25 10%, 12 23 25 6.50 
(Letter Size) - 
No. || |L WOODMASTER 13!/, 143, 25 103%, 12 23 25 9.00 
(Letter) With Lock 
No. 112 WOODMASTER 131/, 17%, 25 103%, 15'/, 23 27 7.50 
(Legal Size) : 
No. |112L WOODMASTER 13!/g 1734, 25 1034 15'/, 23 27 10.00 
(Legal) With Lock hace 
No. BII1| WOODMASTER SANITARY BASE (6” high) : 11 3.00 
No. B112 WOODMASTER SANITARY BASE (6” high) 12 3.50 











ART STEEL SALES CORPORATION - 300 EAST 145th STREET »- NEW YORK, N. Y. 
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for WABASH DEALERS 

BusINESS is good for Wabash Deal- 
ers because they sell the simplest, most 
efficient plan for quick finding of docu- 


ments and general record keeping. Mail 
the coupon now ... join the ranks of Chief 


Wabash’ happy warriors. 


Walash Natural System 


THE WABASH CABINET CO. 





WABASH, INDIANA 
The line that's sold only through dealers. 
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THE WABASH CABINET COMPANY 
t 144 E. Water Street, Wabash, Indiana 


Rush our special presentation of the Wabash Line—a 
volume that will help us to bigger profits! Is an exclusive 
sales franchise available? 


EN EET ae aC eR eee ee 


Address 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 
1719 Fremont Ave., South Pasadena 


Outlook Unchanged.—The business outlook is prac- 
tically unchanged from last month. There is no limit 
to the volume of typewriter and adding machine re- 
pair work coming into shops throughout the area. 
Girls are being trained for mechanical repair work in 
an increasing number and for most repair operations, 
particularly the lighter and more delicate jobs. The 
word everywhere is that they are just as good as men. 
One local factory branch did not have such good luck 
in the percentage of girls making good but those 
salvaged for the work from the whole number taking 
training are top-notchers at the job, the manager 
states. 

Office appliance and stationery stores are very busy, 
particularly the latter. It is a matter of keeping up 
with the demand, as it has been for some months, for 
selling is the easiest thing in the world. If procure- 
ment were as simple as selling the world would be a 
bed of roses. 

Watch Los Angeles Area.—R. A. Thomas, in a recent 
trip in his capacity as manager of The Grimes-Stass- 
forth Stationery Company, a trip that took him to 
New York City and other eastern centers, said he took 
time off, so to speak, to urge upon manufacturers of 
all types of office supplies and office equipment the 
wisdom of keeping a closer eye on the Los Angeles 
area. He urged that more factory branches and more 
warehouse facilities be put in as soon as practical 
after the war, or sooner if can be, anticipating the 
tremendous growth in industry in this area. Added 
to the vast industry here before the war started is 
the great development since that time which is certain 
to remain as permanent industrial growth. 

Mr. Thomas pointed out the fact that the aircraft 


| industry is here to stay, furnishing employment for 


thousands of workers, the largest section of this in- 
dustry in America. The group of synthetic rubber 
plants now under rapid construction are undoubtedly 
permanent in character, for America is never going 
back to dependence on a distant foreign source of 
rubber. 

The vast growth in the steel industry, represented 
first by the major plants of United States and Bethle- 
hem plants, soon to be augmented by the Kaiser plant, 
is one of the industrial marvels of the coast country. 
An unlimited supply of iron in nearby Utah, which 
can be secured by the simple process of strip mining, 
assures raw materials for all time to come. An alumi- 


| num plant has recently been completed. 


The county in which Los Angeles is located also is 
first in dairy products in America, running nearly 
two hundred million quarts annually above the next 


| county, which happens to be Dodge County, Wisconsin. 


7 
} 
! 
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The city ranks second in tire manufacture and ex- 
pects ultimately to rank first; it ranks fourth in the 
manufacture of furniture and is rapidly going ahead 
in pottery, glass and terra cotta. Shipbuilding facili- 
ties have come to stay; the harbor in normal times 
is second in shipping to New York and will unques- 
tionably haven large flotillas of the United States 
Navy after the war. In agriculture as a whole, Los 
Angeles County stands first in dollar value in the 
whole United States. 

This is in no sense a Chamber of Commerce blow-up; 
it merely is a recital of the advantages in potential 
market opening to manufacturers of office equipment 


| and stationery, a market which local stationery and 
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SUG Ub 
wood 
CHAIRS 


DESIGNED TO LOOK LIKE STEEL 








These new STURGIS Wood 
Chairs are different, smart, 
modern. 


They harmonize well with 
installations of Steel Office 
Furniture and are available 
in a wide range of color com- 
binations. 


All the chairs are equipped 
with deep, saddle, comfort- 
able seats and form fitting 
backs. Upholstery is in either 
Genuine Leather or du Pont 
Cavalon. 


Sold exclusively through Office 
Equipment Dealers 


WRITE FOR PARTICULARS 





S$ 7 U 26.15 














POSTURE CHAIR CO. 
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No. 100-C 


CHAIR 


No. 150-CA 
SWIVEL CHAIR 


Adjustable 
17% to 20% inches 


No. 175-GL 


No. 125-GL 


SIDE ARM 
CHAIR 


SOLID MAPLE 
CONSTRUCTION 
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ARM SWIVEL 


Adjustable 
18 to 21 inches 





SIDE CHAIR 





No. 180-CA 


NON-SWIVEL 
STENOGRAPHIC 


CHAIR 


mca © 
































POPP TPE TEP EPP PEEP ERA EERE REED ‘a4 

















WATER SOLUBLE 
DUPLICATING INK 


What it will do for you: 


@ Canode's new Water Soluble 
Duplicating Ink works with ALL 
types of stencils, including protein 
which may be satisfactorily cleaned 
by blotting the ink off the stencil 
between newspapers. Cellulose 
and Dermatype stencils are cleaned 
by simply applying water. 

@ It works on EVERY TYPE of 
stencil duplicating machine, both 
open and closed cylinders. 


@ This ink WILL NOT dry-up on exposure to air. 
It retains satisfactory operating condition in the 
ink pads regardless of the length of time between 


runs. 





@ |t will stand on the machine for a long time 
without dripping through the stencil onto the roller. 


@ It is non-offsetting and is fast-drying. 


@ Its color is intensely black. 


What it won't do: 


@ Canode's Water Soluble Ink will NOT dry up 
or harden on the pads. It will not spread. It will 
not run down to the lower part of the cylinder to 
the extent that other inks do. 


@ Cylinders will NOT require boiling periodically 
to rid them inside of hardened ink. This ink can 
be wiped off the cylinder with a cloth and without 
using any solvents. 


CANODE QUALITY 


Our more than 45 years experience making quality 
inks, for all stencil duplicating machines, assures you 
that Canode inks are the finest obtainable anywhere. 

Ask for a sample of Canode’s Water Soluble Ink, and 
test it. You will agree that everything we say of it 
is true. 


INh SPECIALTIES CO. INC. 


534 S. LAFLIN STREET . . CHICAGO, ILL. 


ATISPACTION GUARANTEED OR YOUR MONEY BACK 
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office appliance stores would be able to serve better 
with finished merchandise turned out right at hand 
or with large warehouses immediately available. 

As a man keenly interested in the industries cov- 
ered by this publication, Mr. Thomas states that he 
urged factory owners to visit the area for long enough 
periods of time to get the complete picture. War in- 
dustries here will be metamorphosed into industries 
of peace. In some more obscure or less favored areas 
this may not be the case. These are all things for 
eastern and mid-western manufacturers to be think- 
ing about, Mr. Thomas points out. 

* * * 

Ralls Has Eye Trouble.—G. G. Ralls, manager of the 
Los Angeles branch of the Royal Typewriter Company, 
has been having trouble with an eye during the last 
month but at this writing is getting along much better. 

” * * 


Grimes in Service.—Kar! Grimes, Jr., of The Grimes- 
Stassforth Stationery Company, who took consider- 
able training in aircraft navigation some time ago 
before his father, Karl Grimes, Sr., died, has now 
joined the U. S. Army Air Corps and is stationed at 
Fort McArthur. His place as assistant buyer has been 
taken by John J. Quinn, who has been with the com- 
pany for twenty-eight years. 

* * * 

Big Demand for Smaller Adding Machines.—The 
Southern California Adding Machine Company is find- 
ing a keen demand for adding machines below seven- 
column widths. The firm still is on the lookout for 
machines that can be modernized and rebuilt, but 
reports the number becoming more and more limited. 

* * * 

Anderson’s Daughter Weds.—Elmer C. Anderson, 
proprietor of typewriter and office appliance stores in 
Pasadena, Glendale, and Long Beach, reports the wed- 
ding of his daughter Barbara. Miss Barbara was mar- 
ried recently in Pasadena to Arthur Johansen, a young 
man connected with The Lockheed Aircraft Corpora- 
tion in Burbank. The young people are making their 
home in Glendale. 

+ * * 

Gundy in England.—Van Gundy, who was manager 
of the Anderson Typewriter Company branch in Glen- 
dale for some time, is now in England in connection 
with war activities. 

ak * * 

Rubber Sacks by the Bushel.—Joe Rivers, a man who 
has serviced fountain pens all over the United States 
and who now has his business in the store of The 
Columbia Stationery Company at Third and Locust, 
Long Beach, says there is nothing that advertises his 
business so well as a window full of old fountain pen 
sacks. He literally has bushels of these, all so far 
gone in quality as to be unacceptable for reclaimed 
rubber purposes. 

Another stunt that works well as a friend-builder 
and customer-getter is an accumulation of fountain 
pen caps and barrels. He has hundreds of these. 
When a man comes around needing something of that 
kind, he gives it to him with no strings attached. This 
means a friend and future business. It is the best way 
in the world to build up a business, Mr. Rivers says. 

Catchy cards are also used. An interesting one 
which he has used effectively in Long Beach is a blank 
card, nothing on it at all except this inscription, 
“Photograph of a fountain pen that we cannot repair.” 

* * * 

Price in the Army.—M. T. Price, who has been a 
service man in the Anderson Typewriter Company 
store in Long Beach for some time, is now doing 
servicing work for the Army in Washington, D. C. 

> * * 

G. L. Ainge Dies.—G. L. Ainge, library specialist for 
Remington Rand, Inc., a man who had served thirty 
years with this company, fifteen of these years in 
Los Angeles, coming to Los Angeles from the factory 
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Offers the same wide range of use as Metal 
Prong Fasteners. Specially designed com- 
pressor bar with depressed channel provides 
extra rigidity. Reverse tension lock 
assures secure binding. Made 
of tough fiber, specially 
treated for strength 
and flexibility. 
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Bring Pre-1935 Typewriters 
UP-TO-DATE 


LIMITED QUANTITIES AVAILABLE 


These plastic topped, spring cushion type- 
writer keys have for many years provided 
ease of operation, speed, comfort, and uni- 
formity of typing in business offices, both 
large and small. The permanent legibility 
and cleanliness features always have ap- 
pealed to stenographers. The 3 year guar- 
antee assures economy of use. 


BUY WAR SAVINGS 








Our manufacturing facilities during the past 
year have been used principally in connec- 
tion with the war effort. A backlog of de- 
fense orders calls for increased use of our 
manufacturing facilities at the present time, 
but we shall serve all who are interested in 
Master Speed Keys to the very best of our 
ability. 


BONDS REGULARLY 


OPED REY MP6. Ct. 


328 COLUMBUS PLACE 


BROOKLYN, N. Y. 
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at Ilion, N. Y., passed away suddenly recently from a 
heart attack. In recent years he covered the whole 
West Coast for his company in his line of work. 

* * ” 


Winterrowd in Army.—Ralph Winterrowd, who has 
been connected with Remington Rand, Inc., for some 
time, is now in the Army with the rank of first lieu- 
tenant and is stationed at Memphis, Tennessee. The 
organization has given about fifty men to the service 
since hostilities began. 

The company is training a large number of girls for 
the lighter mechanical repair work and is finding them 
satisfactory. 

Another move that is working well for the company 
as well as for the individuals is the employing of 
handicapped men, that is, men crippled physically, 
and training them for repair work. This plan has 
been in use for some months and is considered well 
in keeping with the spirit of the war effort. 

* a * 

Burroughs Company Satisfied——The Burroughs 
Adding Machine Company locally is doing its best to 
keep its sales organization intact and ready to go in 
a big way when the war ends. In the meantime sales 
are not being pushed as hard as formerly but repair 
work is on the rapid increase. There has been no 


change in the central personnel in the last six months. 
oo 


ROYAL TYPEWRITER PRODUCTION ENDED UNTIL 
AXIS IS WOUND UP 

The Royal Typewriter Company is making no more 
machines. Production was suspended October 31, 1942, 
for the first time since the firm was founded nearly 
forty years ago, and it will not be resumed until the 
need has passed for Royal to devote all its great manu- 
facturing and contact resources to war work. Primar- 
ily, of course, its job is that of producing ordnance of 





ROYAL INSPECTOR ON LAST MACHINE.—Of course there 

will be more Royal typewriters after peace is won, but this 

shows David Carpenter going over the last machine to be 

made for the duration. Watching him are C. B. Cook, vice- 

president in charge of production, R. M. Gage, and Factory 
Superintendent B. J. Dowd. 


varied kinds; elsewhere has been noted the activity of 
this concern in getting in as many typewriters as may 
be available from the general public, for use by Gov- 
ernment forces, uniformed and civilian. 

Royal has been making ordnance ever since a limit 
was first put on production of writing machines. The 
last typewriter came off the production line, as shown 
in the illustration herewith. Civilian skills were soon 
completely occupied with the job of beating the Axis 
machine with the best that Uncle Sam could make in 
war machinery— indications to date being that, teamed 
up with the best in fighting forces, amply supplied, the 
Yanks will write off dictatorship as a total loss. 








To make letter Carton Copies, 
We suggest te Typists our. . . 


Coie 


Patented 


“CARBON GRIPPER” 
(a flexible baching sheet) 





THREE important features: 


1. Save wear on Old and New Platens. 

2. Produce sharper, cleaner copies. 

3. Accurate and quick insertion of forms in 
typewriter. 


A To imsure clean, strong copies . . . USE THIS 
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Purchase a box of our SUPER-TREATED 
carbon paper and be convinced. Send that 
order today. Samples of Carbon Grippers 
may be had on request. 


Coé,- QUALITY QUALIFIES 


There is also a Codo “‘Carbon-Gripper”’ backing sheet 
in each box of Super-Kote and Keen-Rite carbon 
paper. 

Additional Carbon Grippers may be bought 


( / MANUFACTURING CORP. 
eae 


529 South Franklin St., 270 Lafayette St., 
Chicago New York 
Foctorv: Coraopolis, Pa. 
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NEWS NOTES FROM NSA DISTRICT NO. 8 


By Gene Mitchell, Correspondent 

Dan A. MacDougall, Stationers Loose Léaf Company, 

spent several days of December in Milwaukee in con- 

ference with officials of his company and stated that 

his factory is very busy with end-of-the-year orders, 

with indications pointing toward a very good start for 
1943. 





* * * 


| The Stationers Association of Greater St. Louis held 
its annual Christmas party on the evening of Decem- 
ber 14, which happened to be the night of the Seventh 

Area total blackout. Many of those present were re- 

quired to leave early to be at their posts in OCD work, 

while others viewed St. Louis business district as they 
| have never seen it before, completely dark and posi- 
tively inactive in every respect. Small presents were 
| collected and later forwarded to one of the local or- 
phanages, as has been the custom for many years. A 
most pleasant evening was enjoyed by all. 
- + ” 

Lt. R. T. (Dick) Stedding, formerly Wallace Pencil 
Company representative in the Northern States, visited 
relatives in St. Louis in December. Dick is stationed at 
Ft. Knox, Ky., in the quartermasters department. 

* ~ ~*~ 

Walter S. Guy, Arkansas Printing & Lithographing 
Company, Little Rock, Ark., visited St. Louis just before 
Christmas, in connection with government business. 
That “Guy” certainly keeps well occupied; besides di- 
recting a fine, growing business, he is very active in 
many of Little Rock’s civic affairs, being president of 
the Community Chest, an officer of the Red Cross 
Chapter and an untiring worker in the Shrine, as well 








AND as an active participant in the National Stationers As- 

6 DIFFERENT | sociation. ee 
; applications : The Wallace Pencil Company held its semi-annual 
will highly satisfy sales meeting in December at their general offices in 


| St. Louis, having all salesmen from all territories 


ever man | 
ery demand present. This is the first opportunity many of the men 


and every user. have had to meet with Newell Auger since his eleva- 
¥ | tion to the presidency of their firm. 
Convince \ a © 


yourself . |. The Midwest Travelers Club most heartily welcomes 

| the membership of H. Eddy Cooper, McMillan Book 
Company, former president of the Northwest Travelers 
Club. Eddy is well known among the dealers and 
travelers in District No. 8, and the club feels it an 
honor to have men like Eddy on its rolls. It is hoped 
he will become as active in this club as he has always 


been in the Northwest. 
* oF * 


samples. 


All dealers and travelers who plan to attend the con- 
vention of the National School Supply & Equipment 
Association, at the Palmer House, Chicago, February 
LIST PRICE | 17 to 20, should make hotel reservations immediately. 

An important, interesting and well attended conven- 


yoo - tion is assured. 

.00 per M. ~ 

No. 102—2" 
$11.50 per M. 


* * * 


| Cadet Art Pfister, formerly of Smead Manufacturing 
| Company, and president of the Midwest Travelers Club, 
| is reported as continuing his studies in the Air Corps 
at the University of Minnesota. Anyone desiring to 
send Art a letter or card may address him at his home 
town of Hudson, Wis., or care of Smead Manufacturing 


| Company. 


* * * 


A card from Corp. Leo B. Robben, formerly floor 
manager of S. G. Adams Company store, St. Louis, lo- 


Cusuman € Denison Illee. Lo. | 
cates him in the Second Signal Company, Camp Mc- 


RST EER DEPARTMENT em 
«> Fo , Coy, Wis. Chas R. (Bob) Clossen, formerly of Gal- 
220 FIFTH AVENUE lup’s, Inc., Kansas City, Mo., is reported at this same 
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Making the most out of the best 


Let’s face the facts—there just isn’t enough ma- 
terial or man power to produce ammunition 
and at the same time enough consumer goods 
to go around. And munitions in limitless vol- 
ume are essential to Victory. 

We shall make every effort to give you all we 
can to sell. We are up to our neck in war pro- 
duction; but certain Bates Products are neces- 
sary for speeding up the essential functions of 
Government, the Armed Forces and War In- 
dustry. Your services in distributing these are 
of vital importance. 

Bates Products have built into them the basic 
quality that means long life—you can render a 
real war service by showing your customers 
how to increase their usefulness and prolong 
their life. 


How to Take Care of 
Bates Numbering Machines 


First. It is vital, for satisfactory re- 
sults, to use only a fine grade of 
numbering machine ink. We strongly § 
recommend BATES Ink, or BATES 
Ready Inked Pads. Inferior grades or 
kinds of ink will gum the wheels, 
causing excessive wear—and make 
frequent cleaning necessary. 

Second. Contrary to general belief, 





BATES NUMBERING MACHINE 






the more a numbering machine is used the less 
it needs cleaning. Infrequent use causes ink and 
dust to harden between the wheels, making 
complete over-hauling necessary. To prevent 
this, clean machine occasionally by dipping in 
gasoline, and brushing wheels and parts with 
an old tooth-brush. 

Third. A little oil (not too much) applied 
occasionally where friction exists will insure 
easier Operation and prevent wear. Do.not 
apply to wheels, as the ink itself (if it is of 
good quality) is sufficient lubricant. 

Fourth, Do not use machine as a hammer! 
Lay papers to be numbered on a reasonably 
soft under-surface, a blotter is best. If impres- 
sions are weak, either the felt pad needs more 
ink or the ink applied was not stirred properly. 


Numbering Machines, Staplers, 


THE BATES MFG. CO., ORANGE, N. J. y 


New York Office, 30 Vesey St. 


Bate- 


MunkKee Pads, Perforators, List Finders 
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Fine WOOD CHAIRS 
For Office Use - Sy HARTER 
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DEALERS PLEASE NoTE: THESE CHAIRS RESEMBLE 


% Harter Wood Chairs are exactly what you would 
expect from the leader in the steel chair field. They 
are good looking, well designed, made for comfort. 
They are strikingly like Harter Steel Chairs, especially 
in appearance. 

The Harter Posture Chair—No. W-35, illustrated 
above—is offered with confidence and pride. Here is 
a wood posture chair that has the predominant Harter 
features, including self-fitting adjustments. The seat is 
well cushioned and comfortable; the back rest insures 


THE WELL-KNOWN HARTER STEEL LINES 


positive support. This wood posture chair will match 
up well with any recent steel posture chair, bearing 
the Harter nameplate. 

At the left above is the W-1510, an arm chair that 
is similar to the arm chair in the Universal Suite, ex- 
cept as to materials. W-1520, shown at the right above, 
resembles the side chair of the same suite. Either will 
fit in admirably with any installation of the Universal 
Suite. These chairs are modern in design and note- 
worthy for their ease and comfort. 


It is probably unnecessary to add that steel has gone to war. Every 
reader has doubtless been familiar with this fact for many months. 


HARTER CORPORATION 


STURGIS, MICHIGAN 


CHICAGO: 14 Jackson Bivd. 


NEW YORK: 354 Fourth Ave. 


* BUY UNITED STATES WAR BONDS FOR VICTORY * 
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pany, Hutchinson, Kas., with his wife, spent the Christ- 
mas holidays with his parents, the Gene Mitchells, in 
St. Louis. 
, - + 

The two sons, with wives and children, and the one 
daughter, and husband, gave the William Schmieder- 
ers a most joyful Christmas by coming from the sev- 
eral points of the compass to spend the holidays with 
Mr. and Mrs. Schmiederer. Mr. Schmiederer is the 
manager of the stationery department of Buxton & 
Skinner Printing & Stationery Company, St. Louis, and 
is one of the most beloved old friends of stationers and 
travelers in the Middle West. He has the very best 
wishes of all for a long life of happiness with his 
fine family. 

ee 


PACIFIC NORTHWEST NOTES 





C. M. Litteljohn 





B. L. Covault, manager of the Seattle office of the 
Royal Typewriter Company, has been made special 
assistant to Maxwell V. Miller, in charge of Royal’s 
drive to obtain privately-owned machines for the Gov- 
ernment. Mr. Covault’s entire staff will codperate in 
this war effort, under direction of the Typewriter Pro- 
curement Division of the War Production Board. Its 
over-all objective is the purchase of approximately 
600,000 writing machines for the Army, Navy and war 
emergency organizations. 

In addition to business houses in the Seattle terri- 
tory, the Royal staff here will contact schools, private 
owners and various offices of municipal and state 
government. 

* * * 

George B. Pittelkau, has established the Typewriter 
Service Company, specializing in expert repairs for 
machines of all makes, at 218 Marion Street, Seattle. 

* * * 

Lyman V. Hall, vice-president, Tacoma Paper & Sta- 
tionery Company, and B. E. Buckmaster, president of 
the North Pacific Bank Note Company, Tacoma, are 
two paper executives of the Puget Sound country re- 
cently nominated for the board of trustees of the 
Tacoma Chamber of Commerce. 

+ * * 

Johnson, Doell & Company, stationers at 23 South 
Mission Street, Wenatchee, Wash., have considerably 
expanded their greeting card stock, to occupy a wide 
balcony. In addition to fifteen albums and various 
individual selections, they show a comprehensive as- 
sortment of occasional cards. 

« * * 

Incorporation papers have been filed at Olympia, 
Washington, by the Columbia Ribbon & Carbon Man- 
ufacturing Company, Inc., Glen Cove, N. Y. Power of 
attorney is given to Mrs. Grace Pitcher, 1725 Hamil- 
ton Street, Spokane, for representation in the Inland 
Empire hub. 

* * * 

Graham & Company, pioneer stationery and office 
supply store on Sprague Avenue, Spokane, have in- 
stalled completely modern Zeon lighting. “Simulated 
sunshine” is already stimulating business. 

* * x 


Seventy-five prints selected by the American Na- 
tional Committee on Engraving, for the International 
Business Machines Corporation, were among leading 
exhibits at the Seattle Art Museum last month. They 
are the property of Thomas J. Watson, IBM president. 
He has made a hobby of collecting representative art 
from painters in all parts of the world. 

* * * 

Richard C. Montgomery, on leave of absence from 
his desk at the J. K. Gill Company, Portland, was the 
principal guest speaker at a recent luncheon of the 
Portland Retail Credit Association. As State Director 
for the OPA in Oregon, he spoke on “What About the 
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THROUGH THE AIR 
IN THE OCEANS 
AND OVER THE LAND..... 


American fighting men are speeding 
toward Victory—moving swiftly in fast 
efficient planes, ships, and mobile units, 
these men are equipped with the finest 
fighting tools in the world. 


While we are proud of our effort in help- 
ing to manufacture this equipment, we 
would also pay tribute to the co-operation 
and understanding exhibited by Steel- 
Age Dealers who are fighting on the home 
front. Under tremendous handicaps these 
loyal Americans are performing miracles 
in serving the office equipment needs of 
American Business. 


Together we cannot fail to emerge from 
the war ready for the big job of peace- 


time business. We will—We can—We 


must! 
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FOR IMMEDIATE DELIVERY! 


Jilt and. Swivel 
Features. 


We're mighty proud of our all-wood chair 
mechanism; thoroughly tested, here is the 
answer for those who want chairs that re- 
cline as well as swivel. Tilt and Swivel 


Features sell office chairs. 


POSTURE CHAIR 
No. 3605 


List Price 


$267° 





Adjustable in Height of Seat 
Adjustable in Height of Back 
Adjustable in. Jenson of Back 


Width of seat, 16 in. 
Depth of seat, 1412 in. 
Shipping Weight, 23 Ibs. 


Width of seat, 16 in. 
Depth of seat, 1412 in. 
Shipping Weight, 25 Ibs. 





Immediate Deliv 
Dealers who have been literally starving for 
office furniture to deliver, will welcome this 
announcement. We maintain extensive 


stocks of merchandise in order to expedite 


deliveries. 






No. 3606 


List Price 


$2] 80 
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SWIVEL ARMCHAIR 
No. 3600 


Height of back, 18 in. 
Width between arms, 
19 in. 
Depth of seat, 16 in. 
Shipping weight, 28 Ibs. 
List Price 


$2g80 
x 


SIDE CHAIR 
No. 3603 
Height of back, 18 in. 
Width of seat, 18 in. 
Depth of seat, 16 in. 
Shipping weight, 18 Ibs. 
List Price 


$1 200 


CHAIRS 
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t 
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Made from selected northern grown 
birch . . . available in oak or walnut 
finish. Comfortable deep saddled, ad- 


justable wood seat. All-wood swivel 


and tilting device. Equipped with 


casters. 





* 


UPHOLSTERED 
POSTURE CHAIR 


No. 3604 
Width of seat, 16 in. 
Depth of seat, 141 in. 
Shipping weight, 25 Ibs. 
List Price 


$2800 


Write or Wire Today for your copy of 
the new Wells Catalog—No. 222... 
twelve pages of office furniture and 
accessories. Remember—prompt de- 
livery is assured to rated accounts. 
Orders accompanied by priority cer- 


tificates will receive first consideration. 


MANUFACTURERS 
DESKS e 


OFFICE 


FURNITURE Uy 


COMPANY 


FILES 





SWIVEL CHAIR— 
ARMLESS 
No. 3602 


Depth of seat, 16 in. 
Width of seat, 18 in. 
Height of back, 18 in. 
Shipping weight, 25 Ibs. 


List Price 


$9940 
* 


ARMCHAIR 
No. 3601 


Height of back, 18 in. 
Width between arms, 


19 in. 


Depth of seat, 16 in. 


Shipping weight, 20 Ibs. 
Price 


List 
$165° 
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Model W 
TRANSFILE 


Roller Bearing Drawer operation— 
Masonite front—Automatic Drawer 
stop. 


Cortanly you can stil buy 
ROLLER BEARING DRAWER OPERATION 


TRADEMARK 


“TRANSFILE FILES 


STEEL REINFORCED - FIBRE BOARD 


The new wartime Model W has one of the smoothest working roller 
bearing drawer mechanisms you have ever seen. Load the drawer to 
capacity and it still responds to the lightest pull. Smoothly and easily it 
rolls its full length where it is stopped automatically to prevent the 
drawer and contents from spilling all over the place. 


TRANSFILE FILES are stripped of all superfluous metal. Non-critical 
materials have been used to replace those needed for war. Still 
there is no loss of efficiency in operation—no reduction of the inherent 
strength and ruggedness. No more decorative steel fronts that is true, 
but you may like the new Masonite front on the W Model even better. 


The salient features that have made TRANSFILE FILES the choice of 
thousands of concerns are still present. For instance; the case is reinforced 
at the front—the 2 Way Interlock enables you to build individual units into 


staunch batteries as high and wide as you choose. 

















TRANSFILE FILES today, as always, are as fine as your money can buy. 
Write for full information today. 


S cuss GUIDE SYSTEM & SUPPLY CO. <> 


335 CANAL STREET, NEW YORK, N. Y. 
3 models and 13 sizes. 


Manufacturers of the 

complete line of filing There is a TRANSFILE 
supplies sold through FILE For Every Purse 
dealers only. and Purpose. 
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The Regular TRANSFILE 
The lowest priced steel reinforced 
fibre board file still available 
without any changes. 
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OPA?” He explained in detail the probable effect of | 


price ceilings, floors and sales limitations on the credit 
aspects of retail business. 
ARKANSAS NEWS NOTES 
The Democrat Printing & Lithographing Company, 


114 East Second Street, Little Rock, Ark., was one of | 


the first of the city’s business firms to report effective 
cooperation with the OPA gas rationing program by 
forming car “pools.” The company’s initial report de- 
clared eighty per cent of employees’ cars were loaded 
to capacity and that the other twenty per cent were 
partially loaded. 


+ * * 


The Stenotype Studio, formerly located in the 


Gazette Building, Little Rock, has moved to a suite | 


on the sixth floor of the Wallace Building. The studio 
maintains a sales and training office, placement bu- 


reau and machine service department. 
* * * 


Elmer Boyd, co-owner of the Russellville Tribune | 


Printing Company, who has heretofore specialized in 


the stationery and office supply end of the business, | 


now “doubles in brass” by taking over the editorship, 
temporarily, in addition to his other duties. He is 
pinch-hitting for his partner’s son, Leroy Tyson, who 
has been transferred to Atkins, where his father, 
Ardis Tyson, also owns the Atkins Chronicle & Printing 
Company. The former manager of the Atkins plant, 
who has resigned to enter the Army, is Capt. Van 
Tyson, brother of his successor. 
. a ” 


Owen Best, representative for the National Manu- 
facturers Association, tersely summed up the require- 
ments for today’s traveling salesman, in an address 
to the Little Rock Sales Executive Council. 

“What the traveling salesman needs to get along 
today,” Mr. Best told the sales executives, “with no 
gas to travel on and nothing to sell—is to be a genius.” 
He believes they do have the amount of ingenuity 
necessary. 

+* * ~ 

The Arkansas Democrat of Little Rock is running 
a daily “box” prominently displayed and entitled 
“Pulaski County Service Corps Activities.” Each day, 
some outstanding local citizen is spot-lighted for his 
especially meritorious activity in civic affairs. On 
December 10, the man of the day was George Price, 
secretary-treasurer of the Jordan Printing & Station- 
ery Company, 313 West Seventh Street, Little Rock. 

“George Price, the ‘volunteer of the day’,” says the 
Democrat, “was a member of the first auxiliary police 
Class, last winter. He went to class for eighty-one 
hours, and since that time has participated in every 
blackout in Little Rock. Now he is second vice-com- 
mander of the auxiliary police. 

“Mr. Price is vice-president of the Pulaski County 
Auxiliary Police organization. He hopes to see the 
organization continued after the war. 

“Mr. Price enjoys his volunteer work and says he 
‘wanted to do something here at home.’ One son, 
George, Jr., is with the Army Air Corps in Africa and 
the other, Ed, is training to be a pilot at Kelly Field. 
Both boys were in the service before Pearl Harbor.”— 
ADR 


——_ 2 ——e 


NEW ENGLAND TRAVELERS NOTES 


Dan McDonald presided at a meeting of the Boston 
Stationers Association at which about thirty members 
were present. Resignations of some members who have 
donned their country’s uniform were not accepted, but 
tabled for the duration. The president gave a report 
on the Chicago NSA convention, and Al Coelln gave 
a thorough-going report on the priorities situation as 
simplified. 


= * o 


Dates to which members are looking forward: Feb- 



























Paper Fastening Devices 
have gone to war—and with 
their enlistment in war serv- 
ice, a gap has been left in 
civilian office routine that 


cannot be replaced—that is, 


until victorious Johnny 
Fastener comes marching 


home again. 


Government regulations, 
sharply reducing permitted 
consumption of steel, have 
lowered normal production 
of paper clips, pins and 
staples to a comparatively 
negligible level and this fact, 
coupled with the tremendous 
demand for defense use, pre- 
vents service against require- 
ments unsupported by high 
priority ratings. 


We ask our dealers’ con- 
siderate co-operation during 
this period 


needs rank first in the ex- 


in which war 


tension of service. 





VAIL 
MANUFACTURING 
COMPANY 


900 E. 95th St. 


Chicago, Ill. 














-ON THE ALERT. 


' Travelers’ Club News for December.) 
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Hunted animals not only sense danger when 
it is near, they have a definite system of avoid- 
ing it or preparing for it. A herd of Big Horn 
sheep will graze among the mountain crags but 
at least one of their number stands apart as a 
sentinel, guarding against the approach of any 
enemy. It is this vigilance of the sentinel which 
makes possible peace and freedom for the 


others. 

On the alert is a symbol for America. We 
must be on the alert to guard our factories, 
cities, transportation systems, mines and for- 
ests, also to combat any word or deed which 
might interfere with our war effort. We must 
be alert to manufacturing equipment as fast as 
possible to be distributed to alert defenders of 


freedom in every continent. 


Vigilance for war is a prelude to victory. 
When victory is won we shall be alert to the 
needs of the many dealers who were so faithful 
in the sale of Andy Units of Steel before our 
entrance into the war and supply them with 
steel filing equipment upon which they can 


build enduring volume. 


Anverson-Hicxey Co. 


INC. 
” 


GENEVA 
ILLINOIS f 
t of 
ai | ] 











(j.g.) in the Navy. 


OFFICE APPLIANCES 


ruary 15, when the Connecticut Valley Stationers As- 
sociation holds its annual dinner. On the day after 
that Boston Stationers will hold the organization’s 
fifty-fifth annual dinner at the Copley-Plaza Hotel in 
Boston. 


* ~ * 


New England Travelers held their Christmas party 
on Monday evening, December 21, at the Gardner 
Hotel, Boston. Because of the dim-out, the location 
of the affair had to be switched. Everybody brought 
a toy for the POST Santa Claus. 

* 


* * 


Few Americans land in two branches of the Armed 
forces in the same war. However, a well known New 
Englander, George Gilpatric, who was in the Army in 
March, has been given a commission as Lieutenant 


* * * 


The New England Travelers held their annual meet- 
ing and election of officers at the Hotel Bellevue, Bos- 
ton, on Monday, December 28. Because this was too 
late to include in detail, it will be reported in the next 
issue. 

* 7. * 


(The above news items are from the New England 


a 


GREAT LAKES TRAVELERS NOTES 

Karl Kiesel, president of the Great Lakes Travelers 
Club and well known as a representative of Carter’s 
Ink Company, is leaving no stone unturned to get an 
easement on gasoline rationing in the stationery and 
supply field. To this end, Mr. Kiesel has named a 
committee to get a possible revised ruling from the 
Government, permitting salesmen to retailers in this 
field better than an A card. 

Ralph Maneval, of A. W. Faber, Inc., is chairman 
of the committee, and other members are Hy Linden, 
Ace Fastener Corporation; Harry Balch, Quality Park 
Envelope Company, and Tom Gillice, of Rockwell- 
Barnes Company. 

It is their object to try to establish an equity in 
sales operations with other travelers supplying essen- 
tial industries. The point at issue is whether a blanket 
ruling can be obtained deciding that stationery and 
office equipment are necessary to the carrying on of 
essential businesses. 

The refreshments were on Otis Steel at the Decem- 


| ber 11 meeting of the Great Lakes Travelers Club, the 


occasion being his retirement after thirty-six years 
as salesman for the Joseph Dixon Crucible Company. 
He was given a hearty send-off by the many members 


| who were present. Letters were read from Mrs. Harry 
| Nichols of Columbus, Ohio, expressing thanks for a 
| bouquet sent to her husband, a former officer of the 


club, who had gone to a Columbus hospital for an 
operation. A letter also was read from Mrs. Walter 


| Waldvogel of Chicago thanking the club for a book 
| sent to her husband who was hospitalized and in 


recent months became a member of the club. A visitor 
was Jess Peck of Springfield Stationery Company, 
Springfield, Il. 
———__ o—=>-- e 
WILSON HEADS NCR SALES FORCE 

John M. Wilson, who has had thirty-two years’ ex- 
perience in the domestic sales field, has been made 
vice-president in charge of sales for the National Cash 
Register Company, Dayton, O. He succeeds L. H. 
Thompson, who has been shifted to less exacting 
duties, in charge of the NCR agency in San Francisco. 


ae yw ee a Se 


Mr. and Mrs. H. Folger Fellowes announce the birth 
of a daughter, Nancy Jean, on November 6, at 2:37 
a. m., weight, eight pounds. Mr. Fellowes is with the 











| Bankers’ Box Company, Chicago. 
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MODEL J-30 STAPLING PLIER $3.85 


Model J-30 is light in weight, yet rugged. Requires but little space 
and can be put into desk drawer or pocket when not in use. Indis- 
pensable for vertical filing or for attaching material to a perma- 
nent card. Uses DJ340 NEVA-CLOG Staples. 





MODEL B-100 STAPLING PLIER $5.25 


For heavy duty and for fastening of tough materials, this machine 
uses a broad flat staple. Fastens such materials as fibre, softwood 
baskets, veneer wood, leather and belting. Used for sealing heavy 
paper or cloth bags, packages of corrugated board, and similar 
difficult operations. Powerful leverage, durable, fool-proof. Sta- 
ples used: NEVA-CLOG B-%. 





MODEL S-100 STAPLING PLIER $4.75 


A rugged, powerful Stapling Machine with 4 to 1 leverage. 
Particularly designed for production work and hard usage, but 
can be used for any stapling operation within its capacity. Clog- 
proof so that it will give constant production. Uses NEVA-CLOG 
A-1000 or L-1000 Staples. 
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Production 
uses for the 
duration 


For the duration millions of Neva-Clog 
staples formerly used for purposes not 
connected with the war effort must be 
diverted to direct use to win the war. 

Now uses for Neva-Clog staples to 
“fasten things together” are constantly 
being developed, so much so that the 
demand exceeds normal production. 

You can get more business by recom- 
mending Neva-Clog Stapling Pliers and 
Neva-Clog Staples to “Fasten Things 
Together.” 


Some factory uses— 


Assemblies and sub-assemblies. 
Fastening tags to uniforms. 


Holding plywood together. 


You can be of service by suggesting 
such efficient production methods to the 


war plants in your locality. 


“Fasten Things Together” 
with Neva-Clog Stapling Pliers 


* 


NEVA-<LOG PRODUCTS, Inc. 


BRIDGEPORT. CONN. 
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PATENT PENDING 


BALL BEARING SWIVEL 


TESTED BY 10,000 USERS 


NOW you can cash in on Gunlocke’s four new “‘posture”’ 
chairs. They’re ready for you today with the new 
Whirlaway ball bearing swivel—strong, efficient, good- 
looking. They assure office workers the natural, com- 
fortable posture so essential to health and the ability 
to work without strain or fatigue. They come in the 


usual variety of woods, finishes and upholstery. 


THE WHIRLAWAY SWIVEL 
The Whirlaway swivel eliminates the use of critical war 
metals. The chair rests on a unique ball bearing mounted 
on a rock maple post which is permanently set in the 
base. Positive swivel action around the post is assured 
both by the ball bearing and by permanent lubrication 


and moisture-proofing which prevent binding. Chair 


V572 Vi58S2USB 


height is adjusted simply by loosening a thumb screw 
and raising or lowering the chair. There is no need for 
a screw driver or calling in the janitor. The whole 
mechanism, including the side thrust bearings, is per- 
fectly rigid. For simplicity of adjustment and free move- 
ment, the Whirlaway Swivel is unbeatable today. And 
it will give the same long, satisfactory service that you 


expected of its metallic ancestors. 


Be sure to send priority ratings with your orders when- 
ever possible. We need them in order to schedule ship- 
ments, and to secure raw materials for our own use. 


The higher the rating, the quicker the shipment. 
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§ Gunlocke office chairs with the Whirl- 

} away swivel are their own best sales 
argument. Quality and craftsmanship 

stand out all over them. Their “‘pos- 

tured” comfort is amazing. With each 

' chair goes an instruction card explain- 

ing its simple adjustment. Attractive 

folders, picturing and describing the 

four designs, are yours for the asking. 

crew F The new Gunlocke catalog, about to 
d for §be issued, presents with unusual 
yhole effectiveness the entire Gunlocke line, 


per- Fincluding many new chairs with the 





10ve- | Whirlaway swivel. 


luntockeo3 SMES KIT 


SIMPLIFIED SELLING 


If your sales force is short-handed, you need this 
streamlined sales kit. It will help your men to make 
quick, effective calls that produce sales. 


The V588P Chair. Note the com- 
fortable, correct posture. 


ADJUSTMENT 
INSTRUCTIONS 
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Sell 
Nationally Advertised 


MAK-UR-OWN 


TRADE MARK REG. U.S.A. 


INDEX TABS 
THE LINE THAT HELPS YOU SELL 





The celluloid 
tab with the 
handy beaded 
pick-up edge. 






Printed and Blank Inserts— 

Seven Colors of Celluloid 

Nine Different Blank Color Bar Inserts—Three widths 
of Strip Tabs. Genuine, original MAK-UR-OWN 
TABS reach more than 2,000,000 prospects each 
month through leading business and national mag- 
azines. If you have not received your copy of our 
new discount sheet and literature, write for it today. 





“TRADE UP’ with 
VICTOR 
BOOK VISIBLE 


THE BOOK OF 1000 USES 


The logical step to faster paper 
work so necessary today is the 
adoption of VICTOR BOOK 
VISIBLE instesd of books and 


vertical card files. 











For payroll, personnel and wage deduction records; 
job records, schedules, prices, stock, sales, ledger, 
and hundreds of other uses VICTOR BOOK VISI- 
BLE speeds reference, brings signal control to elim- 
inate laborious record search. 

‘Trading Up” is easy—-you offer so many features 
of substantial savings to your customer—you show 
such a wide assortment of stock forms, he can see 
the advantages without long explanations. Free dis- 
play with a two-book order includes over 100 forms 
samples and all signals. 























INVEST —] BUY BONDS 
IN VICTORY i. AND STAMPS 
THE VICTOR SAFE | ( & EQUIPMENT CO., INC. 
~ NEW YORK 


N. TONAWANDA 


CONSUMER-APPROVED PRODUCTS SOLD ONLY THROUGH DEALERS 
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TSA PRESIDENT TELLS TYPING CLINIC 
WAYS TO GET MAXIMUM OUTPUT 

Ruth E. Delker, Manufacturers’ Trust Company, 
New York, and president of the Transcription Super- 
visors’ Association of that city, was the only woman 
guest speaker at a late November “Typewriter Clinic” 
held under the auspices of the local chapter of the 
National Office Management Association. Her talk 
on “Advantages of Typing Pools,” reproduced in part, 
contains several suggestions likely to be valuable to 
offices faced by the need of getting out top volume, 
despite shortage of typing machines. Carrying on the 
discussion of typing efficiency in volume, the TSA 
will hold another meeting January 11, for discussion 
of forty suggestions made by another speaker, for 
saving typing time. 

Mrs. Delker’s suggestions, summarized, are as fol- 
lows: The two main ways of releasing typewriters for 
Government use (or compensating for equipment 
shortage) are utilizing idle hours of all machines, 
and increasing production per unit per hour. The 
employment of typing pools, or mass production of 
transcription, embodies essentials for solving both 
problems. 

Basically, there is considerable similarity between 
the typing pool and the pre-fabrication methods of 
the famous Kaiser shipyards. As to disuse of ma- 
chines, which many office supervisors will doubt until 
they investigate, Mrs. Delker recommends a thorough 


survey. 


Experience Shows 50% Waste 


Says Mrs. Delker: “Based on my own personal ex- 
perience and a study of hundreds of surveys... the 
typewriters used by your secretaries (exclusive of offi- 
cial secretaries with varied duties) will be idle one 
hour out of every two. The typewriters used by your 
stenographers who do copy work as well as write 
letters will be idle approximately one hour out of every 
four. Machines used by stenographers who do no 
copy work, but merely take notes and transcribe them, 
will be idle one hour out of every three. 

“You will find that even copy typists who do nothing 
else but copy will have idle time on their typewriters 
because of various reasons.” 

With these conditions determined, Mrs. Delker then 
proposes the setting up of a central transcribing de- 
partment and a centralized typing pool under careful 
supervision. Toward these divisions the flow of work 
is to be directed, and dictation time staggered, if nec- 
essary, so that stenographers taking notes in the 
morning will use machines in the afternoon, and those 
taking notes in the afternoon will use the typewriters 
in the morning. The detailed operation necessary, it 
is emphasized, will have to be worked out on the job. 

Centralized departments of this kind are working 
in offices employing from five to 100 or more at tran- 
scription and stenography. Time studies, says Mrs. 
Delker, are very helpful, and training of replacements 
based on demonstrated efficiency makes for solid or- 
ganization. 


Breaking Down the Routine 


Breaking stenographic work into its simplest ele- 
ments yields a better, more even flow of letters, forms 
or what-not, it is pointed out. Simple tasks which 
consume the stenographer’s time, by hit or miss 
method, include messenger service, making up in ad- 
vance envelopes most often used, interleaving of car- 
bon between varicus kinds of paper, posting of reports 
daily to avoid piling up of this detail at the end of 
the month. 

“We have carried this method a step further in our 
own organization with dictating machines,” says Mrs. 
Delker, “and proved beyond any doubt that the dictat- 
ing machine method turns out three to four times as 
much work from our typewriters.” 

Training for the job on the job is best for all-around 
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A FEW EXAMPLES (IN MINIATURE) 
OF STANDARD MASTER PRINTS 
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Units) used with a fluid process duplicator, répre 
printed forms plus typed or written fill-in, speedily, 2 ‘pe 5 


economically, effectively. ; 
Think of it! Pick up one Standard Master Print, 
made to your specifications—fill in necessary data, 
run 20, 200, or more copies. No big inventory of 
rapidly changing forms required,—a few Master 
Prints produce thousands of forms and fill-ins. 
Save on paper—save on printing time—save on 


printing costs with Standard Master Prints. Fill in Sa t rf 
Wlatl Coupon for Sample Founr 
USE STANDARD MASTER PRINTS STANDARD DUPLICATING MACHINES CORP., Dept. 4, Everett, Mass. 


Gentlemen: Please send a free sample Standard Master Print. 
ON YOUR 


and return coupon for details and free sample. 
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SALESMEN WANTED 


Standard Master Prints are sweeping 
the nation. Several fine opportunities * 
now open for salesmen experienced in 

systems forms. 
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To our family of Dealers 
and to our other friends 
everywhere, we extend 
New Year’s Greetings, 
together with the sin- 
cere wish that 1943 will 
bring a decisive Victory 
to the United Nations 
and the return of Peace 
to the Earth. 





SHAW-WALKER 


FACTORY AND HOME OFFICE 
MUSKEGON, MICHIGAN 














Largest Exclusive Makers of Office Furniture and Filing Equipment in the World 
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efficiency and development of promotional skills, she 
says, and a training program, with aptitude and prog- 
ress tests, will provide replacements within a few 
weeks for losses of valuable employees. 

ee 


MAKERS OF “SCOTCH TAPE” ENTER SYNTHETIC 
RUBBER MANUFACTURING FIELD 
The Minnesota Mining & Manufacturing Company, 


St. Paul, Minn., has been called on by the Government | 
to make enough synthetic rubber for production of | 
4,200,000 automobile tires and tubes yearly. In a} 
$6,000,000 plant owned by the government, and now | 
nearing completion in Kentucky, 30,000 long tons of | 


synthetic rubber is to be made yearly. 


Associated | 


with the company will be the Inland Rubber Corpora- | 


tion, a subsidiary, and four prominent tire and rubber 
concerns. All have pooled their rubber knowledge 
and formed the National Synthetic Rubber Corpora- 
tion. 

General manager of the plant will be Dr. B. J. Oakes, 
production manager of Minnesota Mining & Manu- 
facturing Company’s waterproof sandpaper and resins 
division. The company is already engaged in war 
work, making a form of sulphuric acid employed in 


explosives. The firm name has long been associated | 


with staple products by the stationery trades. 
——— > oe 
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FEATURES SCHEDULE PLAN RECORDS IN WINDOW.—Wirt- 
schatter’s in Cleveland, Ohio, displayed a combined exhibit 


| more months of proving themselves as fast sellers at 


| 


of Victor visible equipment and Production Requirements | 


Plan records as above, for excellent joint sales appeal. The 

records forms are well adapted for filing in the Victor visible 

equipment. The centerpiece emphasized the handy fea- 

tures of the open slide in this line. Victor cabinets, book 

visible, reference equipment and forms made up a well- 
balanced bulk window display. 


—__— 6 


WAR BOOMS DEMAND FOR GLOBES, ATLASES 

Rand, McNally & Company, Chicago, reports an un- 
precedented demand for atlases and globes. The fac- 
tory facilities of this well-known concern are being 


| 


overtaxed, there being a sharply renewed interest in | 
world geography as a result of the successful invasion | 


of Africa. 

America’s entrance into a war that is global in 
every sense has broadened the outlook of citzens 
hitherto content with their national, if not a purely 
local view of affairs. The probability is that the war 
news, stimulating this interest both by the eye and ear, 


has in a sense been one of the healthiest things that | 


could have happened to communities tending toward 
provincial mindedness. 

Retailers find not only the highly personalized re- 
sponse to globes, atlases and maps that might be ex- 
pected where patrons have relatives in uniform; they 
also recognize a broad awakening to the fact that the 
nation can never be, from this time on, in any sense 
isolated from the rest of the globe—except by igno- 
rance. 













































































gives you profitable items 


to sell in 1943! 


After months of redesigning and factory testing — and 


retail — these Sengbusch wartime items swing into 1943 
as a sound, established proposition for you. Made from 
non-critical materials, they deliver the satisfaction your 
customers expect when they buy a Sengbusch product. 
Kleradesk made without an ounce of steel or rubber — 
Model 6V-S (illus.) $4.50. * Here’s something you can 
promote to keep up your volume. Stock Kleradesk 
and Handi-pen—write for folders. Sengbusch Self- 


Closing Inkstand Co., 
301 Sengbusch Bldg., 
Milwaukee, Wisconsin. 


Black, crystal, or ivory 
glass. Single set $3.00 
to $3.25. Single or 
double set with wood 
fibre base $4.50 to 
$12.30. 















































70 PROFIT 
pris MAKERS 


Amazing Stapler, Staples, Staple Remover, and Personal 
Paper Punch, with New Features—New Values— that 
instantly attract New and Old customers in Office, 
School, and Home markets. 








PRESTO STAPLER 
.59¢ 


complete with 500 staples 


Fastest selling desk stapler in the world— 
- streamlined — attractively finished. 
Sturdily built for positive service. 
Every desk needs one. 


PRESTO STAPLE 
REMOVER 25c 


Press the 

Handles 

Out Pops 
The Staple 


Org STAPLE 


cE ET — 


Quickly — easily — removes 
all wire staples from checks, 
reports and other papers. 
No broken finger nails. No 
torn papers. Indispensable 
to all staple users. Made of 
colorful plastic and hardened 
steel. Attractively mounted 
or boxed for display. 


= PAPER PUNCH 


Makes 6 instan’ 
ring-binder pages 
of all papers. 
Punches 1)” hole. 
Organizes work, 
saves time for 
™ Travelers, Secre- 
” taries, Students 


and 
Writers. 10c 


Mounted—1 dozen each—-on attractive color display cards. 
Write for prices and liberal discount schedule on all three. 





















METAL SPECIALTIES 
MANUFACTURING. CO. 


200-08 CARROLL AVE 
CHICAGO, ILL 
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ALL UNDERWOOD SALESMEN PRODUCTIVE IN 
FEDERAL REPURCHASE PLAN 


L. C. Stowell, executive vice-president, Underwood 

| Elliott Fisher Company, has announced that under the 
direction of W. F. Arnold, general sales manager, all 

| of the company’s salesmen are occupied as typewriter 
buyers for the Government. It is their job to get in 
as many usable machines as possible in line with the 
War Production Board-Treasury Department type- 

















L. C. STOWELL 


W. F. ARNOLD 


writer purchase program, in order to recover from the 
business public some of the 600,000 machines urgently 
needed in Federal bureaus, Army orderly rooms, etc. 
| Commenting on the program, which is now well 
established and has been widely publicized through 
the lay press and radio, Mr. Stowell said: “Our sales- 
men and agents are now repurchasing a substantial 
percentage of typewriters sold to the general public. 

We have a total of 2145 salesmen, servicemen and 

sales agents located in 407 principal cities, assisting 
| the War Production Board in this worthy cause. The 
response from the public has been very encouraging 
and we have already repurchased many thousands of 
typewriters for the vital needs of the Army and 
Navy.” 

Underwood, of course, reconditions these machines 
before turning them over to the Army, Navy or Ma- 
rines as the case may be. 

——— —___— 


KELSEY COMPANY USES COLOR TO BOOST 
SALES AND SERVICES 


W. E. Kelsey, dealer in office and factory equipment 
at Peark and Ford Streets, Hartford, Conn., has de- 
parted from the simple directory of lines hitherto 
mailed to prospects. The innovation is a neat mailing 
piece in black and white, with terra cotta tint blocks, 

| which achieves a concise, yet attractive presentation 
| of the firm’s listings. 

It is a four-page pamphlet of letter-head size, bear- 
ing on its cover a strong logotype in black and white, 
| and a white-on-black display design heralding office 
_ and factory supplies and equipment in block type and 

| script. Mr. Kelsey brought out his earlier directory 
along more conservative lines, using a small cardboard 
mailer listing his principal accounts, until, as he says, 
war conditions compelled extra promotional effort. 

The inside cover or page two of the new leaflet re- 
veals an excellent half-tone view of stock in the show- 
room, with an inset cut of the owner, also an outside 
storefront view. Third and fourth pages show line 
cuts of principal items in stock, from desk sets to safes, 
these cuts being on terra cotta square tint blocks which 
set them off to unusual advantage. The editorial mat- 
ter accompanying is descriptive only, without price 

| quotations. 

In the copy on the inside cover, or second page, Mr. 

| Kelsey frankly discusses problems of priorities and the 
scarcity of hardwoods. The advisability of purchasing 

{ is suggested only by inference. 
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DEALERS.... 


FOR FAIR’S Fast 







Moving Line of Wood Office Furniture 


Not so long Ag0 the office sup- 
ply dealer's picture looked awfully 
black. Metal shortages threatened 
the entire structure. Today—thanks 
to wood—Dealers have retrieved 
lost profits and are forging steadily 
ahead. 


FAIR WOOD OFFICE FURNITURE 
is still largely unaffected by priori- 
ties. Shipments are reasonably 
prompt—and the demand is truly 
terrific. Not just in isolated areas— 
but in all 48 States. You, too, will 
‘knock wood” when you start push- 
ing this famous office furniture line 
—a line backed by years of wood- 
craft experience. 










































How to handle “SPECIAL BIDS” 


By this time it is generally known 
to the trade that a large part of our 
productive facilities are engaged 
in the manufacture of wood items 
for the Army and Navy. What 
we particularly want to stress is 
that all of this work came to 
us through Dealers who were 
requested to make bids for the 
Armed Services and various gov- 
ernmental agencies. 


With FAIR'S cooperation and 
“know how” these Dealers suc- 
ceeded in getting these govern- 
ment contracts at a liberal margin 
of profit. When you are called to 
enter a bid, remember that FAIR 
offers you 100% cooperation and 
protection. 








FURNITURE COMPANY 


NEWARK, NEW JERSEY 








ernest cael wide 
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On the Battlefield 


N THIS total war, writing is essential to the fighting. 

Without writing—and efficient writing tools—war in- 
dustry production and Government war services would be 
limited. Without writing, front line troop operations would 
be handicapped. In every phase of modern warfare, writing 
is essential. 

As the world’s leading manufacturer of pens, we ex- 
pected and welcome our obligation to provide war 
industries, Government agencies, and the Armed Forces 


with pens so vital to a million-and-one jobs. 
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On the Industrial Front 





Esterbrook . . . the pen preferred by business . . . today 


that of planning, 





helps business in the biggest job yet 
carrying through, and winning this war. 

Civilian orders for Esterbrook products can be filled only 
after we take care of Government, military and war 
industry needs. If your stationer cannot supply you 
immediately with Esterbrook Pens we know you will 
understand why. Writing is fighting—and Esterbrook is 
serving in the fight. 

THe EstersBrook PEN Company, Camden, N. J. 








éstertivuk IS THEA BUSINESS PEN 





This advertisement appeared in Saturday Evening Post, December 26; Collier’s, 


December 26; and Life, December 28 in order that your customers may under- 
stand when you are unable to supply the exact type Esterbrook pen they desire. 
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HONOLULU FIRM’S MOTTO “CARRY ON!” 

What the sneak-raid on Pearl Harbor meant to 
Alexander Brothers, Ltd., distributors of Underwood 
typewriters in Hawaii, is tersely described in a letter 
received by OFFICE APPLIANCES from W. B. Huston, 
vice-president and general manager. The letter carries 
the date of Pearl Harbor’s first anniversary, Dec. 7, 
1942, and was received in Chicago, via air mail, De- 
cember 15. Writes Mr. Huston: 

“One year ago today Hawaii suffered a surprise at- 
tack. Bombs bursting, shells dropping, havoc and dis- 
aster, death and desolation found the Paradise of the 
Pacific. I was constantly in the thick of it from 7:55 
a.m. and for many days ever since.” 

But Alexander Brothers’ equipment and organiza- 
tion functioned 100 per cent, says Mr. Huston. “Trucks 
and private cars were turned into ambulances, the 
women of our organization to auxiliary nurses, and 
the entire corporation went all-out from December 7, 
and are still all-out for complete victory.” 

Mr. Huston explains that this has meant work for 
everybody night and day, without any special days 
off. He says, “The personal sacrifices have long been 
forgotten. Alexander Brothers’ employees are under 
a 100 per cent salary allotment for buying war bonds, 
and to those stationers, office supply dealers and type- 
writer dealers on the Mainland who think they oper- 
ate under difficulties, let them operate in a combat 
zone ... 2400 miles in the Pacific.” 

And he says in this connection that Honolulu is 
dependent on what supplies can be brought in by 
convoy, but business is being done under all the Gov- 
ernment regulations existing on the Mainland. “Plus 
martial law,” continues the letter. “And I hope you 
will publish this for the purpose of proving conclu- 
sively that a dominating American spirit will lessen 
the supposed burden of our Mainland associates, when 
they realize we are still doing business as usual, plus 
all the rules and regulaticns that they have.” 

In order to keep the office appliances of the armed 
forces 100 per cent efficient, the Underwood service 
department has to operate on a 365 day basis, day 
and night, under pressure. But “without any dis- 
gruntled feelings,” Mr. Huston writes, with pardonable 
pride. 

As a special observation of Pearl Harbor Day, the 
Alexander organization purchased extra war bonds in 
addition to their salary allotment quota. 
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NEW SHEPPARD CATALOG 
(See New Trade Literature, page 8) 








Build Profitable 


Repeat Business 
with 
THE VICTOR 
WOOD FILE 


THE VICTOR 
has been in active 
use for many 
months—long 
enough for users 
to confirm the results of 
its laboratory tests—that 
it has those in-built quali- 
ties which assure years of 
satisfactory service. 

THE VICTOR'S all hard- 
wood construction sturdy 
framing, three- and five-ply panels, extra reinforce- 
ments, easy-running suspension, fine finish, all help 
you to profits and repeat sales with the VICTOR. 










Get 


Your Share 
of the new 
markets with 


VICTOR 
woop 
CABINET 
VISIBLE 





Headwork saves footwork. Think how new personnel, 
credit, materiel, scheduling regulations are affecting 
the record-keeping of thousands of companies. 

A simple presentation of VICTOR equipment and 
stock forms will open avenues to volume sales at 
full profit among prospects unable to clear priority 
approval. 

VICTOR CABINET VISIBLE is sold only through 
franchise dealers. Some sections need new or ad- 


ditional coverage——write for details. 


























INVEST 3. | BUY BONDS 
IN VICTORY i | AND STAMPS 
<< ae 
THE VICTOR SAFE [\ & EQUIPMENT CO., INC. 
N. TONAWANDA NEW YORK 


CONSUMER-APPROVED PRODUCTS SOLD ONLY THROUGH DEALERS 
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COPIES 
EVERY THING 


economically 
quickly « easily 











TRU-COPY-PHOTE 





The amazing, new, ‘actual 
lige” copying machine 


Absolutely true, error-proof copies are more es- 
sential today than ever before. Speed with accuracy 
is at a premium everywhere. And experienced help 
is harder to get. 

TRU-COPY-PHOTE is the right solution to this 
difficult problem. Error proof copies of anything, 
printed, written, drawn or photographed can be 
made singly or in any quantities at a minimum in 
economy. 

TRU-COPY-PHOTE is speedy and easy to op- 
erate. A single copy is made in about 13 minutes 
but additional copies are made in about one minute. 
Any office boy or girl of average intelligence can 
learn to operate it in 30 minutes. 

TRU-COPY-PHOTE copies anything actual size. 
Machine sizes range from 8” x 10” to 24” x 36” or 
larger. Prices range from $80.00 for the portable to 
$370.00 for the largest size. 


Agents Wanted | 


Choice territories still open for this amazing new 
copy machine. Write Wm. D. Miller, 61 Broadway, | 
New York City. | 


Photo Reproducing Equipment Ca. 


CHATHAM, N. J. 
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CHICAGO ADDING MACHINE DEALER SENDS 
GERMAN MODELS HOME—ACH, JA! 

There was a time when precision workmanship from 
German factories could not be bettered. Adding ma- 
chines that sold for $1,300 apiece (Mercedes make) 
were at one time quite widely used in Chicago. Within 
the past three years, George L. Rogers has repurchased 
a considerable quantity. The other day he found he 
had on hand just thirteen outmoded Nazi models, 


ROGERS PREPARES “DROP SHIPMENT.”—Thirteen German 

made adding machines ready to go to “Der Junkpile” for ulti- 

mate return to the Fatherland. George L. Rogers, distributor 

for the Friden Calculating Machine Company, San Leandro, 
Cal., is shown about to give them the “heave-ho.” 


which had once commanded the possibly significant 


price of $1300 each. 

Taking out all the motors, Mr. Rogers, who is dis- 
tributor in Chicago for the Friden Calculating Ma- 
chine Company, San Leandro, Cal., decided to junk 
the lot. Despite the fact they weighed about 850 
pounds and contained considerable high grade steel 
and brass, Mr. Rogers got only $10 from the scrap 
dealer. Incidentally, his “drop shipment” (ask the 
men on the Flying Fortresses) was photographed by 
the Chicago Daily News, and the details published so 
the “Sieg Heil’ boys could be all ready with their 
catching mitts. 

<> 


LUCKETT ISSUES CONDENSED HOUSE ORGAN 


The first issue of the Luckett Loose Leaflet, punched 
for easy mounting in a standard size loose leaf binder, 
is now circulating among the Canadian trade. It is an 
814 x 5%, four-page, single-sheet affair, neatly and 
purposefully arranged, featuring short editorials, mer- 
chandising brevities, and, on the back page, news 
briefs under a black-and-white hand-drawn head- 
piece entitled, “News of the Trade.” 

As might be expected in a first issue, J. S. Luckett, 
head of Luckett Loose Leaf, Limited, Toronto, Ontario, 
devotes the title page to an introductory editorial, 


describing the “Leaflet” as a new activity which the 


firm has had in mind for some years. 
“Long before the war we felt a need for a house 
organ in which we would try to tell our customers 
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THE WORLD MOVES AHEAD... 


SHEAFFER'S Y-BLACK 





SHEAFFER'S 


... W-BLACK 





V-BLACK 


for BUSINESS 
RECORDS! 


Sheaffer, helping Uncle Sam’s new V-Mail, has given the 





world an outstanding black writing fluid for business records. 
Sheaffer's V-Black SKRIP writes black and stays black. Tiny 
details on records have better visibility. In filing, the “Find- 
ing Work” is made simpler . . . and every hour, day, week, 
and month V-Black SKRIP continues to impregnate its deep- 
black self into the paper fibres giving record permanency. 
V-Black SKRIP is deep ebony black . . . blackness achieved 
without carbon . . . and it costs no more than many ordi- 
nary inks. 

In fountain pens, it’s easier on rubber and metal parts. It 
makes all pens write better, last longer, require less servicing. 


SHADOW OF THINGS TO COME 


Sheaffer originally recommended this outstanding black 
writing fluid for Uncle Sam’‘s V-Mail, for black photographs 
best. 

And now business has discovered V-Black SKRIP and is 
adopting it as the greatest record fluid of the day. You 
stationery salesmen in your daily calls are eager for things 


with which to interest your customers... Be the first with the 
news that V-Black SKRIP is the great improvement of the 
day in a fluid for business records . . . sell your customers 


V-Black SKRIP in quarts and gallons. 


SHEAFFER'S 


EAFFERS Yoaie™ W. A. SHEAFFER PEN COMPANY 


Fort Madison, lowa 
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what was going on in our business,” says Mr. Luckett 
in his signed “debut editorial.” And he goes on to 
say, “Since the outbreak of the war this need has 
increased. We know that the war has brought you 
many problems. We have a pretty fair idea what 
they are.” 

Inside the pamphlet—which will appear monthly— 
is editorial mention of the NSA convention in Chi- 
cago, with especial bearing on the cordial relations 
and growing understanding between this country and 
our northern neighbor. 

In the page of trade mention, various shortages and 
timely items are briefly presented, the firm’s trade 
mark being used between the paragraphs as reminder 
copy. 

Sent as an enclosure with the Leaflet is a re-print 
from the October 1942 issue of Bookbinding and Book 
Production, “That’s How Loose-Leaf Was Born,” by 
Herbert P. Stoeckel, which summarizes the history of 
this innovation in business stationery and forms. To 
those at all familiar with the growth of business forms 
and improvements in America, the chronological table 
should be especially interesting. 

——— oie 
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LIKE TO CASH ONE?—This is the kind of check given em- 
ployees of the Globe-Wernicke Co., who are late or absent 
without a good excuse. The idea originated in the War Pro- 
duction Drive group of the firm, which is doing everything it 


can to get top production from plants working for Uncle Sam. | 


On pay day the foreman or department manager hands the 
delinquent worker this Thanks a Million check. Lacking a 
good excuse, the worker wonders if he has to live on “balloon- 
gravy” until he gets his real pay. The three little men shown 
at upper left are Tojo, labelled ‘Vice-President, Back Stabbing 
Dept.”; Shickelgruber, “Der President in Charge of Killing 
Kids”; Benito-the-Mug, “Chief Office Boy.” 


2 —__—_—. 
RAND HOBBY AIDS BOSTON FIRE VICTIMS 

Because of the long-time hobby of James H. Rand, 
Jr., president of Remington Rand, Inc., victims of the 
Boston night club fire who might have died are alive. 
From the medical standpoint, shock, and the poisons 
generated through burning, put a burden on the heart 
and lungs. The Boston fire also involved inhaling by 
hundreds of frienzied persons fumes that all but para- 
lyzed the lungs. As the medicos say, “Oxygen was 
indicated.” 

Dr. William R. Morrison, former classmate of Mr. 
Rand at Harvard—now senior surgeon at Boston City 


Hospital—knew he could count on the head of the:, 


business appliance firm for maximum cooperation. So 
did Dr. Cecil A. Drinker, of Massachusetts General 
Hospital, who had been corresponding with Mr. Rand 
on experimental use of masks for administering oxy- 
gen, rather than the tent employed so often in pneu- 
monia and other respiratory troubles. 

On November 29 Mr. Rand, learning of the extent 
of the Boston disaster, sent a check for $5,000 to help 
defray cost of oxygen treatment for fire victims. He 
also used the wide resources of the Remington Rand 
organization to line up a supply of valves for oxygen 
masks. And through his quick work, Dr. John H. 
Evans, of Buffalo, took a plane to Boston with badly 
needed oxygen machines. Fifteen years ago, through 
a chance meeting with a Kansas City doctor, Mr. Rand 
began his hobby, which took practical form in a 
$150,000 fund for Harvard research on oxygen and its 
uses. 












An index is primarily a device to save time. To do 
this successfully it must be properly designed for the 
system with which it is to be used and made to stand 
up under constant severe service. 


With AICO Indexes you can offer your customers 
a complete standard line, with a wide variety of tab 
and sheet materials. Each AlCO Index is designed 
to fill a definite use requirement. 


Send for the AICO Sectional Catalog B covering 
Ledger and Post Binder Indexes. Give your cus- 
tomers the benefit of 33 years of specialization in 
Indexes. 


@ Fused Celluloid Tabs 
@ Red Leather Tabs 
@ Ruled and Unruled sheets 


@ Celluloid insertable Tabs 


@ A complete assortment of 
standard sizes. 
@ Aico-Grip insertable Tabs @ Special sizes on order. 


@ Reinforced Binding Edges 


AICO PRODUCTS ARE 
SOLD ONLY THROUGH 
ESTABLISHED STATIONERS 


) AICO-GRIP TABBING 
LOOSE LEAF INDEXES 
DESK PADS and” 


ACCESSORIES 


eo 
LY, yntht 
503 S. JEFFERSON ST., CHICAGO, ILL. 
WORLD'S LEADING MANUFACTURERS OF INDEXES AND INDEX TABBING 


SHOP TICKET HOLDERS 
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DEALERS ! 


Attractive 
Discounts 


Read the following six important an- 
nouncements: 


1. UHL Steel Portable Tool Trucks 
are used extensively in War plants. 

2. Available on A-1C or better pri- 
ority ratings. 

3. If war material is made in your 
vicinity, get into those War plants. 


4. They need these trucks because 
they are extremely essential necessities. 


5. Made of special, tough steel; they 
ean do heavy work very much beyond 
the actual requirements. 


6. For details see 
our catalog pages 
30 and 31; or our 
descriptive folder 
No. 871 on which 


you can place your 


imprint. 






No. 7150 
with 2 trays 









No. 7170 


with one tray No. 7160 


with 3 trays 


UHL STEEL 


Furniture 


Manufactured by 


The Toledo Metal Furniture Co. 
1758 Hastings St. Toledo, Ohio 


























OFFICE APPLIANCES 


GUNDERSON PLANS LOUISVILLE CONCERN 
FOR OFFICE MACHINE SPECIALTIES 


A. J. Gunderson, for the past nineteen years district 
manager and trainer of sales personnel for the Monroe 
Calculating Machine Company, mostly at Louisville, 
Ky., plans to open a business specializing in office 
machines and appliances on a dealer basis. During a 
recent visit to the office of this publication, he dis- 
cussed with enthusiasm his hopes for presenting an 
intensive service in this field. He believes that he can 

















A. J. GUNDERSON 


improve ‘distribution for recognized lines by a choice 
of better sales personnel than the average. 

Mr. Gunderson took over Louisville for the Monroe 
organization in 1930, when it was one of the minor 
offices in point of volume, despite the size of the 
market. “During my stay in Louisville’, says Mr. 
Gunderson, “we either won first place or were among 
the prize winners of every sales contest carried on 
either by the factory or by the division sales office. 
As a district we made the Monroe High Point Club 
eight times in the twelve years from 1940 to 1942.” 

Prior to joining Monroe, Mr. Gunderson was with 
the Safe-Cabinet Company, and was one of four men 
who won a free trip to the dedication of the firm’s 
new safe-testing laboratory in 1921. He has a wide 
circle of acquaintances in the Blue Grass city, and 
has been several times honored by office in prominent 
Louisville social and business groups. 

<_< —— 


SAN ANTONIO DEALERS COMPLIMENTED 


Fifty years is a long time to remain in any kind of 
retail business, but two leading San Antonio station- 
ery and office supply concerns were listed among pio- 
neers in a recent special edition of the San Antonio, 
Tex., Express. They were Nic Tengg and Maverick- 
Clarke, known as “The Business Man’s Department 
Store.” And both of them have far out-lived the half 
century mark, although not under their original 
names. 

In 1854 Julius Berends established what is now 
known as Nic Tengg, Inc., in a small plot where the 
Aztec Theatre now stands. In 1874, Mr. Tengg, who 
had been in Berends’ employ for several years, bought 
the business and removed to 220 West Commerce, 
where the firm is still active after sixty-eight years 
at the one stand. 

On the death of Nic Tengg, his sons Julius, Nic, Jr. 
(now deceased), Tom and Willie took over. The sur- 
vivors continue active management. 

Risdon M. Moore founded the Maverick-Clarke con- 
cern in 1874. In 1878 Sam Maverick, San Antonio pio- 
neer business man, banker, and later on mayor, bought 
the firm and changed the name to Maverick Printing 
Company. Some years later Robert Clark, who had 
founded a prominent firm in Galveston, bought a 
controlling interest. The establishment now occupies 
an excellent location on East Travis Street BCR 
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MANY GLOBE-WERNICKE OFFICE 
ACCESSORIES THAT SPEED UP W 


THERE IS A BIG DEMAND FOR 
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Many concerns engaged in war work need useful G/W 
office accessories and filing supplies to speed up routine 
and the production of war material. Globe-Wernicke will 
continue to do everything possible to provide the depend- 
able and indispensable ‘‘business helps’’ during this emer- 
gency. Check our stock and send us your order today. 
Be prepared to serve your customers prompltly. 





‘““TUFTEAR”’ 
| 28 0) 28D %@) FB) Se) 


Tuftear manila folders stand 
vo oS bate (-) MMB al-t-\' 4 ammole} at-ia- ba a 
use... rounded corners... — i 


made in all styles of 
Pad batet- bao Mh d- Ve) od bale EVERYDAY FILE 









Has many uses .. . made in two Needed in nearly every office and 
sizes . . . several styles, tabbed alpha- often used for personal filing... 
betically, days of month, etc. Also practical and inexpensive. Avail- — 
with meta] tabs having removable able in letter and cap sizes. Choice 


of several styles of indexing. 


inserts. A handy work organizer. 


















SAFEGUARD 
FILING PLAN 
This Globe-Wernicke system 
provides the safest, simplest, i-0-2 
Py T-3(-\- a bate MS of-1-) ab aal-h a alole ile) 3 Ce DO sg ANGULAR 
filing and finding. CELLULOID TAB GUIDES 















AGATE 
CARD INDEX TRAYS 









Easy to see... easy to find... no 

* Ideal for card index filing. Made of stooping or bending to read indexing 

heavy binders’ board . . . wood bot- Inserts are removable, changes made 

BUY MORE WAR BONDS tom . . . wood follower . . . 3x5”, * easily . . . assures greater accuracy 
4 4x6", 5x8’’, 6x9’ and check file sizes. and speeds up filing and finding 





Globe-Wernicke 


Olatellalarclemmelaiie 
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Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Stee! 
and Wood Equipment for Libraries, Schools and Public Buildings Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Stee! Shelving 
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WHITING 
MACHINE 
AMMUNITION 


At Miller-Bryant-Pierce we have 
gone all out—as artisans and as indi- 
vidual patriots—to award to the wait- 
ing peoples of the world the blessings 


of the American Way of Life. 


On the fighting fronts Miller Line 
men are giving a good account of 


their patriotism. 


On the home front every member 
of the Miller-Bryant-Pierce organiza- 
tion has subscribed to the United 
States war savings bond payroll de- 


duction plan. 


In our work of producing type- 





writer and other inked ribbons, car- 
Every time a letter looks better because it is beautifully written, 
something is added to the effect of that letter. 
Every additional letter, document, report, bulletin, obtained 


bon paper and stencil inks, we are 


devoting all our experience, all our 


skill, all our resources, to making : ; es 
Nai aa a led from a ribbon, carbon paper or stencil ink, adds that much to the 

produc : tha — do their intendec winning of the war. 

work with the highest degree of ex- 1943 is a year of doing things thoroughly. Providing better 


cellence and economy. media for letter writing is one of those things. 


GIVE YOUR LETTER WRITERS ALL OUT AMMUNITION 


TYPEWRITER AND OTHER INKED RIBBONS 
CARBON PAPERS 
STENCIL INKS FOR MIMEOGRAPHING 





The Line That Withstands Comparison 


Manufactured Exclusively by 


MILLER-BRYANT-PIERCE 


Division oF L C Smitru & Corona TYPEWRITERS INC. 


AURORA, ILLINOIS, U. 5S. A. 


Write for address and telephone number of Your nearest Miller Line 
Service Center. 








TO OUR FRIENDS ABROAD: The high quality of our product is known to many of you. To 
those who are not acquainted with the service that our Export Department is able to render, may 
we suggest that you investigate. Please write us in your own language presenting us your prob- 
lems with inked ribbons and carbon papers. Your letters will be answered promptly by air-mail. 
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JOHN L. KOSTER 
It is with regret that we report the death of John 
L. Koster, assistant mechanical superintendent at the 
Royal Typewriter Company factory in Hartford, Conn. 
A high-grade mechanical engineer, specializing in 








THE LATE JOSEPH L. KOSTER 


tool development, Mr. Koster joined Royal in 1907. His 
keen analysis of mechanical problems helped to put 
quality into the Royal typewriter. 

His many friends throughout the office equipment 
industry extend their deepest sympathy to his family. 


- i ys 


CYRUS H. TABER 
Numerous friends and business acquaintances, not 
only in New England, but through widely scattered 
sections of the country, are mourning the recent 





death of Cyrus Hezakiah Taber, since 1904 president 
of the American Pad & Paper Company. Mr. Taber, 
who died at his home in Holyoke, Mass., was seriously 
ill for only two days, and despite his age, eighty-five, 
had been able to go to business until some four 
months ago. 

He was born in Holyoke seven years after it became | 
a town, and grew up with it. He entered business as | 
a clerk in his father’s jewelry store shortly after | 
leaving high school. He then joined H. N. Hubbard 
to set up the printing firm of Hubbard and Taber, 
which rapidly grew to the point where it could com- 
pass amalgamation with the American Pad & Paper 
Company. 

Interment was made in Forestdale Cemetery. Sur- 
viving are the widow and two sons, Elwyn and Donald 
R., also a daughter, Mrs. Frank Collingwood. 


rt i + 


GEORGE WIGGINTON 

George Wigginton, who was general foreman of the 
Art Steel Manufacturing Company, New York, N. Y., 
died suddenly of a heart attack late in November. 
Death occurred at his home, 432 East 140 Street, at 
the age of fifty. Mr. Wigginton was born in Columbus, 
Ohio, and formerly lived at Rahway, N. J., where he 
was buried. 

He left a widow, Mrs. Josephine R. Wigginton, two 
brothers and three sisters. 


rT ht + 


EMMANUEL GERNARDEN 

Emmanuel Gernarden, veteran of the first World 
War and vice-president of the A-1 Stamp Works of 
Tacoma, Wash., is among prominent businessmen 
recently deceased in the Pacific Northwest. He died 
late in November at a Tacoma hospital, at the age 
of fifty-three. | 

Forty years ago he came to the Puget Sound coun- | 
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BAKELITE 
SCUFF PLATES — 

AND Ae 
_ SNUBBERS 


Lae 











THESE PROTECTIVE 
FEATURES STILL 
AVAILABLE 


PROTECTION OF STOCKINGS 
AND SHOES IS OF GREATEST 
IMPORTANCE TODAY. You can 
offer this protection on any of the 


chairs in the VELVETURN folder 





. . . by specifying the addition of 





SCUFF 


bakelite scuff plates and snubbers. PLATES 


BASE SNUBBER 





As long as they last, 
these added protective 
features will be avail- 
able on all orders ac- 
cepted for shipment. 
And since war orders 
are receiving prefer- 
ence, we again urge 
you to accompany your 
order with a high pri- 
ority rating. 


THE) TKES COMPANY: 


BUSINESS CHAIR MANUFACTURERS, BUFFALO 
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Patented 


WOOD MECHANISM 


for Pedestal Jypewriter Desks 


1 | ters—CML 








Here is a truly adequate wood mechanism for pedestal type 
writer desks. It is a marvel of rigidity and sturdiness, infinitely 
easier to operate and eliminates 90% of the noise in opening 


and closing. Fully patented. 
The size of the typewriter platform and height from the f 
have not been changed. The swinging door feature is pre 


ferred by typists for its privacy. The mechanism is wt 





ntained in the pedestal, and has the usual three drawer 
appearance when closed. 
You can buy them—and SELL THEM with complete confiden 


Catalog Mailed on Request. 


Office Furniture Warehouse Company R. W. Young & Son (Michigan) 

H. A. Clemetsen (Eastern) 613 Free Press Bidg., Detroit, Michigan 
573 Broadway, New York, N. Y. George Litchfield (Midwest) 

William H. Brown (Chicago-Midwest) Jasper, Indiana 

6708 Glenwood Ave., Chicago, Itilinois E. W. Thomas (Southwest) 

E. F. Umphred (Western) Box 3493 Peninsula Station 

305 Euctid Ave., Oakland, Calif. D ytona Beach, Florida 


The Jasper Desk 
Laompany 


JASPER INDIANA 
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try from West De Pere, Wis. In addition to growing 
prominence in the office specialty field, Mr. Gernarden 
was active as a Knight of Columbus, a member of 
Rhodes Post No. 2, American Legion, also the Veterans 
of Foreign Wars, the Holy Rosary Church and the 
Holy Name Society. He leaves, besides his wife in 
Tacoma, a brother Walter, in Seattle, and three sis- 


Te & 


WILLIAM P. QUINN 

William P. Quinn, life-long resident of Stockton, Cal., 
and the son of pioneer parents, who had been in the 
stationery business nearly fifty years, is dead. His 
passing came after a comparatively brief, serious ill- 
ness, early in December, although he had been in fail- 
ing health for some time. 

Mr. Quinn’s business life began in the grocery trade 
with his father. Later he went into the stationery 
store operated by his brother. After several years con- 
nection with another stationery concern, he opened his 
own business about thirty years ago. For a number of 
years his son, Frank, has been associated with him. 

Besides this son, he is survived by his widow, another 
son, Thomas, former city attorney, and a daughter. 
Mrs. Dorothy Quinn McAllister of Oakland. 

+ | 
CHARLES BURROUGHS EDLER 

Charles Burroughs Edler, for twelve years Seattle 
representative of the International Business Machines 
Corporation, passed away while on duty aboard the 
U. S. Destroyer Murphy, according to Naval advices 
sent to his wife in Seattle. He was among the young- 
est to enlist in World War I, quitting school to join 
the Navy in 1917. Shortly after Pearl Harbor he re- 
joined the blue-jackets and qualified as Chief Yeoman 
on the basis of his wide knowledge of business organ- 
ization and “paper work.” On his death, the body was 
taken to the naval hospital at Norfolk, Va. He was 
only thirty-seven years of age. 

Surviving are his widow, two daughters and his 
mother, all of Seattle-—CML 

+ | 
CLARENCE FLIGHT 

Clarence Flight, who for a number of years was 
connected with the Chicago office of Oxford Filing 
Supply Company, passed away suddenly November 25 
at his home. He had worked as usual that day, ap- 
parently in excellent condition, but suffered a heart 
attack in the evening. Mr. Flight was well known 
among dealers in the Middle West through his Oxford 
connection and prior to that for many years as a 
salesman for Esterbrook Pen Company. In addition 
to his widow, he is survived by two daughters and a 
son, all married and living in Chicago, and a sister. 


re - 


WILLIAM ARCHENHOLD 
William Archenhold, proprietor of the Archenhold 


| Typewriter and Adding Machine Company, Denver, 


Colo., died November 28, after a week’s illness. 

Mr. Archenhold had been a resident of Denver for 
thirty-two years. Born in Waco, Texas, March 24, 
1890, he was educated there and at the Roswell, N. M.., 
Military Academy. He was a member of the Shriners, 
American Legion, B’nai B’rith, Temple Emmanuel, 
and troop A of the Colorado Home Guard. 

His wife, and two sons, Lt. Stanley Archenhold of 
Fort Riley, Kans., and Cadet William Archenhold of 


| Roswell, N. M., survive—BART 


+o + 

T. L. ABBOTT 
Tom L. Abbott, who had been a territorial salesman 
for Paul Anderson Company, San Antonio, Tex., for 
the past ten years, died on December 1, following 
a short illness, at the age of fifty-one. Residing in 


| Seguin, adjacent to this city, Mr. Abbott had covered 
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NEW INIDWANA aut-woop 
Tilt & Swivel Office LHAIAS 


First in Service 





@ To become FIRST in any line requires 





thought, initiative, action, resourcefulness, co- 
No. 25 1 above 


ordination—all those qualities that are summed 
up in the word MERIT. 








The leading position of New Indiana Chair 
Co. new series is the result of a long look No. 407 wt left 
ahead followed by a practical, reasonable 
estimate of the prospect for material and parts. 
A definite assignment to our engineering-de- 
signing staff followed, producing a new group No. 408 below 
of all wood, swivel pedestal chairs of adjust- 
able height, including tilting executive chairs 


and posture chairs with adjustable back rests. 


Office furniture dealers who sell the New 
Indiana Chair Co. chairs are in the profitable 
position of being first with quality and serv- 
ice—leaders in comfort and safety, strength 
and style. Resolve now to show your trade 
these fine chairs—to feature their good service 


as a part of yours. 


NEW INTTANA CHAIR CUO. 


JASPER, INDIANA 
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Wood Files and Filing Supplies 


are two of the profitable lines which have not disappeared from the market, and with which the 
dealer can replenish his stock and be able to supply the unusually large demand there is today to 
care for the vast amount of filing and record keeping of our Army and Navy Departments and De- 


fense Plants. 


If you are not soliciting this business now, we suggest that you do so immediately for here you will 
find an excellent source for business in those items you can get and make it possible for you to con- 
tinue serving your customers. 


In these days of scarcity and complete disappearance of certain items, resourcefulness will carry 
us over to the better days ahead. 


If you do not have the Browne-Morse information on Wood Filing 
Cabinets and Filing Supplies, write for it. It will be to your benefit. 


Browne-Morse Company 


Manufacturers of Wood and Steel Office Equipment and Filing Supplies for Over 35 Years 
Muskegon Michigan 
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the territory within a radius of 150 miles, establishing 
many contacts and making many friends. He is sur- 
vived by his wife and daughter. Mrs. Abbott will carry 
on his work.—_BCR 


Th hf 
E. G. WATKINS 


Edward G. Watkins, inventor and pioneer in the 
manufacture of time clocks and automatic time re- 
cording devices, and founder of the Simplex Time 
Recording Company, died in Holyoke, Mass., on Tues- 
day, December 15, at the age of seventy-seven. Mr. 
Watkins, who had been in ill health for three years, 
was honored two years ago at a dinner of the National 
Association of Manufacturers in Boston, at which he 
was presented a “Modern Pioneer” award for his 
contribution to the advancement of the American 
standard of living by invention of the mechanical 
time recorder. Founded by Mr. Watkins in 1892, the 
Simplex Time Recorder Company became one of the 
leaders in its field. The plant is now engaged in war 
work. 

————<—- 
GOOCH TURNS IN 160 TYPEWRITERS TO 
UNCLE SAM 


H. B. Gooch, proprietor of the Alabama Typewriter 
Company, Birmingham, Ala., reports that as an au- 
thorized agent, his firm has turned over 160 type- 
writers to the U. S. Government in the WPB-Treasury 
Procurement Purchase Program. The company now 
has out on rental 250 typewriters made before January 
1, 1935. 


——__—_¢ag 9 —__ 


STRATTON JOINS AMERICAN LEAD PENCIL STAFF: 
O. R. Stratton, who formerly covered the Ohio terri~' 


tory for the Sengbusch S-C Inkstand Company, has 
affiliated with the American Lead Pencil Company, 
succeeding Al Jaeger. His territory will be North dnd 
South Dakota, Minnesota and Wisconsin. 
Oo? — - 
JERMAN MADE A DIRECTOR OF POSTAGE-METER 


L. U. Jerman, vice-president and general manager of 
the Hotchkiss Sales Company, Norwalk, Conn., has 
been elected a member of the board of directors of 
the Pitney-Bowes Postage Meter Company, Stamford, 
Conn., according to a report received late last month. 


—— —_—-> —__. 





TO KEEP THE HOLIDAY SPIRIT ALIVE.—The Dennison Manu- 
facturing Company, mindful of the millions of posters bidding 
us forget our ideas of “business as usual,” has come to 
the fore with a “counter-barrage” aimed at keeping the 
home front cheerful. Women returning from a grinding shift 
at office or factory will be quite as likely to welcome the 
idea as those who remain at home. Herewith is shown a 
comprehensive, colorful display of decorative seals and cut- 
outs for St. Valentine’s Day, St. Patrick’s Day and Easter. 
The color scheme of the retail packages harmonizes with 
that of the partitioned display cartons, which help sell the 
idea as well as the gloom-chasing merchandise. 
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“The Best ‘War Baby’ 
inthe _ 
Posture Chair Field’ 


That's what one new customer says about the new Shepherd 
"Victory" posture chair. We believe you will agree when you 
see it... and sit in it. 

And a pretty big "baby" in the few short months since it was 
introduced . . . for the trade is “going for it" in a big way. 
Why? THE REASONS ARE OBVIOUS: 

It's the only NEW posture chair in years... . 

NEW from its graceful lines to the last detail of construction. 


AND A NEW SENSATION IN COMFORT . . . with all the 
posture features of the finest pre-war steel posture chairs, 
including adjustments without tools .. . sliding seat, ORTHO- 
FORM back support, etc. 


It does not scuff nor mar the shoes; does not bruise ankles 
nor damage hosiery. ''Free-wheeling" gives maximum maneu- 
verability. 

It's sturdy; is made by the largest furniture manufacturer in 
the world, and is fully guaranteed. 


Deliveries: In 3 to 10 days, subject to prior 
sale, from factories at Naperville, Illinois, 
Cleveland, Ohio, Binghamton, New York 


VT. SHEPHERD CHAIR CO. 


33 East First South St., Salt Lake City, Utah 
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ELLINGSWORTH MFG. CO. 
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all about the novel 
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LOOSE LEAF COVER 


— with its built-in, double tongue 
fasteners and reinforced metal bind- 
ing eyelets—all ready for pages to 
be inserted, and quickly and easily 
fastened. 


SAVES Fussing with Brads and Fasteners 
MAKES Money for You 
MAKES Customers Happy 


It is metal, of course, and needs a 
Priority Certification of A-J-1 or better. 
Regular covers with non-critical mate- 
rial binding, such as plastic screw 
posts, fibre strips or tie cord, need no 
rating. 

Embossing, Decorating, Stamping or 
Printing can be done here at the same 
time if you say so. 


TELEPHONE @® HAYMARKET 1722 





until you know 


CHICAGO, ILLINOIS 
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JOSEPH L. RYAN, FOREIGN SUPERVISOR, 
HONORED BY ROYAL TYPEWRITER 


Joseph L. Ryan, foreign supervisor of the Royal Type- 
writer Company, celebrated his twenty-fifth anniver- 
sary in the company’s service in November. As head 
of Royal’s foreign operations, and the executive 
greatly responsible for the development of the Royal 
overseas organization, Mr. Ryan was extended hearty 
congratulations upon his anniversary and twenty-five 
year record in building American good will through 
the medium of a sound product and fair distributive 
practices. 

Mr. Ryan’s personal achievement is a tribute to 





ROYAL’S OVERSEAS CHIEF HONORED.—Joseph L. Ryan, who 
completed recently his twenty-fifth year in service of the Royal 
Typewriter Company, rose step by step to become foreign 
supervisor. He was given a gold watch in token of the com- 
pany’s appreciation of his services, and congratulated by 
home office executives. 

his keen ability, outstanding talents and understand- 
ing of his work. From his start as a clerk in the 
Royal foreign division, Mr. Ryan earned his advance- 
ment step by step to his present position, and in the 
capacity he holds today he is recognized as one of the 
country’s foremost export managers. On the day of his 
anniversary, Royal’s home office executives extended 
their personal congratulations to him, and on behalf 
of the company, President E. C. Faustman presented 
him with a gold watch. 

Upon receiving the gift, Mr. Ryan said, “In grate- 
fully accepting this personal tribute, I like to feel 
it is also a tribute to those of the foreign organization 
who have made this possible. It is our foreign dealers 
who have secured our world-wide achievements. The 
unconquerable spirit of these people still lives in these 
times. They are still interested in Royal and eagerly 
await the opportunity to re-open foreign business. 
They and their successors, with our help, will do it 


again.” 
a 


IBM PLANT AWARDED NAVY “E” 


Keeping in mind the need of letting nothing inter- 
fere with production, not even a celebration of its 
award by the Navy of the coveted “E” for outstanding 
production, the Endicott, N. Y., plant of International 
Business Machines Corporation accepted that honor 
on December 15. Brigadier Gen. Alexander G. Gilles- 
pie, in command of Watervliet Arsenal, presented the 


“E” pennant to President Thomas J. Watson, who repre- 
| sented the management, and Warren M. Wilcox, rep- 
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"JIM, WERE SQUARELY 
etiiabei 0: 
8-BALLI" 


"WHAT DO YOU 
MEAN BILL?" 








LISTEN UNE... this is Bill smith’ speaking 


to one of his good friends and customers 


“The fact that we cannot give you all the mer- 
chandise you want wouldn’t be nearly so hard for 
us to bear if we could get our friends in the sta- 
tionery business to understand just how we are 
handicapped. 


“You see, Jim, the War Production Board tells us 
how much stapling equipment we can make and 
sell. When our quota has been exhausted we must 
stop all shipments. THAT ALSO APPLIES TO 
WAR PRODUCTION PLANTS AS WELL AS 
GOVERNMENT BUSINESS! 


‘At present we are permitted to ship our stapling 


¥% SALES MANAGER, ACE FASTENER CORP. 


equipment only to those with the highest priority’ 
ratings, because of our limited allocation of raw 
materials. Every day we receive letters from our 
good customers, asking whether we could make 
an exception and send them some merchandise, 
We wish we could but Government regulations 
will not permit us to do so. 


“TI am sure, Jim, that you fully appreciate our 
position and will bear with us until that happy 
day arrives when we can cooperate with you and 
give you the same prompt and efficient service we 
have in the years past.” 

















. Gas 


CHICAGO 
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FREEDOM © 


the symbol and substance 
of what we are fighting for 
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WE SUPPLY THE ARMED FORCES WHO FIGHT FOR FREEDOM 


As prime contractors to the Army Air Corps, we are producing 
necessary items for Pilots and Bombardiers. For 2 years, this has 
been our contribution to the war effort. We are one of the first 





and considered one of the largest producers of War Goods in 
our industry. 


YET WE HAVE FILLED 90% OF OUR DEALERS’ REQUIREMENTS 


We're mighty proud of this record. In the future, we shall con- 
tinue to serve our country first and in addition, make every effort 
to supply our trade with their requirements. Curtailment of mate- 
rials and lack of manpower may conspire to interfere with our 
plans to serve you but please rest assured that we shall strive to 
fill your civilian needs as we have so faithfully done in the past 


25 years. 
* 


May the New Year bring to us and 
our Allies VICTORY AND PEACE 


s 
Makers of Fine iT dthee 4 Goods for 25 years 











¢& STEIN BROS. MFG. CO. ¢ 


231 SOUTH GREEN ST. CHICAGO, ILLINOIS ~~ 
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resenting the plant’s employees. General Gillespie was 
introduced by Col. Frank J. Atwood, chief of the 
Rochester ordnance district, in which the plant is lo- 
cated. 

As a means of saving production time, the ceremony 
was staged between shifts in a floodlighted area in 
front of the main plant. 

General Gillespie, in outlining the war aims of the 
United States, declared that war criminals must be 
punished before any armistice is signed, “otherwise 


they may never be punished at all.” Praising IBM, he | 


said: “Your company has made a remarkable record 
in the manufacture of equipment required for our 
armed forces.” 

Captain Elmer Kiehl, Navy Bureau of Ordnance, 
Washington, was introduced by Comdr. Harold D. 
Baker, U. S. Naval Inspector of Ordnance, and spoke 
briefly in presenting “E” lapel insignia to Mr. Watson, 
Mr. Wilcox, and Miss Helena Saltry, senior woman 
plant worker in point of service. 





PENCIL QUERY FORM SERVES WARTIME NEED.—Only good 
carbon paper, duplicate forms and a dependable pencil 
figure in this substitution by the Globe Indemnity Company, 
New York, of a “query form” for routine correspondence. 
These are furnished in blocks or pads to all departments and 
agents. Addressee’s name, subject and message appear on 
left half. Two carbon copies are made. One is retained, the 





other sent along with the original. Reply is made on the | 


right half. The reply is jotted down after a carbon sheet is 
inserted. The copy carrying both message and reply is kept 
and the reply is mailed. Thus both parties have a complete 


record on a single sheet. No formal salutations and closes | 
are employed. Messages are brief and such useless phrases | 
as “yours to hand,” are happily absent. Much lost motion | 


and waste time is avoided on routine matters thus handled. 
eee 


“THIS OFFICE WILL BE CLOSED ON THE DAY OF 
HITLER’S FUNERAL” 


The pointed promise contained in the above head 


line, on a mailing piece about the size of a blotter, | 


is proving good reminder advertising for a Vicksburg, 
Miss., firm. Henry N. Levy & Company, Underwood 
typewriter agents in that city, are of course featuring 
service and repairs for the duration. On the reverse 
side of their card, (which is marked “over,” beneath 
the caption about Hitler’s demise), appears the fol- 
lowing copy: 

“But Remember Until the Funeral Day, We Are In 
Position to Expertly Service Your TYPEWRITERS and 
ADDING MACHINES.” The timely reminder continues, 
“For you can not get new or used ones until fully a 
year after the funeral. Then we will be around to 
sell you a new UNDERWOOD.” 

Underneath this copy, in small type, is the invita- 
tion to display the card in the customer’s window, and 
an offer of additional cards on request. 


+ *¢ .¥ 
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“GRAND 
PRIZE’ 


TYPEWRITER RIBBONS 
and 
CARBON PAPER 


ARE DOING 
THEIR SHARE! 


TYPEWRITER 
RIBBONS 


and 


CARBON 
PAPER 


Play A Quiet But 

Important Part In 

America’s Victory 
Drive! 


Over 50% of ‘Grand Prize” pro- 
duction is devoted to the needs of 
the United States Government, the 
armed forces, and the war indus- 
tries. In vital civilian fields, too, 
“Grand Prize” Typewriter Ribbons 
and Carbon Paper bring depend- 
able quality and superior per- 
formance .. . enabling more and 
more businesses to get more and 
better work from their present 
typewriters! 


Buy 
MORE U. S. WAR 
BONDS AND STAMPS! 


PACIFIC CARBON and 
RIBBON MFG. Company 


J. FRANCIS O’CONNOR, Pres. 
Head Office and Factory: 


1451 Harrison Street, San Francisco 
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Helping to Keep 
BOOMING BUSINESS 
ORDERLY 


MORE SPEED, fewer headaches, 
less lost motion when the papers of 
business are kept in order. And so 
business men, the government—and 
dealers everywhere—appreciate more 
and more the vital service performed 
by that simple but efficient little gadget 


-the ACCO FASTENER. 


Never more needed than now, Acco 
Fasteners have proved that bound pa- 
pers—the control of all loose records 

mean quicker, easier, more profit- 
able operation. Just now, they are 
nearly all being used to aid the war 
effort. But your customers will never 
be satisfied with anything less than the 
ACCO Quality they know 


hope that soon you may again be able 


and we 


to say to them, “Here is the ACCO 


way to bind your papers!” 


ACCO PRODUCTS, inc. 


39th Ave. & 24th St. Long Island City, N. Y. 














Office Appliances 


INFORMATION SERVICE 
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UNDER THE EMERGENCY 











(Continued from page 34) 


tising or other promotional purposes. Experiments for 
substitute materials for erasers are under way. 

Penholders also fell under the curtailment, being 
restricted next year to seventy-five per cent of the 
1941 output. The permitted production of pen points, 
however, was placed at twenty-five per cent more than 
the 1942 level. 

The order also bars the use of rubber for fountain 
pen sacs, except from present inventories, and the use 
of metal on wood cased pencils and pen holders, except 
for fountain pens. 

Details of tne order follow: 

FOUNTAIN PENS. Each manufacturer is limited to 
thirty-five per cent of the steel pen point output and 
fifty per cent of gold pen points, compared with 1941 
production, but all new pens must be of the gold point 
type. This will mean an output of eighteen million 
pens in 1943, compared with fifty million in 1942. The 
use of iron and steel, copper and copper base alloys, 
and rubber is virtually prohibited in future pens. Re- 
pair parts for pens may be produced up to 120 per 
cent of the 1941 level. 

MENCHANICAL PENCILS. Production next year is 
limited to forty-seven per cent of the 1941 output, 
allowing approximately twenty-four and a half million 
pencils, which is only about thirty-five per cent of 
the 1942 production. The use of steel and copper is 
prohibited except for low carbon steel for functional 
parts, and this is limited to eight*pounds of steel for 
each 1000 mechanical pencils. 

WOOD CASED PENCILS. The 1943 output is limited 
to eighty-eight per cent of 1941 production, which will 
mean an output of 7,365,600 gross, or only eighty-two 
per cent of the 1942 level. 

PENHOLDERS. The 1943 output is restricted to 
seventy-five per cent of the 1941 total. This will 
amount to 120,000 gross, compared with 75,000 gross 
in 1942, 

PEN POINTS. The permitted output for 1943 is 
eighty-five per cent more than the 1941 level. This 
will amount to two and a half million gross, which is 
twenty-five per cent more than the 1942 total. 


o 

MORE GASOLINE FOR QUALIFIED SALESMEN 

The Office of Price Administration announced on 
December 5 a modification of its mileage rationing 
regulations at the request of Rubber Director William 
M. Jeffers, to grant additional gasoline rations to trav- 
eling salesmen. 

While details are not fully worked out, the change 
in the mileage rationing regulations will give these 
salesmen up to sixty-five per cent of their last year’s 
mileage, or a total of 8,600 miles a year, whichever is 
less. Representatives of traveling salesmen’s groups 
agreed that this mileage is sufficient for essential 
salesmen’s travel. 

Salesmen, who will become eligible for more than 
470 occupational miles a month, will be limited to 
those engaged full time in the sale of necessary pro- 
ductive equipment for farms, factories, mines, oil wells, 
lumber camps and similar productive or extractive 
establishments, or of essential food, shelter, fuel, cloth- 
ing and medical supplies. Driving in connection with 


the sale of non-essential commodities will not be in- 
creased. 

Salesmen requiring more than the 470 miles a month 
already available to them may apply after January 1 
for additional mileage. 


They must meet all require- 
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The Remington Rand organization was the first 
producer of large-calibre armor-piercing projectiles, 
used with such conspicuous success in the new high- 
velocity anti-tank guns in North Africa. The factory 
formerly devoted to the building of Remington 
Noiseless Typewriters produced the first of these 
shells, and to date, several million of them have 
been delivered. 


This is but the beginning of the good news about 
American armament which you can confidently ex- 
pect to receive, with growing frequency, from battle- 
fronts all over the world. For the nation’s industrial 
capacity is now fully geared for war output...today, 
every original Remington Rand factory, plus several 
new ones just completed, are producing solely for 
war. Our major war contracts are shown graph- 
ically at the right. 


We are proud of our production of weapons and 
war equipment. We are equally proud that the type- 
writers, business machines and control systems we 
normally make are helping the armed forces and 


VICTORY, absolute and final, is our only objective Ke * 


government departments do the thorough planning 
so essential to successful campaigns. And we are 
proud that these same machines and systems are 
helping thousands of war manufacturers deliver 
tremendous production increases. For example, 
more than two-thirds of all winners of the Army- 
Navy “E” use our Kardex Production Control 
System to speed the flow of war goods from factory 
to fighting men. 

We will continue to increase our production of war 
materials and to help others increase theirs. 

We will continue to back up Current War Contracts 


our 2295 employees, from in chart represent major 


every branch and factory, prime and sub contracts 


now serving with the colors. in process and partially 


completed and areshown 


We will fight the war not 
only with our skill and 
ability but with the dollars 
which thousands of us are 


in direct relation to pro- 
duction of regular prod- 
ucts in 1941 and to all 
production in 1942. 
regularly putting into War 
Bonds and Stamps. 


















Remanglon Koad 


IN PEACETIME, the world's largest manufacturers of 
adding, accounting and tabulating machines, typewriters, 
record systems, office supplies and electric shavers. 
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sharply focuses attention upon 
the Number Jasper Chair 


Co. All Wood Swiveling Pedestal 


Building or selling—or buying an office chair are important 
matters with important implications. Take construction for 
example. For a long time, the chair manufacturer depended 
largely on the chair iron maker for strength and security in his 
pedestal chairs. The office furniture 
merchant put his faith in them both, and 
the prospective user took the merchant's 
assurance for his protection. 












No. 100 quartered oak. No. 104 
birch, walnut or mahogany fin- 
ish. No. 104T with turned posts. 


The situation is much the same today 
although the chair iron maker is out of 
the picture for the duration: The dealer eset 
and user depend on the manufacturer's 
judgment as to security of construction. 














-< 


' ' 

‘ ' 

H 5 ( 
' 

' ' 

' ! ‘ 

$ ' =! . 

‘ 


‘ 
ot enes 


Now supplied with every pedestal chair, at- 
tached to the spider plate. If user prefers a 
higher than standard 18-inch seat height, he 
removes the set screw on the side of the base 
hub and lifts the chair off the base. He then 
detaches the height unit and places it in the bot- 
tom of the hub socket. Next, he replaces the 
chair on the base and secures it by putting the 
set screw back in position. If a lesser adjustment 
is desired, the unit is easily cut down to correct 


height. 





No. 88 stenographer pos- 
ture chair. Solid walnut, 
quartered oak, birch in 
walnut or mahogany fin- 
ish. 






All wood swiveling pedestals are a new departure in office chair build- 
ing. For service, comfort and safety, we believe that construction should 
proceed along conservative lines, providing ample proportions, secure 
joining, and simple design. 

The FACTS about Jasper Chair Co. construction have led many dealers 
to concentrate on this dependable line to assure satisfaction and service 
to their trade. For details of delivery and price information, write 





No. 200 stenographer 
chair. Plain oak or birch 
in walnut or mahogany 
finish. Also in quartered 
oak. 






JASPER INDIANA 





Geo. A. Litchfield, Sales Mgr. 


REPRESENTATIVES: 
E. W. Thomas (Southwest) James S. Fowls, (Southern) W. H. Brown, (Chicago-Midwest) S. H. MacDonald, (West) R. J. Freeman, (Eastern) 
Box 3493 Peninsula Station 3414 Euclid Heights Blvd. 6708 Glenwood Ave., Chicago 405 Orpheum Bldg. 383 Madison Ave. 
Daytona Beach, Florida Cleveland, Ohio (Phone ROGers Park 3644) Seattle, Wash. New York, N. Y. 
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ments with regard to car-sharing and lack of alterna- 
tive means of transportation. 


o 


O. P. A. WARNS “SUGGESTED PRICE” 
MUST OBSERVE CEILINGS 


Suppliers of all types of commodities have been told | 
by the Office of Price Administrator that “any retail | 
price suggested can be charged by the retail seller 
only in the event it dees not exceed the ceiling price 
established by that individual seller” for that item. 

In a special memorandum to trade publications, for 
the guidance of their readers, George T. Bryant, chief 
of the Trade Relations Branch, calls attention to a 
lapse in this connection. Manufacturers and whole- 
salers have been issuing suggested list prices without 
warning retailers to check them carefully against 
their individual ceilings as set up. Such prices may 
be adopted, Mr. Bryant points out, “only if they do 
not exceed” ceiling prices established in accordance 
with the regulation governing such commodities. 

Ignoring this obligation lays the dealer liable to | 
being charged with a violation of OPA rules, with 
appropriate penalties. In such cases the wholesaler | 
or manufacturer is also regarded as a violator, as he | 
has induced a violation by the retailer, and shares, 
(through negligence or otherwise) in such violation. 


o 


RENTAL RATIONING PROGRAM FOR 
TYPEWRITERS 


Rental of the remaining available typewriters best 
suited to business needs will be rationed after Feb- | 
ruary 1, 1943, to users engaged in activities essential 
to the war program, the Office of Price Administration 
announced December 22. Meanwhile, rental contracts | 
for machines of the kind covered by the rationing plan 
may be entered into, provided they do not extend be- 
yond the end of January. 

Adoption of a rental ration program was made 
necessary, it was explained, because of the limited 
supply of suitable rental machines. This resulted from 
a recent OPA order prohibiting sales and rentals to 


civilians of a large share of the Nation’s stocks to make | 

sure that the growing needs of the armed forces can | t 
be met. Machines of the kind that are to be rental- | 

rationed are models that will continue to be withheld 


from civilian purchase. 


Announcement of rental rationing was made simul- 
taneously with issuance of a revised typewriter ration- e o 
ing order—Rationing Order 4 A (Typewriters) effec- f Cc @ ang 


tive December 28. The revision carries over many of 


the provisions of the former regulations but is written 


in the simplified language and form that OPA is seek- 
Y/ | Otd [ bd 


ing to make standard for all legal documents. 


The new regulations: 
Y fhe Je \¥\, \ Fon Twis 800K 












1. Divide typewriters into four classifications—A, B, 
C and D—according to age and suitability for business 
uses, with the machines in each class listed by make, 
model and manufacturer’s serial number; 

2. Continue the ban on rentals to civilians of Class A 
machines—non-portables made since the end of 1934; 

3. Set up a new provision that, beginning February 
1, 1943, Class B machines — generally, non-portables 
made after the close of 1927 and before the end of 
1934—-may be rented to civilians only when they get 
rationing certificates (except that rentals may be made 
for three-day periods to persons taking Civil Service 
examinations) ; 

4. Permit rentals for six-month periods, without 
certificates, of Class C machines—non-portables made 
between the close of 1914 and the beginning of 1928, 
as well as most portables made since 1935; 

5. Continue the prohibition on sale to civilians of 
machines embraced in Classes A, B and C—generally, 
all typewriters except obsolete standard models and 
“stripped” portables; (‘“stripped’” portables include 
those which lack two of the following features: tilting 
or folding paper table; self-starter key; operator touch 
adjustment) ; 

6. Permit unrestricted sale or rental of Class D 
typewriters —non-portables made before 1915, and 
“stripped” portables; 

7. Provide for authorizations from the Washington 
Office of OPA for both the sales and rentals of a | 
“special” class of typewriters—machines rejected for 
purchase by the Procurement Division of the Treasury 























DARNELL CORP. LTD., 60 WALKER ST NEW YORK.n Y 


LONG BEACH CALIFORNIA, 36 W. CLINTON, CHICAGO, ILL 
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The new series of Cesco Pay Roll Forms 
now available permits the dealer to meet 
most every requirement. Included are 
several designs of Earning Records, Pe- 
riod Pay Roll Sheets, Receipt Forms and 
supplemental records such as Personnel, 
History, Application forms, etc. Provision 
has been made to take care of the new 
Victory Tax as well as other deductions 
such as for War Bonds, Group Insurance, 
Union Dues, etc. 


SEND FOR CATALOG “K” 


All these forms are fully illustrated and 
described in the new Cesco Catalog “K”. 
Send for a copy and be in a position to 
obtain your share af this business. 




















THE “VIC” OUTFITS FOR MEDIUM 
SIZED CONCERNS 
Complete outfits put up in neat Loose 
Leaf Binders include Long and Short 
Sheet Pay Roll, Earning Record and Tax 
Recap. For 25, 50 or 100 employees. List 
price $4.00, $5.00 and $6.00. Circular on 
request. 





















The C-€- SHEPPARD CO. 


** 4407 2i: Street.» LONG ISLAND CITY. N.Y-s< 
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Department, and machines which because of some 
special type or feature are usable primarily for special- 
ized purposes; 

8. Permit unrestricted transfer of typewriters within 
the trade; and 

9. Provide that “frozen” models, which civilians can- 
not buy, may be sold to the Procurement Division of 
the Treasury Department (which buys for the Army 
and Navy), or to authorized exporters. 

Local War Price and Rationing Boards will handle 
the rationing of rentals. A person who wishes to rent 
a machine for which a rationing certificate is needed 
must fill out a form obtainable at his local board, 
showing the number of machines he seeks and that 
they will be used at least twenty-four hours a week for 
purposes necessary to the war program. If the board 
grants the application, it will issue a certificate author- 
izing rental of typewriters only for the shortest period 
for which they will be needed, not to exceed six 
months. Renewals may be made in the same way, if 
the need is reéstablished. 

Since rental rationing does not begin until Feb- 
ruary 1, rental contracts for the models that are to be 
rationed may be entered into in the interim, provided 
the period of the contract does not extend beyond the 
end of January. Rental contracts that were entered 
into before issuance of the new order will be permitted 
to run their course even though they do not terminate 
before the beginning of February. 


o 


PRODUCTION OF PENCIL SHARPENERS, STAPLERS, 
METAL FILE FASTENERS CURBED 


Manufacture of desk pencil sharpeners was halted 


| December 28 by the War Production Board, which 


also forbade the making of copper engravings for call- 
ing cards, greeting cards, and business stationery. 
Manufacture of metallic file fasteners and produc- 
tion of metal repair parts for office supplies, with the 
exception of parts for staplers and punchers, likewise 
were prohibited. 
Manufacturers may assemble fabricated parts of 


metal pencil sharpeners until January 15. Production 








of file fasteners is ordered stopped by January 31. 

Only staplers using eight ounces or less of metal 
each can be produced this year. Three-hole perfora- 
+ goed contain as much as twelve ounces of metal 
each. 


BING TYPEWRITER TO GO “BONG” IN GERMANY.—Made 
in Germany and going back home in some form likely to ring 
the bell for Uncle Sam is the typewriter which Walter P. Smith, 
Council Bluffs, Ia., is here shown consigning to the scrap pile. 
This machine is a “Bing,”’ manufactured in the Rhineland early 
in the century. Mr. Smith has long collected early typewriter 
models, and among these donated for the war scrap drive 
were ancient machines made by H. L. and F. X. Wagner: 
Wycoff, Seamans and Benedict (later Remington); a six-pound 
aluminum Standard portable (later Corona), and a Noiseless, 
made by W. P. Kidder in 1896.—HM 
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el JEL Tackers will help... 


Count on SPEEDMATICS to speed production wherever they’re- 
put to work ... They can be used advantageously on a 
thousand different jobs . . . Model 200 is the last word in 
tackers .. . Show it to customers with the necessary priority 


rating—you may be helping the war effort. 


“SELECTIVE’’ SERVICE Wartime demands for SPEED PRODUCTS and the restrictions 


imposed on our production oblige us to confine distribution 
of most items to users holding priority ratings of A-l-A or 
—[Sa————— 
SLL 
PEED PRODUCTS COMPANY. 


better. Be sure to send for our Availability Chart No. 4 if you 
} ; ; oe ae 
‘18 NORTHERN BOULEVARD, LONG ISLAND CITY, NEW YORK 
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do not have one. 


SPEED IS THE ORDER OF THE DAY 
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SAVE 


STEEL 


SELL THE NEW 
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CHECK SIZE 
No. E94 







FOLLOW BLOCKS 


40¢ 
ADDITIONAL 


MADE FOR 
ANY SIZE 
FILE 











$1.50 Carton Price 





PRONTO economy FILES 


Steel has gone to war but records are 
necessary in larger quantities than ever 
before. These new PRONTO ECONOMY 
FILES are proving the answer to the need 
for orderly and accessible record keeping. 
When PRONTOS are used all records are 
always at finger tips for drawers glide 
smoothly in and out of the case. Made of 
275 lb. test corrugated board reinforced by 
steel PRONTOS will stand the abuse all 
storage files receive. 

PRONTOS are constructed so they can be 
interlocked into solid batteries as high and 
as wide as you please. Every drawer in the 
stack is easy to reach and drawer contents 
instantly available. No shelving is needed. 
SELL the new PRONTO ECONOMY 
FILES and help save steel now. 


A Size for Every Record 


FREIGHT BILLS SALESCHECKS CLAIMS 
CHARGE SLIPS 5 x 8 CARDS RECEIPTS 
JOB TICKETS 4 x 6 CARDS METER STUBS 


Manufactured under one or more of the following patents 2061485, 
2110556, 2139520, 2181918, 2225958, 2275322, 2277155 


Prices in Denver and West of the Rockies 20% Higher 


PRONTO FILE CORPORATION 


PRONTO 





LETTER SIZE 
No. E210 








$2.25 


Carton Price 


LEGAL SIZE 
No. E510 






$2.75 


SANITARY BASES Carton 
for all size files Price 


er ad 


349 BROADWAY 











NEW YORK 
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SAN ANTONIO NEWS NOTES 





By B. C. Reber, Correspondent 





ITH the year, 1942, now a thing of the past, and 

with the conclusion of this country’s first year of 
participation in the World War, stationers and busi- 
ness equipment dealers of this city look back upon 
the greatest year for business in their history. It has 
been a year in which local firms have seen their staffs 
depleted of some of their best workmen, who have 
entered the service; a year in which more and more 
problems have arisen demanding the best in execu- 
tive experience and judgment; but it has also been a 
year in which sales have shown a heavy increase. 

San Antonio, being the heart of one of the largest 
Army centers in the nation, has enjoyed good business 
from the local army camps and from the personnel. 
And San Antonio has done her bit in the war program 
through participation in various activities, and in the 
purchase of war bonds and stamps. There is not a 
stationery or business equipment store in the city that 
has not taken an active part in some program or an- 
other, and many of the executives of these firms are on 
boards, committees or other staffs participating in the 
program. 

* x * 

With the hunting season just closed, local stationers 
are reporting their success in the gathering of game. 
Frank C. Hall, branch manager for the Underwood 
Elliott Fisher Company, reports a full quota of turkeys, 
while Ross Maddox of this branch brought down a 


deer. 
* * am 


J. L. Dee of Ada, Okla., has joined the service de- 
partment of the local branch of L. C. Smith & Corona 
Typewriters, Inc., as mechanic, and Jess Morales has 
joined as an apprentice. E. P. Haye is branch manager. 


* * * 


Oliver Ratcliff, manager of the furniture department 
of Paul Anderson Company, and who started with this 
firm as a delivery boy, forging his way upward during 
the fifteen years in the employ of this company, has 
entered the service. 

This company has eighteen former employees in the 
service, being represented in all branches, and holding 
commissions from major down to buck private. Jack 
Linton is the major, being in the Quartermaster Corps. 

* oz € 


The annual party sponsored by the Maverick-Clarke 
Booster Club was held in the ballroom of the Plaza 
Hotel on the night of December 26. The dinner was 
strictly a company affair, but guests were invited to 
the dance that followed. This employee organization 
has been active for several years. 

+ * a 


Roy Campbell of the stationery department of 
Maverick-Clarke has entered the service, and word has 
been received that the twin sons of Frank Ducos, 
manager of the furniture department of this firm, 
have been promoted to the rank of Corporal. 

« B 


L. J. Dolan and James B. Wood of the service depart- 
ment of Burroughs Adding Machine Company have 
entered the service, the former having joined up with 
the Marines, while the latter is with the Navy. 


* . 7 


Servicemen of local typewriter agencies and busi- 
ness equipment firms contributed their bit recently 
when they put in some time repairing and over- 
hauling typewriters for the local branch of the Army. 
Working nights and Sundays in addition to regular 
hours, they turned out several hundred machines 
within a short time, making them available at points 
where they were badly needed. 
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No. 57 
at left 


No. 64 
at right 





| BRIGHT presents 


Two New Posture Chairs 


which embody the useful features recognized as essential to good 
posture—swivel—adjustable seat—stationary or tilting—stationary 
or adjustable back rest. 

In these two numbers, the usual fine craftsmanship which char- 
acterizes all BRIGHT upholstered furniture is apparent at first 
glance. Made in walnut, mahogany or oak. Upholstered with 
leathers of your choice. 

Complying 100% with wartime restrictions these two new BRIGHT 
numbers offer excellent sales possibilities for you. Order floor 
samples today. 


BRIGHT CHAIR CU., INC. 


127-133 BLEECKER ST. NEW YORK, No Ks 
SSS] ]=—_||L SSS) 
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. Attention Dealers 


SATIN FINISH 
EXECUTIVE ripoons 


Meet the maximum expectations 
of users of SILK RIBBONS 


SATIN FINISH EXECUTIVE Typewriter ribbons were 
introduced five yeafs ago as successful competition to silk 
ribbons for sharpness of write as well as maximum 
durability. 

SATIN FINISH EXECUTIVE Ribbons have been success- 
fully sold by enterprising dealers in competition with silk 
on the basis of equal sharpness, equal wear, something 
unknown heretofore with cotton ribbons. 

SATIN FINISH EXECUTIVE will absolutely meet your 
and your customers’ fullest expectations. It is not uncom- 
mon for users to report that their typewriters consume no 
more than two or three SATIN FINISH EXECUTIVE rib- 
bons a year. So far as we know, there is no similar 
sharp writing, long wearing ribbon on the market. 

With the increasing difficulty in securing your require- 
ments on silk, SATIN FINISH EXECUTIVE is YOUR 
OPPORTUNITY to meet all the demands heretofore sup- 
plied by silk ribbons. 


“Oldest Exclusive Manufacturers of 
Typewriter Ribbons and Carbon Paper” 


oll. + ITTLE. . 


MANUFACTURERS 


Factory, Rochester, N. - 


1888 1943 























PAPERS 
TYPEWRITER RIBBONS 


Made right — Priced right — 
Sold right. Here’s a ribbon 
and carbon proposition you 
can turn into real profit. You 
can always count on our co- 


operation. 


EXCLUSIVELY for 
DEALERS “” STATIONERS 


Complete details on request 


ALLEN & COMPANY 
DEerT. @ 
11-18-15 Vandewater St., 
New York, N. Y. 

















in Genuine 
Leather! 


BROWN 
for Army! 


ioe ~ccos 


BLUE 
for Navy! 


The Hottest, 
Fastest Moving 
Item on the 


Market! 





NEW IN DESIGN 
NEW GAMES 


Victory and Rolly-Bowly plus Checkers, Cribbage, 

Chess, Gin-Rummy, Poker and Dice and others. 

Excellent for Traveling Men—Men and Women in 

the Service and Gifts for Various occasions. 
Write for Complete Information 


The Evan Johnson Co. Division of 
Grand Rapids Loose Leaf Binder Co. 


10-16 Logan St., $.W., GRAND RAPIDS, MICHIGAN, U. S. A. 
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MONROE EMPLOYEES COMPLETE QUARTER 
CENTURY OF SERVICE 

George C. Chase, head of the analysis department of 
the Monroe Calculating Machine Company, Orange, 
N. J., observed the completion of twenty-five years of 
service with that concern November 1. During much 
of that time Mr. Chase has been a right-hand man to 
E. F. Britten, Jr., president. As a pioneer in the in- 














GEORGE C. CHASE TOM DICKINSON 


dustry, Mr. Chase was active in many improvements 
and developments of the Monroe adding calculator 
and other figuring devices. 

When Mr. Britten was enlisted by the National De- 
fense Research Council for development of secret war 
devices, Mr. Chase concentrated on direction of Mon- 
roe’s patent department, requiring analysis of various 
developments and inventions. 

Tom Dickinson is another Monroe veteran who re- 
cently completed a quarter-century of service. He now 
heads a new department charged with assembly of 
vital units for four-engine bombers. These units are 
being made by Monroe for the Army and Navy. Mr. 
Dickinson began with the firm as a tool-maker’s ap- 
prentice in 1917; his skill in keyboard assembly work 
earned him an assistant foremanship. 

——————~—<—-o—_—_—— 


Manuel 4 
RECORD STORAGE 
PRACTICE 





MANUAL ISSUED BY BANKERS BOX COMPANY 
(See New Trade Literature, page 8) 


GOVERNMENT PAMPHLETS OFFER GENUINE 
HELP TO SMALL BUSINESS 


Keeping accurate and informative records of busi- 
ness done has never been a strong point with the 
average small sized business. Lack of operating capi- 
tal, shortage of personnel, and often as not, a failure 
to grasp the risks involved in poor accounting meth- 
ods, have handicapped many sorts of smaller estab- 
lishments. 

In order to approach the problems of small business, 
the senate committee appointed for that purpose had 
to have special guidance. Two recent releases of the 
Government Printing Office have in them plenty of 
basic information, which retailers and distributors at 
large will do well to study. One of these is entitled, 
“Small Retailers Face the War” and the other, “Record 
Keeping for Small Stores.” Both are the work of busi- 
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—E. Ff. BURTON, Chief Engineer of the parent plant, is one 
of many Douglas executives who depend upon Dicta- 
phone to help them get things done. Says Mr. Burton: 
“We have found Dictaphone adaptable to a wide range 
of uses, not merely for dictation of correspondence but 
even for such special purposes as recording data during 
test flights. It has been my experience that this ma- 
chine is an efficiency aid quite in accord with our 
wartime theme . . . every 
minute counts.” 


VIVIAN ENGELBRECHT, secretary to A. M. Rochlen, Douglas 
Director of Industrial and Public Relations, says: “There 
is a warm spot in my heart for Dictaphone. The executive 
for whom I work has become a human dynamo in these 
critical days, but our Dictaphones enable me to keep pace.” 


Helping to 
RY MINUTE COUNT 


OFFICE ORGANIZATION as well as production lines at Douglas 
are streamlined. Personnel of the Parts Sales Department 
use Dictaphones to record parts lists and data to speed vital 
shipments. 





at Douglas... 





N Douglas Aircraft Company’s Cal- 

iforn‘a plants, as in its Midwestern 
factories, fast and formidable Douglas- 
made military airplanes are rolling off 
the assembly lines in record-breaking 
numbers. 


Managing the vast Douglas organiza- 
tion, coordinating the huge army of 
Douglas production soldiers, and solv- 
ing the daily technical and administra- 
tive problems, require enough depart- 
ments to run a good-sized city. It’s a 
tough job—a job that requires the full 
use of every modern time-saving and 
labor-saving tool available. 


That is why Dictaphone equipment is 
so important a part of the Douglas or- 
ganization. Dictaphones are geared right 
into the production set-up. 


Giving Wings to Words . . . Here, as at 
hundreds of other vital war plants, Dic- 
taphone dictating machines are helping 
hard-pressed executives do more work 
in less time. 


Some of these men seldom write a let- 
ter. They are using their Dictaphones to 
issue instructions, to record flash ideas 


and long reports, to digest government 
rulings, and to prepare analyses of en- 
gineering findings. They are dictating 
memos to avoid needlessly interrupting 
the work of their associates and because 
they can dictate at any time without 
requiring the presence of a secretary, 
they are finding it convenient to confirm 
important phone calls, oral instructions 
and conference highlights on the spot. 


Meanwhile, the elimination of two-per- 
son dictation leaves the secretaries free 
to handle phone calls and visitors, and 
perform other important secretarial 
duties. 


In these critical times, when all Dicta- 
phone users are faced with the urgent 
necessity of getting more done in less 
time, such effective application of the 
Dictaphone method has special signifi- 
cance. 


IN the 
Central 
Transcribing 
Department at 
Douglas Dictaphone 4 

cylinders are swiftly and skilfully transcribed. 


et 







Munitions and Materiel . . . All Dicta- 
phone factory facilities are now engaged 
in turning out remote control aiming 
and firing devices for anti-aircraft guns, 
and other precision instruments for the 
armed forces and war industries. Thus 
the skill developed by Dictaphone Cor- 
poration in the manufacture of Dicta- 
phone equipment is contributing in 
helping to provide actual munitions and 
materiel for America’s war require- 
ments. 


DICTAPHONE 


ACOUSTICORD DICTATING EQUIPMENT 
ELECTRICORD RECORDING EQUIPMENT 


The word DICTAPHONE is the Registered Trade-Mark of Dicta- 
phone Corporation, Makers of Dictating Machines and Accessories 


which said Trade-Mark is Applied, 
«esse ee eC ew ew ew ew eee ee eee eee eee Ce ee 
OA-1-43 
FREE CARTOON BOOK~—Shows uses for the Dictaphone 
you probably never thought about. Mail the coupon and we'll 


mail the book. 


DICTAPHONE CORPORATION 


420 Lexington Ave., New York, N. Y. 
In Canada— Dictaphone Corporation, Ltd. 
86 Richmond St., West, Toronto, Ontario 


Please send me your free cartoon booklet 


Name 


Address 
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A New Year 


but... 









am Unchanging Objective —- 
——} 


VICTORY = 











No. F3066 





"43 inherited a “man’s size job” from its predecessor . winning a global war 


is no small task . . . it requires the coordination of all our resources. 


an outstanding contribution to the administrative 


In “42. Jackson Desks made 


phase of the war effort. Our objective for “43 remains unchanged . . . to function 


to our utmost capacity and turn out Jackson Desks that will serve government 


bureaus, the armed services and war industries in planning for victory. 


JASPER OFFICE FURNITURE CO. 
JASPER, INDIANA 


REPRESENTATIVES: S. R. Evans, 421 Hampton Court, Athens, Ga 
James H. Davison, Hote! Figueroa, Los Angeles, Cal Howard Maley, 115 Tarbell! Ave Bedford. Ohio 
Marion V. Follin, 220 Fairbanks Road, Riverside, tl! L. MH. McDaniel, 3600 Parkhill Drive, Ft. Worth, Tex 
George B. Wray, 130 W. 42nd St., Room 819, New York Charies L. Pettibone, Bedford, Ohio 
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ness analysts and economists of the U. S. Department 
of Commerce. 

All phases of the effects of the war on small busi- 
ness are presented in “Small Retailers Face the War.” 
It includes graphic illustrations and figures which 
indicate the probabilities of 1943. How the wartime 
economy imposes additional burdens on the small 
dealer is brought out at length, along with sugges- 
tions for offsetting these emergency conditions. 

The book, “Record Keeping for Small Stores,” out- 
lines with considerable thoroughness methods of keep- 
ing books on the limited transactions of small stores, 
specializing on a one book system that ought to be a 
boon to systematic merchants hampered by lack of 
help and time for elaborate accounting. 

The book on record keeping may be had for thirty 
cents a copy, the other for fifteen cents, remittance 
to be made to the Superintendent of Documents, 
Washington, D. C. 
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JUSTRITE DRAWING CONTEST EXAMPLES.—Hundreds of 
submissions from high and grammar schools made the task 
of the judges difficult in the first Justrite drawing contest, re- 


cently concluded. First place winner was a thirteen-year-old | 
boy, Tim Phalen, of Mason City, Iowa. In the foreground above | 


is shown one the entries of Dorothy Casago, a student of Im- 
maculata High School, Chicago. The Louis Melind Company, 
362 West Chicago Avenue, Chicago, has announced two more 
contests, the theme to center around some phase of America’s 
victory effort. War bonds and stamps will be given to winners 
in two separate competitions, one restricted to students and 
the other open to professional artists. Student entries are 
eligible for art scholarships. 
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ROYAL APPOINTS THREE NEW MANAGERS 


Royal Typewriter Company announces the appoint- 
ment of new managers to the Royal branches at Toledo, 
Houston, and Rochester. 

J. K. Campbell has been made manager of the Toledo 
office. Mr. Campbell was a Royal salesman at Toledo 
prior to his appointment. He is well known in the Ohio 
office equipment field, and has particularly demon- 
strated his abilities in recent months through his work 
in promoting Roytype. 

The new Royal manager at Houston, J. J. Konrath, 
who is well known to office equipment people in the 
Texas territory, has been six years with Royal as a 
portable field man and later as a Roytype supervisor. 
His good work in both capacities well qualifies him for 
his new post. 

William R. Owen has been appointed manager of the 
Royal Typewriter Company’s branch in Rochester. Mr. 
Owen has been in Royal’s employ for twelve years as a 
salesman in the Buffalo office, specializing in national 
accounts. This work in Buffalo was a major factor in 
his promotion. 











WE CAN 
FILL YOUR ORDERS 
PROMPTLY! 










We've built up our inventory of 


BERKSHIRE TYPEWRITER PAPERS 


so that now we are in an excellent position to 
make prompt shipment on all orders received. 
We can even service new dealers in territories 


in which the Berkshire agency is now open. 
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but, if they occur, they will be 







quickly relieved. 









EATON PAPER CORPORATION, Pittsfield, Mass. 


IT TAKES 
ALL KINDS 


WIN A WAR 


C/O Makers of 
CELLUGRAF SIGNALS 
NU-VISE SIGNALS ‘'MAPTACKS 
NU-VIZ SIGNALS 


GEORGE B. GRAFF COMPANY 
64 Washburn Ave., Cambridge, Mass. 
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For DURABILITY 
CLEANLINESS 
SHARP WRITING QUALITY 
Established 
1896 
GUARANTEED 
NON TYPE FILLING 
BUCKEYE again leads the way with a cotton fabric 


typewriter ribbon having the best characteristics of silk. 


Until we can again produce the famous DICTATOR 


silk ribbon we offer this new quality product with justi- 


fiable pride. 


THE Buckeye Ribbon ér ae co. 


Manufacturers 


1458-68 East 55th St., Cleveland, Ohio 











‘Just of f 
the Press 


THE NEW 
Quigley Catalog 


OF WOOD 
OFFICE FURNITURE 














We illustrate two numbers of our 
line of wood costumers—Ward- 
robes — Supply Cabinets — Book 
Cases—Telephone Tables and 
Cabinets—Umbrella Stands—Hat 
and Coat Racks. We will be 
glad to assist you in any way we 
can. Write for the new catalog 
now. 


TO HELP WIN THE WAR we are 
prepared to manufacture special! 
wood items carrying priorities. 


QUIGLEY 


FURNITURE COMPANY 


Whitesboro, New York 
(SUBURB OF UTICA) 


No. 66 








OFFICE APPLIANCES 


“GETTING MORE WORK FROM YOUR TYPE- 
WRITERS” 


Typewriters have gone to war. In the face of a 
greatly increased volume of operations, business is 
called on to get along with less rather than more 
typewriters. 

Most companies, therefore, are considering every 
possible means of getting maximum use from existing 
equipment. Because of this widespread interest, the 
Policyholders Service Bureau of the Metropolitan Life 
Insurance Company has just issued a pamphlet called, 
“Getting More Work From Your Typewriters.” 

This study is based on practices that are being suc- 
cessfully employed in a number of companies. The 
ideas outlined related only to typewriters. The princi- 
ples and methods used, however, would have applica- 
tion or adaptability to many other types of office 
machines and equipment. Dealers will find the sug- 
gestions worthy of passing on to customers. 

A copy of this pamphlet is available to business 
executives who address the bureau on their business 
stationery. Address: Policyholders Service Bureau, 
Metropolitan Life Insurance Company, One Madison 
Avenue, New York, N. Y. 
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THE CALL TO THE COLORS 


CRADUATES 











RONZITE PLAQUE ADAPTED FOR SCHOOL USE.—The 
wording at the top of the plaque may be changed as desired, 
according to National Ronzite Industries, 564 West Lake Street, 
Chicago. The graduating class or other donor may be iden- 
tified on the large name panel shown on the lower extension 
plaque. The extension plaque idea makes the size of the 
finished honor roll variable to fit current needs. Additional 
panels can be added as required. 


————-—> ___ 
CODO TAKES LARGER CHICAGO QUARTERS 


Making the second move in the last seven or eight 
years to increase facilities, the Codo Manufacturing 
Corporation, whose ribbon and carbon plan: is located 
in Coraopolis, Pa., has taken new quarters at 529 South 
Franklin Street, Chicago. At the new address the com- 
pany has about sixty per cent more floor space, besides 
some additional equipment. 

Codo’s president, Frank S. Cooper, and vice-presi- 
dent, Harry Holden, both maintain headquarters in 
the Chicago office. The firm’s western department is 
operated from Chicago and its eastern department 
from New York City. 

—-e 


PASLODE AT NEW ADDRESS 


The Paslode Company, recently appointed by the 
Fastener Corporation as exclusive distributor of Duo- 
Fast staplers, hammers, tackers and staple tacks, is 
now located at 2628 North Artesian Avenue, Chicago. 
The new, larger quarters were taken January 4. 
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THE ONLY COMPLETE LINE OF WOOD STORAGE 
EQUIPMENT ON THE MARKET 








Shoprobe 
Pot. No. 2-202-427 





Shelving 


—Closed Type Double Tier Locker 





Cabinet 
—Storage Type 


Cabinet— 
Wardrobe Type 








LYON SHOP EQUIPMENT 





Bench Legs 
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@ There are many sound reasons why Distributors 
should push Lyon Shop Equipment and Lyon Stor- 
age Equipment during every sales call... in their 
catalogs ...in show windows... asa part of every 
direct mail promotion sent out. 

All of these products are in demand by war 
plants because they are vital accessories in the 
important job of stepping up production. Through- 
out industry, the name “Lyon” stands for quality 
and efficiency in shop and storage equipment. 
Lyon advertising—featuring our tie-up with distrib- 
utors—appears regularly in leading publications. 

Lyon Storage Equipment (Engineered in Wood 
for the Duration) is the only complete line of wood 
storage equipment on the market. Demand has 
already forced expansion of production facilities 
several times. Lyon Distributors are “cashing in”. 
Take full advantage of this opportunity to build 
sales on equipment that is an aid to the war effort. 

Mail coupon for catalogs and full particulars. 


LYON METAL PRODUCTS, INCORPORATED 


General Offices: 280! Madison Avenue, Aurora, Illinois 


Branches and Distributors in All Principal Cities 


INCORPORATED 


METAL PRODUCTS, 


ese cUmEE cme oe A EN NR NL es aoa oy 





LYON METAL PRODUCTS, INCORPORATED, 2801 Madison Ave., Aurora, lil. | 
Send catalogs covering Lyon Shop Equipment and Lyon Wood 

















Storage Equipment; also details of Lyon advertising and merchan- | 
dising co-operation. i 
Name a { 
Address —_ pasiiiilieeatataiieed 
City ee State i 

ed 
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ONE SACRED COW 
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on a Silver Platter / 


A wise man said, "The difficult can be done at once. The 
impossible takes a little longer." 


Not long ago Ribbon and Carbon Dealers believed it 
almost impossible to beat direct-selling competition. They 
accepted the immunity of "Sacred Cows'' who were 
privileged to buy direct from the manufacturer at prices 
that ruled out a Dealer's profit. 


Practically single-handed PEERLESS KEY-IMPERIAL led 
a crusade against this unfair practice. Today Dealers from 
every part of the country report bagging more and more 
"Sacred Cows." Some say it's as easy 
as shooting sitting ducks—thanks to 
the cooperation they get from PEER- 
LESS KEY-IMPERIAL. Cooperation 
that means matching quality, grade, 
weight and finish at prices that give 
happy | palpitations to Purchasing 
Agents—even those with Scottish for- 
bears. 


Would you like to draw a bead on 
an important ‘Sacred Cow" in your 
city? Send us the details and we'll 
send you the ammunition. How about 
right now? 





PEERLESS KEY-IMPERIAL MFG. CO., INC. 


General Office & Factory: 401-407 Mulberry St., Newark, N. J. 


THE KEY MEN OF AMERICA . . . Manufacturers with the dealers’ viewpoint 
BRANCHES: DETROIT NEW YORK CHICAGO LOS ANGELES 
37 Linden St., River Rouge, Mich. 321 Broadway, New York City 179 W. Washington Street 828 S. Spring Street 
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VETERAN ROYAL SALESMAN HAS FIVE SONS IN WAR 

John Roberts, Royal salesman at Chicago, and one of 
the few men in the Royal organization in the “Century 
Group” in Royal’s famed machine-a-day club, can well 
be proud of the war record of his family. Each one of 
Mr. Roberts’ five sons is in the service of his countr’ 
today. 

Lt. Frank J. Roberts, U.S.N., Lt. (j.g.) Lloyd Roberts, 
U.S.N.; Howard W. Roberts, yeoman, U.S.N., are in ac- 





JOHN ROBERTS 


tive service. David W. Roberts also has enlisted in the 
Navy, and a fifth son is in war service with the Fed- 
eral Bureau of Investigation. 

The hundreds of typewriter men throughout the 
country who know John Roberts personally, as well as 
the entire office equipment field congratulate the able 
Chicago salesman upon his fighting family. 

————-—_—. 


USED CORES NEEDED FOR ROLLERS 


The Bethel Manufacturing Company, 2600 South 
Throop Street, Chicago, manufacturer of vulcanized 
rubber rollers for office machines, explains that the 
current restrictions in the manufacture of cores make 
it essential for dealers to send in good usable cores 
when ordering rollers. 

Bethel makes a line of synthetic rubber vulcanized 
rollers for all models of Multigraph and Multilith, 
Aniline presses, addressing machines, duplicators and 
other machines. 


The company also reports a stimulated demand for 


Elliott half-moon impression rolls and the Elliott elec- 
tric distributor and impression rolls. 
—_ —- <> 
REMINGTON RAND OFFICE IN ST. JOHN, N. B., 
ROBBED 


A robbery of a cash box containing $159 from the | 


showrcom-office of the Remington Rand organization 
in St. John, N. B., was solved with the arrest of a 
fifteen year old boy. Singularly, the thief was found 
in a St. John correctional school for boys, from which 
he had escaped several times, it was reported. He had 
been accused of a series of thefts, all of the breaking 
and entering type. His biggest loot was that taken 
from Remington Rand. Although he was ordered 
back to the institution for a five year term, the money 
was not recovered in any part. It is suggested that 
the young man is planning on escaping from the re- 
form school again and has secreted the cash against 
this departure. He had broken into the Remington 
Rand premises from the rear. Youthful thieves have 
been very active in St. John for many years and the 


crime wave has included many breaks into and thefts | 


from office equipment quarters. Among these, about a 
half dozen were suffered by J. & A. McMillan and 
several by Barnes & Company.—_WJM 


MONROE OFFICE IN SHREVEPORT LOSES 
FIVE MEN 

Five servicemen of the Monroe Calculating Machine 
Company, Shreveport, La., are in the armed forces. 
They have not been replaced for the simple reason 
that replacements are unobtainable in this area. The 
firm serves Northern Louisiana, Oklahoma, Texas and 
Arkansas.—RRV 
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A NEW QUALITY PRODUCT 
The nat “ 
Win tu 
FILE STENCILS 


i Ds 






















Be sure to look in- 
to this systematic 
and protective fil- 
ing method ; insures 
for 


stencils, at low cost 


2 SIZES 


for 50 and 
100 STENCILS 


” 


utmost safety 


20” long, 10” wide; 
index page standard 
on both sizes; produc- 
tion record page for 
each stencil allows 
space for com- 
plete informa- 


tion. 

Covers are 
of heavy blue 
leatherette stock; 
pages numbered; 
spiral binding en 
ables book to lie 
flat at all times 


Send today for 
descriptive folder. 


Technygraph Ce. 


TECHNY, ILLINOIS 














“It’s no use Trying brother... 
Rollers are VULCANIZED around here!” 


FOR USE ON THE FOLLOWING MACHINES 
Multigraph (all models) 
Multilith (all models) 

Elliott Addressor 
Aniline Press 
Stencil Duplicators (all cylinder types) 
High quality merchandise e Synthetic Vulcanized 
Rollers e Oil and Ink Resisting ¢ 56 different kinds 
of rollers on dealer list. Send for your copy. Under 
present conditions, deliveries will be expedited if 


good usable cores are furnished us. 


WE SELL WHOLESALE ONLY 
| : 





BETHEL MFG. CO. 


2600 SOUTH THROOP STREET CHICAGO, ILLINOIS 












WHEN BUYERS SAY— 


“GIVE US A PAD 
THAT STANDS UP" 


ELL them Clear Print Wood Stamp Pads 
S and Inks. There’ll be no “comebacks” 
because they'll give better service than 
any pad they’ve ever used. Clear Print 
Pads make brilliant, durable, non-fading 
impressions with the same speed that we 


can fill your orders. 
£5 Get 0 a 
ss 


(mone Brevi ese 5 
STAMP PAD - 

Sorters seeeren 
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Clear Print 
WOOD STAMP PADS | 


LAPHILLIPS 
President 





NUCRAFT Utility Letter Trays 


Designed For 
Accessibility When Stacked. 
Simplified Stacking—An Exclu- 
sive NUCRAFT FEATURE. 


Functionally 





No. 12—LETTER SIZE—2% X 10 X 12 
No. 14—LEGAL SIZE—2% X 10 X {5 


MADE IN WALNUT—MAHOGANY AND OAK 


NUCHAFT Waste Baskets 


The No. 60 Shown is only One 
of a Complete Line—Exclusive 
in Design and covering a com- 
plete Price range. 


TO OUR DEALERS—Our facilities 
are at your service on Special WAR 
CONTRACTS which may be placed 
with you. Our Productive Capacity 
has been engaged up to 60% on 
Such work during the Last SIX 
Months through close Cooperation 
with Our Dealers and we invite 
your inquiries. 


NUCRAFT Furniture Products 


503 Monroe Ave., N.W. Grand Rapids, Mich. 





No. 60 
























OFFICE APPLIANCES 


POSTWAR PURCHASES OF OFFICE EQUIPMENT 
WILL BE ON A DIFFERENT BASIS 

That office managers will be more discrimirating in 
their purchase of office appliances in the postwar 
period was indicated by John Crawford, supervisor 
of the Sun Life Assurance Company, Montreal, and 
former president of the National Office Management 
Association, in an address December 18 at a dinner 
meeting of the New York chapter of that group in 
the Hotel Belmont-Plaza, New York. 

Mr. Crawford declared that office managers, whose 
profession is now being put to the test which will prove 
whether or not its structure was built on solid ground, 
must prepare to scrap much of the idealism and 
theory that was developed since the last war. 

“For one thing,” he said, “we must discard, at least 


| for the time being, many of the trimmings that we 
| accumulated in the student days of peace. 


“Once we prided ourseives on the advance we made 
in the use of office machines to save staff. Now we 
must save machines by a fuller use of existing staff. 
We are now learning how much we abused these 
important tools of management by misapplication 
through part-time use and because of unnecessary 
demands.” 

While Mr. Crawford’s remarks were directed to the 
present rather than the future, their significance as 
concerns the postwar merchandising of office appli- 
ances is plain. If, as he says, office managers are now 
learning how much they “abused” the use of office 
appliances in the past, it may be expected that the 
postwar use and purchase of office appliances will 
be on a more discriminating basis, with corresponding 
changes necessitated in merchandising methods. 

Although asserting that office management generally 
was guilty of waste of machines in prewar days, Mr. 
Crawford pointed out that it was perhaps a good 
thing that companies allowed themselves to become 
overstocked, since these extra machines will help tide 
them over the period of shortage. He added that it 
was fortunate also, for the same reason, that many 
companies made a practice of trading in relatively new 
equipment. 

Concerning office personnel shortage, Mr. Crawford 
expressed the opinion that it was far better to main- 
tain the standard of quality of work by retaining the 
quality of staff through a reduction of work than to 
lower quality through additions of low-grade per- 
sonnel. 

“Our management effort these days,” he declared, 
“must not be confined solely to staff and mechanism. 
If ever there was an opportunity to apply effectively 
our technique of the study of routines and methods, 
now is that opportunity. 

“In my own company we had a policy of rechecking 
all records on a continuous basis that provided for a 
complete recheck every five years. This was one of 
the jobs we cut out for the war, knowing that the 
arrears would soon be caught up during the period 
of readjustment when surplus staff will be available.” 

The speaker recommended that when new employes 
must be hired, despite efforts to economize on staff, 
offices should make all possible use of semi-marginal 


or emergency labor—married women, youths under 
service age, pensioners and the physically handi- 
capped. 


“In this way,” he said, “we will make available for 
the war effort more skilled workers and at the same 
time take care of our vacancies by using a class of 
labor that can be eliminated without much hardship 
when regular workers return to their peacetime em- 
ployment.” 

The Noma Trophy, which last summer was awarded 
jointly to the Montreal and New York chapters of 
the National Office Management Association for out- 
standing achievement, was turned over to the New 
York group by Mr. Crawford after having been held 
six months by the Canadian unit.—BJ 








SPEED-0-PRINT 


- A VITAL LINK IN 
COMMUNICATION S 


Speed-O-Print is the practical and 
economical way to produce 
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DOUBLING FOR PRIORITIES 

Office equipment, files and furniture to fill the needs 
of those requiring “priorities” for certain items in 
their offices is being sought at present by many in the 
business world, feeling the effects of shortages; but in 
Seattle, Wash., a special window has been set aside 
for them. This is the spacious Fourth Avenue window 
of the Dando Equipment Company, well stocked with 
equipment for implementing business, tools of the 
business world, and all manner of necessities or ac- 
cessories for the average office. The Dando organiza- 
tion is not daunted by the dearth of prior equipment 
made with critical war materials. 

“No Priorities Needed” is the large sign that head- 
lines this special grouping of office articles for which 
it is not necessary to secure the Government’s okay 
for a “must have.” These are articles made with sub- 
stitutes, but sold with initiative. They are items that 
pinch-hit for Victory. They are made from materials 
which have permitted other more basic and war- 
essential materials, such as steel in filing cabinets or 
steel desks, to march off to war. 

Under the caption “No Priorities Needed” are a host 
of articles that the Dando Equipment Company has 
set aside for desks of business executives, from ash 
trays to other miscellaneous items as well as colorful 
additional commodities that will decorate many a 
wartime office—tools for implementing much business 
for the stationer and office equipper as well as the 
business executive securing them. 

In full measure the collection of articles that have 
been turned out to replace those that have virtually 
been put on a war footing or at least “war effort’ 
basis, represent a first aid for those who otherwise 
would need to have “priorities” granted them in order 
to make purchases. 

Office necessities, material for taking care of larger 
volume of work in offices that have expanded during 
wartime, new cabinets or other equipment, of wood or 
plastic that fills the bill just as well these days, are 
shown in the bright array set out to be helpful to the 
business executive, office manager, or employee of any 
business. 

While the pinch-hitting substitutes are “Doubling 
for Priorities” as well as doubling for Victory, they are 
not “doubling in brass,’ of course, since brass itself 
is a war weapon. In fact, many offices in Seattle have 
stripped themselves entirely of brass cuspidors, thrown 
them on top of the scrap heap, and have substituted 
porcelain ones where necessary. Such brass equip- 
ment has gone the way of steel office files and cabinets 
which were discarded during the first big metal round- 
up in the Puget Sound metropolis many months ago. 

Office supply houses need not let priorities stand in 
the way, or be a barrier to business. “Priorities” may 
prevent a sale, as well as cramp a business executive 
or business house in dire need of equipment, but 
worthwhile substitutes are available-—CML 
—— oe 


WRITE A LETTER TO THE BOYS 

A striking window display, playing up the theme 
“Write Often to the Boys,” arranged by Bullocks, Los 
Angeles, drove home the idea very forcibly, and upped 
the sales of stationery greatly. On the wall was a 
huge correspondence card and envelope, measuring 
two by three feet, on the card being written, “Write 
your letter today on Caprice or Pastel fine stationery, 
white and colors, $1.00 per box.” At one end was a 
girl, sitting at a desk, writing a letter, and at the 
other, a soldier, reading one. Ribbons of red, white 
and blue, ran from one figure to the other, and to the 
line were attached three letters, stamped and ad- 
dressed to her soldier boy. The display was floored 
with red, and a large blue firture formed a good con- 
trast to the white and tinted stationery shown thereon. 
The stationery department is located on the main 
floor, next to one of the largest traffic aisles. At the 
entrance was a table holding U.S. Service correspond- 










TABLES sasiness of War 


% ST. JOHNS wood office tables have been de- 
signed and constructed to serve the nation’s 
business of war. 


% ST. JOHNS tables are serving the armed forces 
and every type of production plant in the coun- 
try, so write for the new ST. JOHNS catalog 
today. 


BUY WAR BONDS AND MORE BONDS 





No. 28 Table Description: 
= % Selected Northern Oak in Office 
Golden or School Brown finish. 
Plank edge top 14” thick with 


extra frame underneath to pre- 
vent = Legs are 2%", 6- 








foot length has 314” legs. Draw- 

ers are dovetailed front and Sizes: 
back with ~Wee'g 6 Pane 32 x 60 chin 
toms. 5 an oot sizes have 

two drawers. 34 x 72 inches 


St. Johns Table Company 


New York Office: 206 Lexington Ave., N. Y. C. 
Chicago Office: 666 Lake Shore Drive, Chicago | 
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This HONOR ROLL 


has the rich, sculptured beauty 
of bronze—a sensational seller! 


You'd think it WAS bronze, yet this 12x18 inch Ronzite Master 
Plaque (for 12 names) is only $19.50. For each additional 12 
names, add an Extension Plaque ($5.50). Ronzite name-panels, 
individually gold-stamped, are 50c each in sets of six. Send 
NOW for details of our dealers’ proposition. 


; idlonal YRrenutle Dudlustoies 


AMERICA’S LARGEST PRODUCERS OF HONOR ROLLS 
564 WEST LAKE STREET + CHICAGO, ILLINOIS 
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A MESSAGE TO 
OUR CUSTOMERS 


Written to express something of 
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the feeling on our part about the 
complete upheaval in business since 





* 

* 

* 

* 

* 
the war came to us! 

We realize we are not alone in this... * 
business has certainly been jolted and jarred  y 
to its very base ... a swift transition is taking 
place ... in this we, like everyone else, have * 
gone along with the rest. 

TOTAL WAR EFFORT IS THE ONLY * 
THING THAT MATTERS NOW! * 

So many things have been ''Frozen"' for 
the duration—yet we feel there is no ra- * 
tioning of the good will and friendships Built mi 
up over years of pleasant dealings. 

For this we are grateful ZPLITYE DS. He 
... grateful for past busi- fey 
ness and past preference (= | ft Xs 
... grateful for our friends. “| 

With the New Year let \® 
us hope for a_ healthy, mi QQ [ 
happy year and a QUICK presi 

EHRLICH 
VICTORY! x ieihelatery 
Works 


520 West 43rd St 


xk we we ke we kK Kw Ke New York, N.Y. 





PREMIER 


CUTTING BOARDS 
PROVE Their Merit! 





Protected by 
U. S. Patent 
No. 2,256,606 


The enthusiastic response accorded Premier Cutting Boards by 
dealers and wholesalers has been very gratifying to us. We 
trust that 1943 will bring renewed opportunities on our part 
to serve your cutting board needs. 

Above all, we fervently hope that the New Year will bring 
VICTORY to the Allied Nations. 


PHOTO MATERIALS CO. 


1323 S. Michigan Ave. CHICAGO, ILL. 


Representatives 
Fred Deutsch, 3525 Southwestern » &. K. W. Zeagier, 1709 W 
Bivd., Dallas, Texas—Texas and Okla Eighth St., Los Angeles, Cal. 
Milton Stone, 30 Church St., New R. E. Horter, Ind., Hll., Mich., Ohio 
York City, covering New York. 2523 W. 109th P!.. Chicago, I!!. 
Marry Henkel, 6200 Castie Dr., S. Lichtenstein, 1228 Locust Ave 
Oakiand. Cal. Philadeiphia, Pa. 
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ence books, flanked by tables featuring the advertised 
stationery, one of white, the other of pastel, with 
cards, saying, “Write your boy today—Stationery $1.00 
per box.” The tables were blue, with bands of red and 
white. ‘ 

A clever display advertisement that would have ef- 
fectively complemented this write-a-letter window was 
that of the May Company, Los Angeles. Six types of 
paper were featured and cuts of all of them were 
shown. Superimposed upon these was a panel headed, 
“Wanted: Fine, colorful letter papers for Christmas. 
Because everyone’s going to WRITE MORE LETTERS. 
Not a name on your Christmas list that won’t write a 
service man; his spirit soars at news of home.” Each 
type of paper was described and priced, and at the 
bottom was a coupon which could be clipped. It had 
spaces for the number of boxes, paper number, color 
wanted, name, address, and how it was to be paid.— 
WBS 


——_—____. 9. 


TATUM NON-METALLIC PRONG FASTENERS HAVE 
NEW FEATURES 

The Wilson-Jones Company, 3300 Franklin Boulevard, 

Chicago, Ill., has released an announcement indicating 

that the Tatum non-metallic prong fastener offers new, 

practical advantages. A specially designed compressor 

bar with a depressed channel provides extra rigidity. A 

















TATUM NON-METALLIC PRONG FASTENER, OPEN AND 
CLOSED TO SHOW METHOD OF SECURING 


reverse tension lock is obtained by passing the prongs 
through the compressor slots and retainer clips, and 
then back through the slots. This assures binding 
security. Made of tough fiber specially treated for 
strength and flexibility, Tatum fasteners are available 
in one and two inch capacities, with two and three- 
quarter inch centers. 


a ____— 


LONGVIEW STAFF DEPLETED 


The Longview Typewriter Company, Longview, Tex., 
has been partly cleaned out by the war effort. Three 
shop men have gone into the armed forces. Jack 
Moore is in the Air Corps at San Antonio, Tex.; War- 
dell Pliler is in the Air Corps at Waco Flying Field, 
Waco, Tex., and Leverne Pliler is a gunner in the 
Signal Corps, last being heard from at Salt Lake City, 
Utah, with the grade of sergeant. None of these three 
have been replaced with the single exception of 
Wardell Pliler, who has been replaced by his cousin, 
Alvin Pliler. R. G. Carmen, salesman, has left the firm 
and gone with the M. L. Bath Company of Shreve- 
port, La. 


E. N. Maledon, owner of this firm, is pinch hitting 
in the shop in these tough times when servicemen 
are as scarce as the proverbial hen’s teeth—RRV 
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Leopold's Junior Georgian Suite was wisely selected by the General Office Equipment in the beautiful installation they made 
for the Continental Transportation Company of Pittsburgh. This Suite is Built by Leopold Craftsmen at Burlington, lowa. 









































50% Increased Demand 


That is how the Government's and War Industries’ speeding up process has affected the usage 
of Carbon Papers and Inked Ribbons, since 1940. Are you taking advantage of the opportunity 
offered to increase your sales and obtain new customers. Your January inventory doubtless 
shows a shortage of many essential typewriter and business machine supply items. “M&V” 
products offer best dollar for dollar value in all price classes. Your stock order will be 
welcomed for prompt shipment. 

Our Pledge: Quality first, without deviation in perfection of materials and workmanship— 
liberal and wholehearted service and assistance. 


Mirtac « Voticer, Inc 
PARK RIDGE . NEW JERSEY 
Manufacturers of INKED RIBBONS and CARBON PAPERS 


These convenient branches to serve you faster and better 
CHICAGO BOSTON ST. LOUIS KANSAS CITY SAN FRANCISCO LOS ANGELES 
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BILLFORM “PROCESSED” 
CARBON PAPERS 


Each sheet of Storm’s “BILLFORM PROCESSED” 
carbon papers is specially processed to make it curl 
resistant. Each sheet is therefore easier to handle. 
Each sheet lasts longer. Each sheet will MAKE new 
friends, permanent friends for you. 


The “Complete Line” 


CARBON PAPERS: Cleangrip, Whitedge, Clean Pull, 
Cameo, American, Reliance, Storms Pen and Pencil 
Carbons, in all weights and finishes. CARBON ROLLS: 
Tailor’s Marking. Photo Offset, Billing Rolls for Elliott 
Fisher Machines, Billing Rolls for Burroughs Posting 
Machines, Register Rolls, Tally Rolls, Teletype Car- 
bonized Rolls, Rolls for Elliott-Addressing Machines, 
Special Rolls. INKED RIBBONS: Stormtex, Cameo, 
American Reliance, Ribbons for Addressograph Multi- 
graph, Speedaumat, etc. 


H. M. STORMS CO. 


561 GRAND AVENUE BROOKLYN, N. Y. 

















A NEW Wood File 


Built to meet the heavy re- 
quirements of wartimes. This 
new improved unit will per- 
mit your customers to retain 
the efficient operation of 
their filing systems. 


WRITE FOR CATALOG. 


—2 
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Cad PEERLESS STEEL EQUIPMENT co. a5) 


UNRUH AND HASBROOK 
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FO RK YOU Mr. DEALE R: Steady advertising such as this helps YOU sell 


more Higgins products. It is one of our 1943 series running in: SCHOLASTIC + INDUSTRIAL ARTS 
SCHOOL ARTS + AMERICAN ARTIST + SCHOOL MANAGEMENT « NATION’S SCHOOLS + SCHOOL 
EXECUTIVE + THE OFFICE + NATIONAL SECRETARY + PENCIL POINTS + THE ARTIST 
PRODUCT ENGINEERING + MECHANICAL ENGINEERING and 50 engineering college publications. 

























WINNERS ON TWO FRONTS 
HIGGINS American Drawing Inks are “first” in designing the 
implements of Victory for the United States and our Allies. 


meer“ 
} 
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HIGGINS Eternal Black Writing Ink, WMOOWO O _# 
v 
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being a carbon ink, photographs best for 


—— a 


HIGGiIns 
MERICAN pia! 
“ 


“V” mail. For regular mail and records bomb- 





ing cannot destroy it unless the paper is destroyed. 


Documents written in Eternal Black and badly charred 


ort of fag 


nal 


gyi 


or soaked with water or chemicals can be read as long as the sheet holds together. 


— 


STAHL It pays to use these two famous old American products. 
= ternal [sack 


HIGGINS INK CO., LNC., 271 NINTH ST., BROORLYN,N.Y. HIGGINS | 
ATEN «Sl EE OE SS 


Tap New Live Markets With 


Red Feather Stencils 
- Big in Sales Opportunities 


N iT Ht 








Although defense requirements have restricted the manufacture 
of duplicating machines, there is no reduction in the demand 
for duplicator supplies. In many lines of activity, particularly in 
defense areas, new users are found for stencil duplication and 
supply requirements are greater than ever. 


Profit from that demand. Sell Red Feather stencils. They pro- 
vide perfect performance. And they are 100% American. 


Our users are our best boosters. You will be gratified by the 
volume of repeat business that follows a customer’s initial Red 
Feather order. In passing their experiences on to their friends, 


they will help you land new accounts. 


Write on your business letterhead for samples and prices. Test 
Red Feather stencils and you will agree that our claims are 


modest. 





| RED FEATHER PRODUCTS, LTD, 429 BUSH ST, SAN FRANCISCO, CALIF 
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‘‘National’’ Cases 


Insure 
Dealer 
Profit 
and 
Consumer 


Satisfaction 





“National” brief cases, envelopes and ring binders mean profit for you 
and assured satisfaction for your customers. 
A wide selection of the finest leathers, skilled 
workmanship and years of knowing-how make 
“National” the outstanding line in this field. 
Priced for popular appeal in line with war- 
time economy. 













National Brief Case Mfg. Co. 


512 S. Peoria St., Chicago, III. 
10 E. 34th Street, New York 
1709 W. 8th Street, Los Angeles, Calif. 





IN 


STAPLERS 
& STAPLES 


IT'S 


MARK WELL 




















OFFICE APPLIANCES 


1943 PLASTICS CATALOG REFLECTS HUGE 
INDUSTRY EXPANSION 


Publication of the largest (864 pages) Plastics Cata- 
log on record, highlights further annual expansion of 
the rapidly growing plastics field for 1943, as these 
modern materials find new uses in war. 

A special section, “Plastics In War,” heads the con- 
tents of the new catalog. This section details applica- 
tions of plastics in every arm, branch and bureau of 
the Government having any relationship with the 
plastics industry. A further feature of this section is 
the listing of Government offices maintaining procure- 
ment contacts with plastics manufacturers. 

The subject of synthetic rubbers, which has always 
taken a large section in the Plastics Catalog, has been 
greatly expanded to cope with the new interest in 
these materials by all industries. Several articles have 
been added to this section, including one on “Buna S,” 
and a Synthetic Rubbers Properties Chart—outlining 
the known physical, chemical and electrical properties 
of these materials—has been prepared especially to 
meet the new needs of manufacturers in 1943. 

Another important addition to this year’s catalog is 
a History of Plastics, giving the long background pic- 
ture with which most laymen are unfamiliar. 


Encyclopedia of Industry 


Like its predecessors, the 1943 Plastics Catalog will 
again be a single encyclopedia of every phase of plas- 
tics and their uses. Starting out with a general section 
on the plastics industry, covering the history of plas- 
tics, production statistics, and other data, catalog sec- 
tions will take up in the following order: (I) Plastics 
In War (already desccribed), (II) Materials—covering 
every type of plastic molding material, filler, coloring 
material, plasticizer and solvent now being commer- 
cially used. This section will contain three charts, 
each of which is exclusive in the catalog: 1) Plastics 
Properties Chart, 2) Plasticizers Properties Chart, 3) 
Solvents Properties Chart. Each of these charts gives 
the full physical, chemical and electrical properties of 
the foregoing materials. Two additional charts—the 
Synthetic Rubbers Properties Chart (mentioned 
above), and the Chart of Chemical Formulae of Plas- 
tics Resins and Synthetic Rubbers—are new this year. 

The section of Plastics Materials Manufacture (III) 
gives flow sheets of basic materials manufacturing 
processes in diagrammatical form, together with 
photographic illustrations. 

(IV) Molding and Fabricating—approximately thirty 
articles in this section cover every phase of these com- 
plex subjects. (V) Finishing, Decorating and Assem- 
bly tops off the manufacturing section of the book— 
starting with a complete survey of all finishing meth- 
ods and winding up with an article on assembly de- 
vices. 

Other complete sections, each containing upwards 
of a half-dozen articles, are: 

(VI) Machinery & Equipment 
(VII) Laminates, Plywood and Vulcanized Fibre 
(VIII) Coatings 
(IX) Synthetic Fibers 
(X) Synthetic Rubber & Rubber-Like Plastics 
(XI) Index & Directory 

The directory section of the new catalog will be es- 
pecially interesting for its detailed analysis of the 
available equipment in plastics manufacturers’ plants. 
An important bibliography and glossary, an index of 
molders’ marks, and a complete index of manufac- 
turers, are further features of this important guide to 
the plastics field. 

The above outline gives only a hint of the more than 
100 articles available in this compendium of authorita- 
tive information on all phases of plastics. 

The Plastics Catalog is published by Modern Plastics 
Magazine, 122 East Forty-Second Street, New York 
City. 
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PLANNING FOR VICTORY 
is A DESK JOB! 


Wherever plans are being evolved 
to bring this global war to a vic- 
torious conclusion—whether it be 
in the armed services or on the 
production front—desks are play- 
ing an essential role. 











Our job at Indiana Desk Co. is to 
turn out sturdy desks that will pro- 
vide the maximum efficiency for 
our vast army of planners. 


We are humbly proud of this op- 


portunity to serve our country at 
war. 


INDIANA DESK COMPANY | 


JASPER INDIANA 

















Che New ALL-WOOD STOOL 


p— MADE IN SEVEN SIZES 


Sclected Hardwood, Finished Natural 
—legs have rounded corners— 
seats 14 inches diameter—backs bentwood. 








The demand for STOOLS was never greater. 
For use in FACTORY # SHOPS * SCHOOLS 
e INSTITUTIONS « DRAFTING ROOMS, etc. 


NOW READY—Our New Adjustable Stool 

LIST PRICE 
—round or square seats with six positions $970 
in one inch steps. 3 


STOOL ONLY. 
WRITE FOR LIST PRICES AND DISCOUNTS BACKS 
EXCELLENT DELIVERIES $150 


METALSTAND CO. 


1615-25 MELON STREET PHILADELPHIA, PA. 
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GRAPHIC 
GELATINE 
ROLLS 





In over thirty years GRAPHIC Duplicator 
rolls have earned an enviable reputation 
for their outstanding quality, recuperative 
powers, uniformity and dependability. 
Made of fine materials they keep their fine 
copying qualities over a long period. For 
all makes of duplicators. 


HECTOGRAPHS AND REFILL 


composition in attractively lithographed 
containers. Two and four surface Oak 





Frame duplicators in five sizes. 


GRAPHIC DUPLICATOR CO. 


473 BROADWAY NEW YORK, N. Y. 








IMPORTANT 


On and after January 1, 
all orders placed for 


VAN DYKE Fluorescent 


regardless of style 
MUST CARRY 
PRIORITY RATINGS. 








America’s Outstanding Manufacturer of Fluorescent Lights. 
Wire or Write for Catalog. 


VAN DYKE INDUSTRIES 


Chicago, Illinois 





21st and Rockwell Sts. 








CARD INDEX CABINETS 
1 & 2 Drawer—3 x 5—4 x 6—5 x 8—Green 





WAGEMAKER CO., Grand Rapids, Mich. 








INVESTIGATE 
THE MERITS OF 


ROBERTS 


Gx MODEL 95 
f The Quality five action, all steel 


Ee; and nickel, Numbering Ma- 


™ chine. 





% Capacity for ten wheels. 


% Priced competitive to ordinary ma- 
chines of four and less actions. 


% UNCONDITIONALLY 
GUARANTEED. 


Your large discounts give you a 
real incentive to sell these units. 


The 
ROBERTS NUMBERING MACHINE CO. 


694-710 Jamaica Avenue Brooklyn, New York 
Western Distributor LOUIS MELIND COMPANY 


362 W. Chicago Ave., Chicago, Ill. 593 Market St., San Francisco 
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STATIONERY HOUSE FURTHERS FINE ARTS 


Staging a “one-man show” and drawing attention 
not only to art itself but to collections of artists’ 
supplies, paper, pencils, crayons and other implements 
for plying the craft of the artist, Lowman & Hanford 
Company, pioneer stationery house and printing or- 
ganization of Seattle, Wash., recently devoted generous 
window space and gave much attention to the draw- 
ings of Harry Buhro, former Alaskan artist and erst- 
while Yukon prospector who is now busy with his 
artists’ supplies and sketching paper in Seattle, Wash. 

Artist after artist, in a series of popular “one-man 
shows” from time to time, have had their work made 
better known and their reputations enhanced through 
the Second Avenue show windows that give upon the 
thoroughfare filled with traffic daily in front of the 
Stationery house. So it was Artist Buhro’s turn re- 
cently to have his name and fame extended in the 
city of his choice. 

As patron of the arts as well as artists, the large 
store of Lowman & Hanford Company has become 
something of a Mecca for pre-viewers and those who 
delight in examining and commenting on pleasing 
work of artists who have employed many media from 
water colors to oil, pencil sketches to crayon or pen 
and ink, to express their gifts and talents. 

All types of art, fine and commercial or advertising, 
of Seattleites who wield brush, crayon or pencil with 
gusto, have been shown in preceding exhibits, but 
that of Mr. Buhro with his Alaskan scenes, now that 
Alaska with its military activity and heavy fortifica- 
tion and bases has been so much in the public eye, 
has helped to fill the roving eye of the passerby with 
the world of color and beauty of the Northland. This 
sector, coveted by the Japs, awaits further develop- 
ment after the war and will doubtless be of public 
interest longer than the war itself. 

Mr. Buhro, before coming down to the mainland 
and to Seattle where Lowman & Hanford Company 
has ever extended friendly encouragement to local 
artists, won as much fame for his handiness with the 
pencil and his sketching ability as for his mining 
prowess and prospecting in the upper reaches of the 
Yukon. Numerous scenes reflect his skill and per- 
sonal familiarity with many phases of life in Alaska. 

His views and vistas, landscapes and seascapes, 
mountain-limmed scenery and marine subjects, have 
been done with a fine degree of artistic skill on 
large white cardboard sheets exclusively with colored 
pencils. They cover an amazing range of themes and 
titles, a variety almost as broad as the Northland 
itself. 

Acclaimed as not only beautiful but unique were 
many of the artistic examples which attracted nu- 
merous visitors and passersby. The Lowman & Han- 
ford organization honored itself in thus honoring the 
former mining prospector whose avocation has been 
the artistic recreation on paper of scenes with which 
he has been most familiar in the white tundra terri- 
tory before the advent of war to Alaska’s far-flung 
Aleutians —CML 


Oo 
GUION PROMOTED TO MANAGER 

C. D. Guion has become manager of the Mississippi 
Printing Company, Vicksburg, Miss., dealers in office 
appliances, stationery and printing. The former man- 
ager, O. R. Jordan, was drowned a short time ago. 

Mr. Guion has been with the firm for fourteen years, 
having entered the employ of the firm as an appren- 
tice boy in the printing shop. 

This firm has also lost three salesmen to the armed 
services—Frank Patterson, who is in the Navy; Harry 
Tibbs, who is in the Army, and A. Manadier, who is 
also in the Army. 

John Carillon, formerly of the Interstate Printers, 
Meridian, Miss., has joined this firm, replacing Harry 
Tibbs. The others have not been replaced as yet.— 
RRV 
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POPULAR NAMES at POPULAR PRICES 














"DREAM" "U.S." “AMERICAN ACE" 

Three carbon paper names that are making dealers’ 
sales soar! All three grades feature the elimination of 
curl, smear and treeing, due to the advanced formulation 


processes developed by our laboratories. 


If you are a sales-conscious dealer learn more about 
“U.S.” Carbon Papers. Just write on your business letter- 
head for free samples and prices . . . prices that allow 


a dealer to make real profits. 


U. S. TYPEWRITER RIBBON MFG. CO. 


Filbert at Tenth Street 
Philadelphia, Pa. 











PERFECT SEAT CUSHION 


After eight hard months of experimenta- 
tion we have developed a springy, resili- 
ent, interlocked hair filler for our con- 
vertible cushion. This new filler does not 
bunch up, and retains its resiliency. It is 
the nearest thing to rubber obtainable. A 
sample order will convince you. Write 
today. 
The PERFECT 

RUBBER SEAT CUSHION CO. 


1412 UNITY ST. PHILADELPHIA, PENNA, 


SofSeat 


STOOL CUSHIONS 


made of the new interlocked 
hair filler, transforms hard, 
uncomfortable stools into 
soft resilient seats. SofSeat 
Cushions just slip on. Once 
on, they stay on. Made in 
13, 14 or 15 inch diameters. 
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The 
Volunteer 


----@ Pile 
That Satisfies 
the Exacting 
Demands of 
Modern Business 


Well made of selected southern hardwood, finished in 
Bentson standard olive green, the VOLUNTEER serves 
the business needs of today and is a fitting companion 
to Bentson units of steel now in service. Drawer action 
is smooth. Illustrated folder, which will be mailed upon 


request, gives complete particulars. 


THE BENTSON MANUFACTURING COMPANY 


Aurora, Illinois 
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War Industries 





Are Waiting For These 
New “Efficiency Lockers’ 
— Go After This Large- 
Order Business. 





’ 
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Just what industry needs 
today ... 


Save space for manufacturing use— 
double locker room capacity. 5 ft. 
unit accommodates !2 (24 back to 
back) provides coat hanger, hat 
shelf, 12° x 12" x 12" lock box for 
each employee. Keeps clothing "‘in 
press'' dry and sanitary—exposed to 
air and light. 











Above) 
Office Valet 
Equipment now 


ae tn For the duration constructed of ply- 
Sa ge wood and hardboard. Write for cat- 
alog sheets showing complete line of 


"wood"’ wardrobe equipment. 





\ 


OGEL-PETERSON CO., 
“The Checkroom People” 
1823 N. Wolcott Ave., Chicago, U. S.A 














TEMPO Film Stencils eliminate the nuisance 
of type-cleaning; save from 3 to 10 minutes 
cutting time by actual experience in large 
offices. TEMPO Film Stencils are first choice 
for efficiency because they give better dupli- 
cations at lower cost . . . save time, labor, 
repairs. 


Write for TEMPO’S Trial Offer 
MILO HARDING COMPANY 


436 W. Pico Boulevard, Los Angeles, Cal 


617 Commonwealth Annex, Pittsburgh, Pa 





FILM STENCIL 





CUTTING TIME/ 












CAN YOU GIVE THEM? 


Conditions are changing daily. Are YOU keeping pace 
them? Timely information will help you plan sales, act de- 
cisively, push profitable items, keep your stock up to date. 

“The information your Service Bureau gave us was just 
what we needed and placed us in a position to secure addi- 
tional business that otherwise we could not have gotten.” A. 
R. Taylor Co., Memphis, Tenn. 

OFFICE APPLIANCES brings you the latest styles, news and 
trade gossip every month. The Service Bureau helps you 
gain information, lists and data gratis, almost impossible to 
gain elsewhere at any price. 

Ask for FREE copy of OFFICE APPLIANCES and subscription rates. 


OFFICE APPLIANCES, 600 W. Jackson Bivd., Chicago 
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Mountains of Paper Work . 
NOW CONFRONT z= . YI 
OFFICE WORKERS! = --Eas = Mr. ¢) . 


Facts are getting harder = 
and harder to find— —= 


needed reports increas- === a= ay, , | \ 
ingly difficult to compile. 2 ; 
You will be more than wel- ot OS 1 | 


come when you call if you = 


explain to your harrassed 9 ~~ = =| —— SAYS . 
= = ac cee 


























customers that— 


CcCOOK’SE 
TO ALL OF YOU WHO HAVE SHOWN 
T THAT YOU KNOW THE ANSWER TO 
[ E S i G N A LS THE STAMPING AND MARKING INK 


WILL EASE THE PRESSURE PROBLEM 


Attached to file cards, ledger sheets, etc., they marshall any group }, L th 

of facts for instant reference. anRs5 ¢or e alronage 
Easy to attach, relocate and remove. Of thin gauge, they add 

practically no bulk to records. Twelve non-chip colors. Types for / 

every filing need. Card of samples on request. an a apPY CW Cale 


a e 3 | a a a in Fulton SPECIALTY CO. 


30°70 200 Fifth Avenue, New York City 
THE H. ol COOK Co., 14 BEAVER ST., ANSONIA, CONN. Factory at Elizabeth, N, J. 
“ONE HUNDRED PERCENT DEALER PROTECTION” 





























POCKET SEALS oF QUALITY 
The “ALUMINUM” Pocket Seal 


UNCONDITIONALLY 
GUARANTEED 








“BEST SELLER” for 40 YEARS 








THE NOTARIES FAVORITE 











The “OFFICIAL” Pocket Seal 


REALLY EMBOSSES 
HEAVY PAPER 


Wood Tables Help to A CORPORATE SEAL 
Maintain Sales Volume 








FURNISHED IN 3 SIZES 





ke ad S long enpemones in perine pe ——— 
AMS t 
Se ere oom ed the vital “ENOW HOW’ thot FREE LEATHERETTE POCKET CASE with EACH SEAL 


business men has supplied the vital 
enables them to produce sturdy tables fast for Uncle Sam 


. ». not only to serve the war winners of today, but as well, 
the peace makers of tomorrow. MANUFACTURED BY 
Write for complete descriptive Catalog. MEYER & WENTHE, Inc. 
, Established 1854 
Dependable Service for 87 Years 
MUTSCHLER BROS ae) 30 SOUTH JEFFERSON STREET, CHICAGO, ILLINOIS 
a ra 


PLACE YOUR ORDER WITH YOUR LOCAL 
NAPPANEE, INDIANA, U.S.A. MARKING DEVICE DEALER 
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TuBuLAR Coin WRAPPERS 
Stationers! It's your Line—Exclusively! 


"“Steel-Strong” Products are sold through 
Stationers and Office Supply Dealers only. 
We have no retail salesmen to pirate your 
customers and cash in on your missionary 
work. 


Write for liberal discounts and sales help on: 


Lead Seals 

Seal Presses 

Teller’s Moisteners 
Manual Coin Counters 
Currency Racks 
Wrapper Cabinets 


Coin Wrappers 
Bill Straps 
Coin Bags 
Currency Bags 
Draw String Bags 
Metal Clasp Bags ; 
Night Depository Bags Sorting Trays 
Linen Shipping Tags Coin Storage Trays 
Downey Change Trays 


HANNIBAL, MO. 








THE C. L. DOWNEY CO. 



























WARSHAW 
INDEX CARDS 


Once your customers use WARSHAW Index 
Cards they will always want them. 
WARSHAW Index Cards are always the 
same superb value. Full automatic machinery 
in their production assures uniform margins and 
ruling. Rotary cutting on all four sides eliminates 
fuzzy edges. Good quality stock presents a 
perfect record keeping surface. 
° Be sure your customers are sat- 
ROLL LABELS isfied. Sell them WARSHAW Index 
GUIDES Cards. 
INDEX CARDS 


REINFORCED 
FOLDERS 


PROTEX 
STICKONS 


MENDING TAPE 


GUMMED 
INDEX TABS 


The Warshaw Mfg. Co., Inc. 


1 Main Street £ Brooklyn, N. Y. 








OFFICE 


APPLIANCES 











Loose-leaf envelopes, punched; card-cases, any 
size; menu covers; factory record protectors; tag 
holders; bill-fold envelopes; stamp containers, etc. 
Made of acetate (flame resistant) transparent cel- 
lulose. We build to fit your particular need. Write 
us for details. 


Markilo Company, Mfrs. 


3633 S. Racine Ave. Chicago, U. S. A. 






RITE-RITE MFG. CO. * DOWNERS GROVE, ILL. 


SUBSIDIARY OF JOSEPH DIXON CRUCIBLE COMPANY 


* 








* Pnociso PAPER TRIMMERS 


OUT TO TRIM THE ENEMY 


War production comes first. Our facilities are engaged 
100% in war work. We are doing our part to help win the 
war as speedily as possible. 

The situation is temporary. When the war is won we will 
again supply you with even finer PRECISE PAPER TRIMMERS 
than before, and be glad to care for your needs as we have 
in the past. Just now, it's Yours for Victory. 


Procise DEVELOPMENTS CO. 








AMERICAN PHOTO LABORATORIES, INC. 


’ 28 N. Loomis St., Chicago, Ill. 


DUPLICATING FLUID 


for All Spirit Duplicators 
TRIED, TESTED AND APPROVED 


Ample Supplies Ready for Immediate 





Shipment. Priced to Interest You. 


MISHEK SUPPLY CO. 


WASECA, MINNESOTA 


STENCILS INKS SUPPLIES . 
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Waldon Rote Gnananu 


WoORLD’S 


QUALITY STANDARD 


They Correct Mistakes in Any Language 


— lasting satisfaction for your Customers 


,'4 token Mam cel -1-4-b a 


201-0: 0 1 - a Ono ee ie 





° Newark, NEw Jersey, U. 





MAGIC FLOW 


An Excellent 
Duplicating Ink 
ALSO OTHER DUPLICAT- 
ING SUPPLIES . . . Colored 


Inks available. Samples and 


prices upon request. 


CONTINENTAL 
INK COMPANY 


544 W. Lake St. 











Chicago 





BANK PASSBOOKS 


and Pocket Check Covers 


New methods of manufacturing 
make Low Prices and Easy 
Sales. Super Finish and An- 
tique Moorish Passbooks. N.C.R. 
and Burroughs Window Ma- 
chine Passbooks and all other 
style Passbooks and Check 
Cases. BIG OPPORTUNITY 
for Bank Supply and Stationery 
Salesmen. 





Write for samples and prices. 
Full particulars on request. 


AMERICAN PASSBOOK CO. 


AKERS BLDG. CLEVELAND, OHIO 








CRAMER 


The Complete Line of 
Posture seating 


A Price for Every Purse in Our 3 Price Ranges 


CRAMER POSTURE CHAIR CO. 
1210-18 Campbell St. Kansas City, Mo. 








ROLLING STORE LADDERS 
“A” Type Ladders * Library Ladders 


For use with Filing Cabi- 
nets and Shelving, in Of- 
fices, Vaults and Store- 
rooms. 


Made of Oak and Birch, 
in a variety of heights 
and styles, with wheels 
and Automatic Safety 
Brakes. 


New Literature Now 
Ready 





WRITE FOR IT, WITH 
PRICES AND DISCOUNT 


Manufactured by 


sik COTTERMAN 





155 NO. UNION ST. 
CHICAGO 























500 SAFES 


Reconditioned and refinished, new safe guarantee, olive 
green finish, 3 tumbler combination lock. Fire-proof con- 
struction, the best commercial grade. 


All sizes and types for record, money protection. 


NO PRIORITY CERTIFICATES REQUIRED. 
IMMEDIATE DELIVERIES. | 


Catalog, price list and dealer's discount upon request 


/ 
139 Grand St., New York, N. Y. 
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WALL-WELTER CO.1y 
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Jume Saver 
FILE 


@ Non-priority wood construction 
@ Two Drawer—Top opens completely 


@ ‘'Two-Way” Compressor and Guide 
Rod 

@ Letter and Legal Size; Olive Green 
Finish 

@ Desk Height 30!/,” 

@ Shipment week or ten days 


No. MF500G—Letter Size, 
$27.00 List 


No. MF600G—tLegal Size, 
$29.00 List 
F. ©. B. Rockford, Ill. 


BUSINESS EFFICIENCY AIDS 


P. O. No. 258-J, Skokie, III. 














ALL THAT THE NAME IMPLIES! 
“Nuff — Sed” 


INKED RIBBONS 
CARBON PAPERS 


Write For Samples and Prices 


INTER-STATE 


RIBBON & CARBON CORP. 


Manufacturers 


2202-2210 SUPERIOR AVENUE, CLEVELAND, OHIO 








the ACME 


MIDGET 


A light weight, handy 
"desk stapler with 
quiet, velvet smooth 
lever action! 






The ACME Midget, like every other member of the Acme Silverstreak 
line, is built to stand more than ordinary abuse—to last many years 
with minimum ‘service requirement. ACME is favorite with large indus- 
trial concerns. In stapling, ACME does more and does it better. 
See our Silverstreak folder. 


ACME STAPLE COMPANY 


1648 Haddon Ave. Camden, N. J. 
ALSO MFR. ACME NO. ply 2—SURESHOT—S!IMPLEX 




















OFFICE APPLIANCES 
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DAYTON STENCIL 
WORKS CO. "oxic" 





SPEED-MO...The Automatic 
Inking Pad 


The automatic inking surface re- 
leases ink only on pressure of 
stamp. Surface is self sealing 
against evaporation. 


A size and model for every need 
. with these 12 features 


1. Clear, Sharp 9. Super Large 
impressions ink Reservoir 

2 jong Lived 10 Cleans Stamp 

3 Sag Proof while inking 

a Lint Proof 11. Full, ‘aan 

5S. Sweat Proof Inkin 

6 Dust Proof 12 Can Md re-inked 

7. Silent indefinitely; no 

8. Saves Rubber scraping before 
Stamps re-inki 





Send for catalog No. 141 showing 
many types of stamp pads. 


RIVET-O MFG. COMPANY 


95 JASON STREET ORANGE, MASS. 














BUILD good-will and insure repeat orders with the preferred 
Daco line. Write today for catalog A, available to all deal- 


ers, with complete price list. 


@ Filing Systems @ Filing Folders 
@ Printed and Ruled Stock Forms @ Guides and Indexes 
@ Special and N.C.R. Forms @ Bank and Insurance Forms 


Manufacturing Specialists for a 
Quarter of a Century 


~ THE DACO CARD e INDEX CO. 


9 FEDERAL COURT + BOSTON,MASS 





NATIONAL 
DESKS... 


Fos efficiency, for service, for QUALITY! 
National Desk is the line that features Flush Con- 
struction and so many other innovations that have 
incomparable consumer appeal. Go National for 
greater sales! 


NATIONAL DESK CO., Inc. 


Herkimer New York 











SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
tree trial basis. Nation- 
ally advertised! Write 
or details now! 






Simply tip 
the card 
and copy 


3168 N. Clark St. 


Neilicke. Systems, Inc. chicago, ill 




















JANUARY, 1943 


EXPORTER 


@ Published in Great 
Britain every three 
months this popular 
Journal contains up- 
to-date news of the 
activities of British 
Manufacturers of 
stationery and allied 
lines. A number of 
lines advertised in 
this journal, how- 
ever, are not neces- 
sarily available for 
export at the present 
time. 


Scores of American 
dealers are on our 
regular mailing lists 
and we shall be 
pleased to send you 
a copy FREE each 
quarter if you will 
complete and return 
the form below. 


BRITISH STATIONERY 


SEND US THIS COUPON 
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NEW SALES 


Clarotype is needed more than ever today 
because of aging typewriters. Clarotype 
keeps the type clean and legible, and 
saves stenographers time because it works 
instantly. Feature this specialty. Write 
also for our free new advertising aids and 
information on Cant-Stip, the product 
that prolongs the life of rubber platens. 
Both products are profitable to you and 
valuable to your customers. 









The Clarotype Company, Inc. 
16-A Hudson Street New York 





— me 


CLAR-O-TYPE 


THE BEST KNOWN TYPE CLEANER 
KNOWN AS THE BEST 





Dealers 


Wanted 


No stock to carry 
Simple price list. 
Lowest prices in America 


Free designing 
Free proof Free die 


Letterhead Engraving $ Sample Book mailed for deposit of $1.00 whieh is 
refunded © after receiving $10.00 net of engraving or return of sample | book. 


NATIONAL ENGRAVING COMPANY 


BIRMINGHAM, ALABAMA 

















ele] sas PUSH- PIN CO., 113-25 BERKLEY ST.. PHILA 


Makers of Famous Moore Push-Pins — Push-less Hangers since 1900 




















To F. W. BRIDGES LTD. 

Proprietors THE BRITISH STATIONERY EXPORTER, 

34, Bridge Street, HEREFORD, ENGLAND 

(Late of Grand Buildings, Trafalgar Square, London, W. C. 2.) 


Please send to the address below Free Copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


Name — 
(Please attach your business card or letter-head) 


Address 


Date 





MAKERS OF THE GENUINE 


“EYE-EASE” 
PAPER 


Used increasingly in offices because it 
cuts glare, minimizes eye-strain, reduces 
errors, speeds work. 


IN BOOKS, PADS, SHEETS, FORMS 


a 


NATIONAL BLANK BOOK COMPANY 
Holyoke, Mass. New York Chicago Boston 
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OFFICE APPLIANCES 












FOR VICTORY TODAY 
OINESS TOMORROW 


Get This Flag Flying Now! 


This War Savings Flag which flies today 
over companies, large and small, all across 
the land means business. It means, first, 
that 10% of the company’s gross pay roll is 
being invested in War Bonds by the workers 
voluntarily. 


It also means that the employees of all these 
companies are doing their part for Victory 
...by helping to buy the guns, tanks, and 
planes that America and her allies must have 
to win. 


It means that billions of dollars are being 
diverted from “bidding” for the constantly 
shrinking stock of goods available, thus put- 
ting a brake on inflation. And it means that 
billions of dollars will be held in readiness 
for post-war readjustment. 


Save With 








Think what 10% of the national income, 
saved in War Bonds now, month after month, 
can buy when the war ends! 


For Victory today ... and prosperity tomor- 
row, keep the War Bond Pay-roll Savings 
Plan rolling in your firm. Get that flag fly- 
ing now! Your State War Savings Staff Ad- 
ministrator will gladly explain how you may 
do so. 


If your firm has not already installed the Pay- 
roll Savings Plan, now is the time to do so. 
For full details, plus samples of result-getting 
literature and promotional helps, write or 
wire: War Savings Staff, Section F, Treasury 
Department, 709 Twelfth Street NW., 
Washington, D. C. 


War Savings Bonds 
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) HECTOGRAPHS Ly 
“4 Sizes—Makes 50 to 100-Copies ath 






" HECTOGRAPH REFILL 
Renews Any Pan-Type 










oual 50 15 OUr 


INE -/ SUPPLIES 


Through sea lanes and over desert sands—on a score 









of widely separated fronts, war materials are moving 






—supply lines MUST be kept open. And we on the 





home front MUST see that even non-critical materials 





are directed through right lanes. 






HEYER Quality Duplicator Supplies play their humble 
though important part by serving War Industries, Gov- 






By selling HEYER | ernment Agencies and Educational Institutions. And 


Quality Supplies, you 
sell a complete line for 
every make of Gelatin, not only serve the war effort, but keep open their line 
Stencil and Liquid Du- vais _— oe 

plicator, which assures of supplies so VITAL to SUCCESS. 






dealers who concentrate on priority rated orders, 

































lasting satisfaction. A i / 
desirable line, fully é 
guaranteed and backed 


by 39 years of ex- ALWAYS 


perience. 


your customers econ- 
omy—long service and 
DB Cuality 
e SATISFIES 
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